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Order Christmas Stillsons NOW , gm, 
You can get them A oe . ‘ 


when you want them 


In the last three years the Christ- o - 
mas sales of Walworth Stillson “4 St 
wrenches have gone ahead by leaps 4 =+$F+ =. N ‘its oa 
and bounds. Greater national adver- 
tising than ever before will boost 
them again this year. You can make 
sure of prompt deliveries whenever 
you want them by getting your order 
in now. 


ae Fh 






This is the household size 
(10-inch) Walworth Still 
son in its special Christ 
mas Gift Box 


WALWORTH MANUFACTURING CO., Boston, Mass. 


Buffalo Chicago Cleveland Glasgow Kewanee London New York Philadelphia 
Portland, Ore. Seattle San Francisco, Plants at Boston and Kewanee 


Walworth International Co., New York 
Foreign Representative 


WALWORTH 
Stillson Wrench 


Published Weekly by the IRON AGE PUBLISHING CO., 239 West 39th Street, New-York, N. Y., U.S. A. 


Entered as second class matter May 22, 1913, at the Post Office, at New York, under the Act of March 3, 1879 
Advertising Index, Page 140 Editorial Index, Page 63 
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Silverware enough --- and to spare 


There was company in the house al- 
ready when a phone call from Plainville 
announced that the Malcolms wished to 
stop on their way home. Of course. 
that meant dinner! Yet she was able via “ 
to say with conviction, ‘“‘Oh! do; we'll de i 
be delighted.”” The thought of twelve 
at dinner held no terror for her. Only 
last week she had bought the additional 
half-dozens of knives and forks and 
spoons. Silverware enough and to spare! 
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Does the word “guests” 
ever make you fearful? 


PUL because the table will not spoons, the butter knives, the berry 
be set as completely and as correctly as spoon, the cold meat fork and the other 
you would have it? Fearful because you serving pieces. 


will have to borrow silverware? On every occasion the beauty of your 
But you need not be troubled in this silverware will give you satisfaction. 
way! To provide all the silverware The durability of ‘1847 Rogers Bros.’’ 
you need is easier and less expensive than has been recognized for generations. 
you supposed. When you need more pieces, you can 
In 1847 Rogers Bros. Silverplate you get them easily; for leading dealers in your 
can add to your present silverware reason- vicinity always have the newer patterns 
ably and in as small quantities as you. of 1847 Rogers Bros. Silverplate in stock. 
desire. A little at a time you can thus “Etiquette, Entertaining and Good Sense,” 
build up a table service equal to any occa- 5ooklet ,. Was prepared in the Good House- 
; le keeping Studio of Furnishings and Decorations 
sion. You can provide those niceties of to indicate correct table settings. You will find 
table setting—the salad forks, the ice ; 


it very helpful. Write for it to-day. 
cream forks, the coffee spoons, the orange INTERNATIONAL SILVER Co., MERIDEN, Conn, 


1847 ROGERS BROS. 


SILVERPLATE 


STINER CO.g4 
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Get This Displ la }) 
of Unbreakable 
Steel Planes—Now! 


— 











Here it is! The new counter display marked in etched gold—and finished 
for V & B Drop Forged Planes. Fur- with vanadium blade and walnut handles 


nished gratis with your order, fora quar- _yepp F d Pl | 
ter of a dozen of these new “unbreakable kK a ee 
planes.”’ makers 


Drop forged from a solid bar of V & B Ready for shipment—place your order 
supersteel—finished in light gray—trade now! 


The sales possibilities on these unbreak- 
able planes are obvious. Place your orders 
to assure immediate delivery now! 


VAUGHAN & BUSHNELL 
MANUFACTURING COMPANY 


pont of Fine Toots 
214 Carroll Ave.~ ~ Chicago, lil U.S.A. 
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“LOOK INTO IT” 


TRADE MARK REGISTERED 


The Patterson-Sargent Company 


Cleveland Chicago New York Kansas City St. Paul 
Detroit Long Island City Boston 








a % ' samgnanent UE aa meee : cannes, ai LC, gS em 





oe A POOP tet ne SE 


EN RE, LIE OF 


aE ew 
ST ee 


= 


= a 


ce care ae 


0 a 
= yee no te 


- 
—_ 


. 
it 


SP RR URED EPR Re 
ek ee 


wate, 


ee ee 


pays 












amma 


en nr oe a iad 


-. 











OD TE re ae ne an Cea een | 





i 


by shige 


Saye 





September 11, 1924 HARDWARE AGE 5 


_“HeresWhy 


| reeommend y 


Atkin SilverSteel Saws 


) To My Fellow Hardware Dealers” 
(- : 


] SEND US A LETTER | 
If you have not sent in a letter for our contest on the 
 : -, above named subject, do so at once. There is a $10.00 
e check at stake. Each week we give someone this amount 
for sending us a letter. If we accept it for publication, 
you win. 
Our only requirements are that the letter be written 
on the stationery of the dealer with whom you are con- 
nected, and that this dealer handles Atkins Saws. 








Pelebdae xa ye 
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WINNER THIS WEEK: 
E. M. THOMPSON 


c/o HENNEPIN HDWE. CO., 
MINNEAPOLIS, MINN. 


HIS LETTER: | 





E. C. Atkins & Co., 
Indianapolis, Ind. 
Gentlemen: 


Here’s Why I Recommend Atkins Silver Steel Saws to My Fellow Hardware Dealers. 

The quality of Atkins Silver Steel Saws cannot be beat. The construction and workmanship 
of Atkins Saws can easily be distinguished from other saws by the beauty and fineness of their 
mirror finish, which goes to show that the Atkins Saws are put through a process that other 
saws do not and cannot get. 

Then there seems to be a difference in the way the Atkins Saw hangs in the handle; it is per- 
fect and enables anyone to saw with a free easy motion and prevents the strain on the wrist, this 
being one of the greatest features of a saw. 

Mr. Dealer: Put an Atkins Saw into a carpen‘er’s hand. Give him the guarantee, together with 
the straight-forward policies of the Atkins Company, and the saw is sold. The carpenter is con- 
vinced that Atkins Silver Steel Saws are as their slogan implies “The Finest on Earth.” 7 

This has been my nap ncondogg 

Yours very truly, 


E. M. THOMPSON | 
A FEW POINTERS ON ATKINS NO. 9 eer 
SPECIAL COMPASS SAW 


This saw has been designed especially for the use of plumbers and electricians. The blade is made of Silver Steel 
and is extra heavy and stiff. Has a curved beech handle with a tightening bolt and wing nut that fits in a hole so 
that the blade will not pull out of the handle. If you do not have this saw in stock, write your nearest source of supply. 





E. C. ATKINS & COMPANY 


Established 1857 





Machine Knife Factory: Home Office and Factory: “The Silver Steel Saw People” 
Lancaster, N. Y. Indianapolis, Ind. Canadian Factory, Hamilton, Ont. 
BRANCHES: 
Atlanta Memphis New Orleans Portland Seattle Paris, France 
Chicago Minneapolis New York San Francisco Vancouver, B. C. Sydney, N. S. W. 


‘ATKINS ALWAYS AWEAD AA“ ON 





6 HARDWARE AGE september 11, 1924 
(as ES AES DoyaltLne UL RM it Mai Si ma el ae eR AAR AA 





It’s New, It’s Better, 


McKay Red Bead Here’s NEWS: A complete line of bump- 


ers made by the makers of the famous McKay 





a oe + . 7 — 
Tire Chains. An improved line, with the 
Construction P , 
greatest advancement in bumper construction 
McKay Bumpers are positively identified in many years. 


by their attractive bright red beads, and the 
whole bumper is made stronger and more 
rigid by this patented bead end construction. 


Every McKay Bumper is more attractive, 
every one has greater protective qualities, every 
one has patented fittings that are stronger and 


The end bolts are held away from the bars ; 
yet simple to use. 


and beads by patented flange washers. 


Shocks are absorbed by the beads and bars, Before these bumpers were designed a nation- 

leaving the bolts firmly in place and the wide study was made among motorists and 

— bars rigid and always in perfect dealers to determine what has been lacking and 
_ alignment. 


what has been demanded in bumper construc- 
tion. Then McKay Bumpers were made to 
meet these very demands—to give the motorist 
the stronger, better-looking bumper with more 





The McKay Side Guard—Four-way protection! 
This novel invention protects the sides of cars 
in congested traffic and in parking. 


nine lh « : - : , 
GH EA 
- i Ss ——» eS et ee incinerate 


The McKay Standard Single Bar— McKay The McKay Standard Triple Bar — Maximum 
quality in material, design and construction. protection for every vital part of the car. 


MSKAY:r30 BUMPERS 


M- 
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It’s a McK 


positive protection which he has wanted, and to 
give the dealer a more popular bumper that 
can be quickly installed without altering the 
car in any way. 

The McKay line of Red Bead Bumpers meets 
every demand of motorist and dealer alike. 
A better bumper backed up by more ag§gres- 
sive publicity, means new sales, more sales, 
quicker profits. It represents a real dollars and 
cents opportunity, and you owe it to yourself 
to get all the facts to help you decide what this 
opportunity means to you. Write today. 


UNITED STATES CHAIN & FORGING CO. 
Union Trust Building, Pittsburgh, Pa. 


Makers of the Famous McKay Tire Chains—the Better Black Chains 
in the Red Band Bag. 





es 


The McKay Perfection— An entirely new and 
improved idea in bumper design. 





M“SKAY::.7 BUMPERS 
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The McKay Improved 
Standard Fittings 


In McKay Red Bead Bumpers the bracket 
arm, as well as the bumper bars, absorbs the 
shock, giving double the strength and 
resiliency of ordinary bumpers. The bracket 
is a curved arm of the best spring steel, 
capable of cushioning repeated blows and 
yet returning to its original position un- 
harmed. 


McKay bumper bars are held in a vise-like 
grip by a special clamp and will not shift from 
side to side. This bar clamp and the bracket 
arm are joined by a hinge connection which 
still further increases the cushioning ability 
of the bumper. 

















The McKay Imperial—The most beautiful 
bumper ever made. Has double the strength of 
ordinary bumpers yet weighs less. 
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Automatic Safety Catch with 
| BYiy te) (ae ee 


. Exclusive Floor Pray— pro- 
tects fine rugs and carpets, 


Wick tube lock-seamed and 
soldered to reservoir, with 
extra stiffener — cannot ae 


. Legs and hinges riveted in 
place—cannot become loose. 


. Improved oil indicator—can- 
not be set in plac ve incorrectly 
always accurate. 
6. New type filler cap hinge 
-insures tight fitting, non 
leaking cap. 


brown and white enamel with full nickel trim will be 
the leader of the Improved Perfection Heater Line. 


PERFECTION 
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Remarkable New features in Improved 
Perfection Oil Heaters offer un- 
equalled opportunities for dealer profits. 


Not since the days of war economy and coal shortages has 
the opportunity for Perfection Heater profits equalled that 
which this new 1925 line presents to dealers everywhere. 


To the dominating position which the Perfection line has 
always held, these new and remarkable features add still 
stronger sales leadership. 


Six definite improvements to point out to your heater 

prospects; a complete line, in styles and at prices which 

will satisfy every need; and the support of a big nation- 

wide advertising campaign with attractive displays and 

selling helps, combine to build a heater business no dealer 
can afford to overlook this fall. 


It’s time now to get ready. Write today for full information about 
this Improved Perfection Heater Line. 


THE CLEVELAND METAL PRODUCTS COMPANY 


7100 Platt Avenue, Cleveland, Ohio 
In Canada write the Perfection Stove Co., Ltd., Sarnia, Ont. 


The New Automatic Safety Catch 


The most important improvement in ' 
this new line of Perfection Oil Heaters. 

A gravity catch, positive in action, 
with double safety lock similar to the 
door of an enclosed automobile. 


This makes it impossible for the base 
or reservoir to tip, should the heater 
be lifted before the drum has dropped 
into its proper position. Also supplies 
a convenient handle with which to tip 
back the drum for lighting or refilling. 


New ‘Sateny Catch Full eee Safety Catch in Second 
Closed ositzon 


Oil Heaters 
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‘ Now Marked with a Red Strand 














Remember These 


seeeeeme 5 Big Points 


Q Copper-bearing open hearth steel, 

‘‘Galvannealed”’, rust-resisting wire 

gives Red Strand Square Deal 2 to 3 
times longer life. 





Full gauge wires last longer. Square 
Deal Fence is never under gauge. 


3) The famous Square Deal Knot abso- 
lutely will not slip—guaranteed. They 
hold line and stay wires with a firm 
grip. 
Stiff stay wires, like pickets, require 
fewer posts. They hold Square Deal 
Fence tight and trim—no sagging. 


Well crimped line wires, firmly gripped 
to stiff stay wires with the knot that 
never slips, gives Square Deal Fence a 
good live tension, secure against strains 
or sudden changes of weather. 


Our big farm paper advertising cam- 
paign is telling farmers all about this 
new Red Sirand fence. Our ‘‘dealer- 
helps’ tie up your store with your 
prospects. 





A postal brings all the facts 

















if 
Reicmesmenene 


re ol axing 
Galvaninealed svar 





September 11, 1924 





HARDWARE AGE 11 





other farm fence made 
Let us send you Proof 


No Extra Price 


This new ‘‘Galvannealed”’ process fence with 2 to 3 times more zinc coating now 
costs not one cent more than the kind that lasts only 4% or % as long. Then con- 
sider that every rod of ‘‘Galvannealed’’ fence is made of copper-bearing steel. That 
means copper is mixed right in with the steel. It has been proven that this will 
resist rust about 2 to 3 times longer than steel without copper. 


We are marking this super-quality fence with a Red 
Strand. At a glance you and your customers can now 
tell ““Galvannealed”’ Square Deal. There is no guessing 
—no substitution. Your competitor can’t sell some 
other fence just as good. No one else can mark their 
fence with red or any other color as this and the 
patented “‘Galvannealed”’ process is owned and con- 
trolled by Keystone. 


This will be a big year for Square Deal dealers. 
Everything you wanted is yours. You can offer your 
customers a fence that lasts 2 to 3 times longer than 
ordinary galvanized farm fence; a fence made of 
copper-bearing steel—and—at a price that is no 
higher than the ordinary kind—in fact, only 4% or 4% 


as much, because “Galvannealed’’ Square Deal lasts 
2 to 3 times longer. 


Nationally known engineers have verified all 
our claims for ‘‘Galvannealed’”’ Fence. Copies 
of these reports covering tests from hundreds 
of samples of different makes of wire will be 
sent upon request. 


Red Strand “‘Galvannealed’”’ Square Deal is certain to 
greatly increase your fence sales. Let’s work together. 
Between us we will control the fence business in vour 
locality. 

In such towns where “‘Galvannealed”’ Square Deal is 
not now sold, we invite dealers to write us. 


All Square Deal is now made by the “Galvannealed”’ process. Sold at no extra price. 


KEYSTONE STEEL & WIRE CO. 








PEORIA, ILLINOIS 
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ua" Square Deal Fence 
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Says the Jobbers Salesn 


HARDWARE AGE 


Most articles are sold on one or two outstanding features Minor 
improvements don’t impress the dealer or consumer. That’s why the 
New Savoil Jr., with its three outstanding features, will be easy to 
sell. These features are so simple, so basic and easy to grasp that 
technical experience or lengthy demonstrations are unnecessary. 


Let’s assume you have a Savoil 
Franchise for your territory. What 
do you have to know and what do 
you have to tell the dealer or con- 
sumer? 

First—‘‘Here is an oil stove with 
a One Piece Cast Fount Burner 
that can never leak and is uncon- 
ditionally guaranteed, the first and 
only one piece burner ever made.”’ 

Second—‘‘Here is a Takapart 
Burner that positively prevents a 
wick getting stuck. It can be 
taken apart without removing it 
from stove and cleaned like new 
by the most inexperienced.’’ 

Third—‘Here is double wick 
life—wicks used in the new One 
Piece Cast Fount Burner. are 
searcely affected by the heat, and 
last many times as long as in brass 
burners.”’ 

Think what these three Big Im- 
provements mean to the Dealer. 


Mr. Jobber: Here is the lowest 
priced high grade wick oil stove 
ever offered and the most practical 
ever made. It is better built, bet- 
ter finished and will outlast several 
times any other. 


Note the sturdy construction, the 
interchangeable right or left hand 
feature. Read the three guaran- 
tees. And when you see it and 
you get the prices you will agree 
that it is a revelation. 


Write now—it is none too soon. 
Ask us to send you a sample. We 
want you to test it, find out for 
yourself if all we say is true. It 
will help your sales of Savoil 
Juniors by gaining the confidence 
you cannot help but have when you 
know them. 

Write now—give us a chance to tell our 
story. Remember we can handle only 50 
accounts in 1925. 


Michigan Crown F ender Co. 


Ypsilanti 


Michigan 





b Pee a 


impossible. A One-Piece 





A revolution in 
oil burner 
construction 


For years engineers have 
struggled to design a One- 
Piece Burner Fount, one 
that would absolutely 
eliminate oil leakage. 


We have accomplished the 












Read the three 
SAVOIL 


Guarantees 


1—The One-Piece Cast 
Fount Burner is un- 
conditionally guaran- 
teed against leakage 
or defective workman- 
ship and will be re- 
placed free upon 
receipt of Fount, 
> charges paid. 




















2—The Inner Combustion 
Tube of any Savoil 
Range is guaranteed 
against burning out 
or defective material, 
and will be replaced 
free upon receipt of 
tube, charges paid. 


3—Every SAVOIL Range 
is guaranteed against 
defective workmanship 
or material and to op- 
erate satisfactorily if 
directions are followed 
and burner kept clean. 




























Cast Fount Burner 


carbon formation. 


ever guaranteed against 
leakage. Practically no 


life under tests practically 
double ordinary usage. 
Clearance on outside 
wick carrier—wick cannot 
stick unless mishandled. 











Read our triple guarantee. j 


SMO 









Wealsvo make 
Crown Oil Heaters, 
as illustrated 
above. Send for 
advertising matter 
and prices. State 
your requirements. 


OIL STOVES and RANGES 
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12 New i! 


A Remarkable Achievement 


HE developing, perfecting and placing on the market of twelve 

popular, high-quality appliances this year is an unequalled 
achievement of great importance to dealers in every community. 
It opens for them twelve new avenues of retail sales, and twelve 
new sources of liberal profit. 


he consumer, as well as the dealers, looks to Hotpoint for new 


pegence and dependability —Hotpoint Se 
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dling the slice. tiful de 
y polished finish. Easy to k 

A toaster housewives be pret 
Cat. No. 115T17 Retail price 


2. Table Stove with Dishes. The D29 Table Sto 
set of heavy aluminum dishes. Includes a deep pan; 
cover, four cups and egg cup rack. es many more cook 
ing commmnauntinas table stove only. Opens the way to increased 
sales. Dishes may be purchased separately. 

Stove only Cat. No. 116D29 Retail price $4.95 
Dishes only Cat. No. G9P150 Retail price 3.00 
Stove with Dishes Cat. No. 116D39 Retail price 7.95 


3. Large Sugar and Creamer Set. Meets the demand 
greater capacity — 9.6 oz. Heavily nickeled, artistic desi 
plain or paneled. An attractive cover on the sugar bow! 
Plain Cat. No. 100Y54 Retail price $10 
Paneled Cat. No. LOOY55 Retail price 11 


, 4. Marcel Iron. Produces a beautif 

lasting wave—the true marcel. A la 

waver rod with the “professional tip,’’ Hotpoint p 

allel opening shield and the popular swivel detachable 
plug. Almost every woman or is a prospect. 
Cat. No. 113L10 Retail price $5.50 


5. Hedlite Heater. A new low-priced heater, Hotpoint standard of quality throughout. Stands 15 inches high and has 
11-inch reflector. An unusual value. Should prove a quick seller. Cat. No. 11A631 Retail price $6.50 


6. Dolly Madison Percolator Set. An exquisitely decorated set with true classic vase outlines. Includes urn, sugar and 
creamer and tray. Made in both silver and nickel finishes. A wonderful gift item. A revolutionary rture in 
applying highly developed art design never heretofore approached in percolators. 

Silver finish Cat. No. 116820 Retail price $65.00 

Nickel finish Cat. No. 115820 Retail price 55.00 


7. De Luxe Curling Iron. A gift of beauty built for service. Ivory finish handle, French gray plugs and thumb button, 
and gray silk cord. Furnished in gray leatherette case with brilliant gold colored silk lining. Includes all exclusive Hot- 
point features. Order now for the early fall curling iron demand. Cat. No. 113L6 Retail price $7.50 


















































































8. Soldering Iron. For handy household use or auto soldering jobs. Heavy copper chisel tip, heated with the famous 
Hotpoint sheath-wire element. A staple number for steady year-round selling. Cat.No.117L9 Retail price $3.25 


9. Duplex Grill. A low priced quality grill with complete and practical set of aluminum utensils. Boils, broils, stews, 
fries, toasts and poaches: duplex cooking, two operations at one time. Cat. No. 116G9 _s Retail price $9.85 


10. Ornamental Waffle Iron. Beautiful in appearance and excels in waffle baking qualities. For use right on the table. 
Base artistically designed and shaped to catchany overflowing batter. Heated with famous Hotpoint sheath-wire units. 
Cat. No. 116Y53 Retail price $15.00 


11. Hotpoint Cooker. Bakes, steams, boils, simmers, fries. Three-heat switch gives perfect heat control. Insulated, 
air-tight container with 5-quart kettle, conserves heat and assures finely cooked foods. This cooker with container 
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Servants For You 








Increases Volume and Profit 


abuse your confidence when introduced to your customers—your friends and neighbors. 


These twelve new Servants will perform with that same Hotpoint faithfulness which j 
vouched for by millions of housewives. Feature the group as “The twelve n¢« 
Servants of 1924.” Assure yourself 
of increased volume and good will. 





Fone of these ye Tie w riot- 
point Servants is an exceptionally 
desirable, comfort-giving household 
necessity. Featuring the group will 
win for you an immediate volume in- 
crease and added profit. Place your 


order now. , Jf 


7 
removed is an efficient hot plate. Its convenience and economy appeals to the thrifty housewife. Six inch stove, insu- x. 7 
lated container and 5 quart kettle. Cat. No. 136C7 Retail price $22.75 oO 4 


12. Utensil Set for Hotpoint Cooker. A set of heavy aluminum utensils which adds greatly to the utility of the Hotpoint ? se 
Cooker. Includes 14 qt. clover leaf pans, cake or pudding pan, pie pan, baking rack and baffle. Means more cooker sales. — 4 
Utensil set only Cat. No. C7P150 Retail price $ 5.00 @) 7 f 
Cooker with utensils Cat. No. 136C9 Retail price 27.75 SS ? sors 


If you have not received your copy of the Hotpoirt catalog O ’ 
supplement made necessary by this development program, S of af Y K$ 
write for it now. Use coupon in lower corner — do it now. NS 


“4 0 Las $ Pa 
EDISON ELECTRIC APPLIANCE CO., Inc. wr yt WF in”. 
5616 West Taylor Street : Chicago, Ill. 7S. eee it Be 
BOSTON : NEWYORK + CLEVELAND - CHICAGO - ATLANTA + ST.LOUIS i“ ae, a / at ff 
SALT LAKECITY + ONTARIO, CALIFORNIA FE AIS Pe eee 
Factories: Chicago, Illinois, and Ontario, California ’ aw . 
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Responsibility 


In these days when “Time is money” 
to every hammer user, it is imperative 
that the hammers you sell be of depend- 
able quality. 


One way to determine real hammer 
quality is to find the name D. Maydole 


stamped on the head. 


In fact, all 


~MAYDOLE 
HAMMERS 


THE WORLD’S STANDARD 





are thus stamped for your protection. 


When no name is on a hammer rest 
assured that no one cares to assume re- 
sponsibility for the quality. 


We are glad to assume full responsi- 
bility for all of our hammers and au- 
thorize every dealer to “make good” any 
hammer which bears our name, should 
that hammer fail to satisfy in any par- 
ticular. 


THE DAVID MAYDOLE 
HAMMER COMPANY 


NORWICH, NEW YORK, U. S. A. 
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Area 225,000 Square Feet—Floor Space 162,500 Square Feet 


FOR SALE ata Bargain 
this Modern Industrial Plant 


Se ae ee ee gs 


ee! 


Location Freight Rates 

2 The buildings are located along the main line of Pittsburgh’s railroads reach 73% of all cities 
the Pennsylvania Railroad at Homewood Station, over 50,000 people (half the nation’s popula- | 
Pittsburgh, Pa., the best location for a modern tion). Major trunk lines reach out in all direc- 
industrial plant in the entire city of Pittsburgh. tions. A study of freight rates reveals many in- 


ae teresting economies. 
Plant and Facilities ne 


: 


A group of four modern fireproof structures of Labor Conditions | 
brick, steel and concrete construction. Steel sash 
windows and saw-tooth roof construction pro- Both male and female workers are obtainable at | 
vide maximum light and ventilation. Equipped fair wages. Housing and transportation condi- 
with modern plumbing, excellent heating and tions are unusually excellent, and many of Pitts- ) 
lighting facilities, building elevators, sprinkler burgh’s industrial workers are proud owners of | 
system, etc. Splendid loading platforms and rail- their own homes, | 
road sidings to accommodate seven cars. : 
Raw Material Important Features | 
The plant is situated in the heart of the iron, Maximum of unobstructed floor space. Strong, | 
steel, glass and electrical industries. The low permanent and good-looking buildings. Lighting, 
cost of receiving raw materials is an outstanding heating, ventilating, and draining facilities are 
reason for Pittsburgh’s industrial supremacy. the best. | 


For Full Information 


Plant is priced at a bargain to effect quick sale. First mortgage of fair 
size will be taken, amount depending upon nature of business. Send for 
full information and booklet describing these buildings in detail. No 
obligation whatsoever. 


é A Few Products That Can Be Made at This Plant 


Gas Engines — Tools — Machinery — Electrical Equipment — Drilling Supplies 
Mine Equipment — Hardware — Excavation Machinery — Bolts and Nuts — Presses 
Lathes — Forgings — Enameled Products — Conduits — Automobile Bodies — Steel 
Office Equipment — Chains — Household Products — Printing and Publishing, etc. 
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Address all Inquiries to 


Pittsburgh Model Engine Company 


1120 FRICK BUILDING PITTSBURGH, PENNA. 
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Sat. Eve. Post—Aug. ? 











THR SATURDAY EVENING POST 





THE SatvRvay SVYENING Posy 


STANLEY 


Sat. Eve. Post—Aug. 30 
Lit. Digest—Sept. 13 
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Keeping Faith 


Stanley announced a consistent advertising 
campaign, commencing in April, to back up 
the dealer handling Four-Square Tools. Full 
pages in color have appeared every other 
week since, and the same schedule goes 
steadily on—to drive home to the house- 
holder that he can secure from his dealer, 
these specially made and individually pack- 
aged household tools, with the red Four- 
Square mark on each. 


Sat. Eve. 
Post 
Nov. 22 

Lit. Digest 
Dec. 6 . lh 

A solid display of Four-Square Tools on 


your shelves, in their boxes, will do much 
to turn this advertising to good account for 
you—as will also a liberal use of the mer- 
chandising material furnished all Four- 
Square dealers, described in Sales Aid Book 


Sat. Eve. Post : . wae S-206. 
Dec. 2 Sans 
Lit. Digest 
Jan. 3, 1925 


STANLEY 


NEW BRITAIN, CONN.USA. 


THE STANLEY WORKS — THE STANLEY @ULE G&LEVEL PLANT 
MEW YORK - CHICAGG, SAN PRANCISCO LOS ANSELES - SEATTLE 
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Extra Profits for You in 
These Two New Mengel Numbers 





You don’t need any introduction to the sales 
possibilities of coasters—and the Mengel Ball- 
bearing Coaster 1s in a class by itself. Itis double 
braced and extra strongly built. Has specially | 
constructed steel disc wheels. Unusually hand- \\ 
some. Priced to make quick, profitable sales. | 
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SKI-ZIP SLIDE sells on sight. For use indoors 
or out. Sets against a chair—on the edge of the 
steps—anywhere. A safe, non-splintering slide made 
of straight grained hard maple. Watch the crowds 
of children around the slides at any playground or 
park. It’s this popularity that makes Ski-Zip a 
sure-fire number in your toy department. Write 
today for the illustrated catalog of the complete 
Mengel Line. 


Look on the 
Following Page 


Here is a reproduction of 
the first of the big campaign 
to help dealers sell more 
Mengel Playthings. Other 
advertising to followin both 
colors and black and white. 
Cash in on this advertising 
bv displaving Mengel Play- 
things in your toy depart- 
ment. 
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Mengel Playthings 


MENGEL Playthings tug at children’s heart-strings! Children 
love them because they bring endless hours of active fun and 
frolic. These sturdy, brightly colored toys are honestly made. 
Unsplitable Mengel Ply-Wood gives extra strength where the 
strains come. They stand the hard knocks of nursery and play- 
ground. Yet they are most reasonably priced. To give chil- 
dren sensible, year-long happiness, put Mengel Playthings on 
your Christmas list. A wide variety besides those shown below. 
Ask to see them at the toy stores. 










Rock-A-T ot 
Seat always level. Rocks 
forward and backward. 
Adjustable for children 
up to four years old. 


Bye-Bye-Byke 
Foot rest for coasting. 
Triple strength steering 
post. Special design to 
avoid “bucking” and tip- ° 
ping over. 








Motor Boat 


LT rail-O-W ag 


A reproduction of a real 

speed boat. 14% and 18 A tiny wagon strong 

inches long. Genuine enough to hold a grown- 

mahogany hull. Brass up. Fitted with Mengel P 
fittings. | Unsinkable. Ply-Wood wheels. Won't | 
Motor runs 200 feet at scratch polished floors. 

a winding. 


| 
THE MENGEL COMPANY, INcoRPORATED : 
LOUISVILLE, KY. : 








NE of a series of advertisements to sell Mengel 
Playthings to the millions of readers of Ladies’ 
Home Journal, Pictorial Review, Good House- 
keeping, Harper’s Magazine, Review of Reviews, 
Atlantic, Scribner's, World’s Work and Century. 
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OLLAR for dollar, we claim that 
the Royal Electric Cleaner is the 
best value on the market. 


Feature for feature, we believe that 
Royal is the best cleaner made. 


Sale for sale, we stand ready to prove 
that Royal Dealers average more net 
profit than dealers who handle other 
makes of cleaners. 














Advertised 


Royal will be advertised 
this Fallin full page space 
in Saturday Evening Post, 
Ladies Home Journal and 


Good Mousekeeping. 


Royal invites comparison on 
these points. 


Approved 


Royal has been approved 
each year for 13 years by 
Good Housekeeping Insti- 
tute. It is also approved 
by New York Tribune In- 
stitute, Modern Priscilla 
and Farm & Home, 








During the month of July, 44 salesmen working for 32 Royal Dealers 
reported sales of 729 Royal Cleaners—an average of over 16 machines 
per man during the hardest sales month of the year. 

Compare these results with the results your salesmen show with the machine you 
now handle. We believe if you make such a comparison, and follow it up with an 


investigation of our claims, you will quickly see that there is increased profit to you 
in securing the Royal Agency Franchise. 


The P. A. Geier Company 


550 East 105th St., Cleveland, Ohio 


Manufactured in Canada by CONTINENTAL ELECTRIC CO., LTD., 


oronto, Ontario 
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An Annout wement tof /mportance lo Oil Stove 
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New Selling force ot 
in Perfection os 
YEAR-ROUND ADVERTISING 


On the opposite page is shown the first of the 
Perfection selling messages to go to your 
customers this Fall. 


This advertising, which continues our policy 
of “year ’round” cooperation with the dealer, 
carries a new and convincing story of Perfec- 
tions’ service to the housewife. 


It tells of freedom from the inconvenience of 
coal or wood for winter cooking; of bigger, 
faster oil stove burners; ample size and modern 
conveniences which make it possible to cook 
with oil throughout the year. 


It is a message which will help Perfection dealers 3 
everywhere to increase their Fall and Winter 3 
sales. And with it goes the active cooperation of : 
Perfection salesmen and all the display material : 
and selling helps which are gladly furnished free. 3 


If the Perfection salesman doesn’t : 
call on you soon, write us. ; 


THE CLEVELAND METAL PRODUCTS CO., 7100 Platt Ave., Cleveland, Ohio 
In Canada write the Perfection Stove Co., Ltd., Sarnia, Ont. 





Oil Cook Stoves t ond Ovens 
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An announcement of the complete fall advertising program ha> 
already been mailed to all Perfection Dealers. Other dealers are wei- 
come to this interesting sales building message. Sent free on request. 
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Deateis by Lhe Cleveland Metal Products Co. 
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he Oil Stove has Grown up 


Few could have foreseen in the oil stove of their : 
childhood days, the foundation of the present day : 
Perfection—a range of beauty and convenience —as : 
big and powerful as the gas stove. : 
This grown up oil range does not smoke or smell. Its 
instant flame is as simply regulated and as steady as a “ 
gas flame. It leaves no soot on pots or pans to kill the r 
housewife’s enjoyment of her perfectly cooked meals. ° ° 
And best of all by burning oil, the universal fuel, it : 
brings to women everywhere, a splendid, efficient cook . 
stove which banishes forever the discomfort and hard : 
labor of cooking with coal or wood. 
Perfection’s dependability and year ’round usefulness ; : 
is already known to more than four and a half million : 
satisfied users. : 

THE CLEVELAND METAL PRODUCTSCO., /UC Platt Ave., Cleveland, Ohio . 





Oil Cook Stoves aa Finan 


The world’s standard of oil stove satisfaction and dependability. : 
Sizes, styles and prices to meet every need and purse. Your dealer : 
will be glad to demonstrate. . 


. 
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The above is a reproduction (reduced size) of the first advertisement in 
the fall campaign. It will appear in magazines, farm papers and news- 
papers reaching millions of homes. Write for the complete program. 
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When the West began at Pittsburgh 


ANY of the hardware houses who are 
distributing Mansfield Tires have been 
in business since the ’50s: 

They outfitted the pioneers, they helped to 
build the stage coaches, the prairie schooners, 
the railroads— 


For generations, the hardware man has fur- 
nished the tools, the transportation that have 
built this country. 


In no other branch of merchandising are 
there so many old, substantial, soundly admin- 
istered wholesale and retail ‘merchants as in 
the hardware trade. 


That is why the makers of Mansfield Tires 
12 years ago definitely chose to reach the car- 
owning public through this channel. 

Today over 15,000 retail hardware men and 
several hundred hardware wholesalers sell 
Mansfield Tires. 

With this economical, nation-wide distrib- 
ution, Mansfield can be—and is—a better tire— 

Instead of excessive selling cost—a better 
profit to the dealer and a better product to the 








consumer. 

Weinvite inquiries from hardware men who 
Sold by Over are willing to consider a straight-forward plan 
15 000 Retail for handling tires at a profit. 


Write Today 


THE MANSFIELD TIRE & RUBBER CO. 
Mansfield, Ohio 


Tire Manufacturers Extraordinary to the Hardware Trade 


| MAN IFIELD 
aA S T I F 


Hardware Stores 
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Machine Screws 
Stove Bolts 
Tire Bolts 















































American Screw Co. 


PROVIDENCE , a8 


WESTERN DEPOT 


225 WEST RANDOLPH ST., CHICAGO, ILL. 
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Built on 
Furnace Principles 


The Radiant House Heater is 
made of an inner heater and 
an outer casing, between which 
is an air space. 


The cold air, is drawn to the 
heater, passes through the lower 
openings in the casing up and 
past the heated surfaces, where 
it is thoroughly warmed. Then 
it radiates out into the room 
through openings in the casing, 
This action quickly puts all the 
air in the room and in the adja- 
cent rooms into motion and very 
rapidly warms the whole home. 


Burning Sofe 
Coal, Hard Coal, 
Coke or Wood 
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The Garland Name on This New Heater 









Assures Immediate Sales 


Three big reasons are rapidly 


equipment you have ever 
seen. It is also furnished in 
black with nickel finish, built 
to retail at less than $100.00. 


Second the price and the 
beauty plus the good old Gar- 


land reputation means rapid 


its exceptional beauty. 


Backed by 
Garland Advertising 


You can be sure of quick sales 
on this heater not only because 


it is a Garland and enjoys the 


SY making the Garland Radiant turnover and quick profit. Garland prestige but because 
é House Heater the most Third the Garland Radiantis it is backed by the large and 
. popular article of its kindin py ilt on furnace principles. It extensive Garland advertising 
. America. warms not only the room it is | campaign which is constantly 
: First it is a beautiful piece of in but the adjacent rooms as__ reaching millions of the best 
ES furniture. The all-mahogany well. Ithastheadvantagesofthe _ prospects. 

: enamel model is the most famous Garland Base Burner at 
attractively built heating plus its radiation of heat and Moreover the value is com- 


pelling. The price is so low 
that your customers will con- 
sider it a real bargain. Let us 
send you the Garland Radiant 
prices at once. Write—or 
better, wire collect. 


The Michigan Stove Company, Detroit, Michigan 
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ROME CONSOLE _ SETS 























polished solid copper 
with two polished 


brass candlesticks. 
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An Innovation! Ae 
| \ . | 


in an article of popular appeal 
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N unusual opportunity to ‘“‘cash in” on © 
the popularity of the console set, with 
these attractive items that are different. 


The bowls are solid copper and the candle- Minerva. “Satin” finish solid copper bowl, with 
: : ier ; . “Satin” finish brass candlesticks. 

sticks are brass—in four distinctive finishes, 

each treated to retain its beauty. The design 

is pleasing and blends well with any interior 

furnishings. 


In appearance and construction, they look 
and are quality items. They appeal to the 
sense of value, and value they are for the 
price at which you can retail them: 





$4.00 to $4.50 per set 


, Vesta. Solid copper bowl and brass candlesticks, 
They are now ready for shipment, in plenty all with “satin” imitation silver finish. 


of time for holiday trade. Packed one set to 
a corrugated container. Four sets, all of one 
finish or assorted finishes, packed in corru- 
gated freight carton. 


Please inquire of your jobber or write us 
direct for trade prices. 


ROME MANUFACTURING CO. 
ROME - - NEW YORK ' 


Branches: Juno. Solid copper boul and brass pe 


New York, 342 Madison Avenue Boston, 60 India Street all with “dull” imitation (antique) 
Chicago, 1431 Lyrron Building Seattle, 302 Pioneer Building silver finish. 
San Francisco, 610-614 Wells Fargo Building 
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THE GROWTH OF “WHITE'S 
KIDDIE VEHICLE FAMILY” | 


i OO YO : 
' OM HE family tree of ‘‘White’s Kiddie Vehicle Family’”’ 
(9 first took root in 1870 when the White organization was | 

founded. The seed planted then has, until this day, | 


| 
| brought forth products which have never been surpassed when i 
| measured by the standard of manufacturing excellence. 


One of the results of this background, covering a half‘century of | 
: quality production and manufacturing initiative, was the inven- 

tion of the firsts KIDDIE-KAR. This first KIDDIE-KAR : 
H established a standard of quality for children’s vehicles. Its un- | 
paralleled success was followed at the White plant by a natural 
| growth of other vehicles for children, all of which measured up 


| to the standard set by KIDDIE-KAR. 


i Millions of youngsters, ranging in age from 2 to 15, have experi- 
enced the thrill of pleasure which is inspired by the ownership 
of a “KIDDIE” Vehicle,which they know to be the leader over 
i all others in their neighborhood. 


| 
i The H. C. White Company has put into the “KIDDIE”? LINE : 
| the best that modern machinery and manufacturing experience | 
: can produce—but to the youngsters of the country belongs the | 
credit for making it their own most popular line of Juvenile 


Vehicles. : | 


The day of carrying a long line of substitute merchandise is , 
i past—successful dealers are following the line of least saleé resist- | 
i ance by stocking a line whose success is wholly the result of an 
established popular demand. Merchants are thus assured of a | 
| quicker turnover with subsequent increased profits. | 





| The members of ‘‘White’s Kiddie Vehicle Family’’ are as follows: | 
! KIDDIE-KAR, KIDDIE-PEDAL-KAR, KIDDIE-KART 
| KIDDIE-KOASTER, KIDDIE-SKOOTER, KIDDIE-ROAD-RIPPER 


| 
H. C. White Company, North Bennington, Vt. 


| 

| 

| 
| “KIDDIE KAR” and “KIDDIE” Vehicles 
| Trade Mark Trade Mark 





| New York Sales Office—Fifth Avenue Building ; 
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Stutz Racer 


Body Red; Wheels Red with 
Black Striping 






lL 


‘ 














Packard Eight 


Body Packard Gray; Fenders 
Black: Wheels Red with 
Black Striping 








Jordan Playboy 
Body Light Liberty Green; 
Fenders Black; Wheels 
Green with Black 
Striping 





Chrysler Roadster 


Body Light Yellow; Fenders 
Black; Wheels Yellow 
with Black Striping 


Our big national advertising campaign Anyone acquainted with the juvenile 


—starting this month in the Saturday automobile market knows that Steelcraft 


. . . : has no competition, for even plainly in- 
Evening Post—will bring much profit ferior models sell for the same prices. 


able business to the foresighted toy Send for Steelcraft specifications and 
buyer who stocks Steelcraft cars now. prices, and see for yourself ! 


Juvenile 
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The Outstanding Juvenile Success of the Year 
Order Yours Now 


Window displays of Steelcraft Juvenile 
Automobiles on main streets have literally 
stopped pedestrian traffic. It’s almost impos- 
sible to budge children from in front of the 
window—except of course to bring them in 
the store. 

Real automobile sheet metal bodies and 
fenders—with real enamel finish—not merely 
painted ! 

Real automobile-type springs, axles, steering 
gear, roller bearing disc wheels—you can talk 





Give the kids one look, a ride, and they are 
absolutely sold. 


Show the parents the sturdy construction— 
even the roughest child can’t break them—and 
they are willing to make sacrifices to buy one. 


Made by the largest producer of sheet metal 
parts in the automobile industry, this company’s 
vast financial resources and large plants enable 
it to manufacture in quantity and sell at a price 
which makes retailing easy with a very satis- 





for fifteen minutes on their fascinating similar- factory margin of profit. 


ity to the real ones. We can promise immediate shipments. 
THE MURRAY PRODUCTS COMPANY, 1115 East 152nd St. CLEVELAND, OHIO 








a Star $ Jewett Roadster 
ody Yellow: Wheels Yellow 
with Black Striping OP ee had Sek Bees 
, Striping 
A 
‘ Overland Red Bird 






Body Red; Wheels Red with 
Black Striping 





Durant Special 


Body Liberty Green; Wheels 
Green with Black Striping 


Rickenbacker Flyer 


Body Liberty Red; Fenders 
ack; Wheels Red with 
Black Striping 


Buick Six 


Body Yellow; Fenders Black; 
Wheels Yellow with 
Black Striping 





Cleveland Six 
uody Yellow; Fenders Black; 


: Wheels Yellow with Black 
i 
Re 
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“LIONEL STANDARD’ 


Trade Mark Registered U. S. Patent Office 


IONEL STANDARD” has always been identified 
with the great progressive steps in the devel- 
opment of miniature electric railroad equipment. 


For twenty-four years not only the trade, but 
people everywhere have accepted the words 
“Lionel Standard” as the symbol of Lionel 
Leadership. 


The 2%" gauge track that is now universally 
regarded as a part of the “Lionel Standard” line 
was first developed by Lionel. 


It was followed by many other Lionel creations 
—all famous today. Namely: the wonderful, mod- 
ern locomotives with high-powered, efficient and 
low current consuming motors and all-steel bodies 
—true reproductions of the ones used on the great 
railroads of the country; pressed-steel car bodies— 
practically indestructible—inserted window and 
door frames and interior illumination; the Lionel 
process of enameling and baking locomotive and 
car bodies, giving them an automobile finish; Lionel 
Automatic Couplers—a patented feature; the truly 
marvelous Twin-motor locomotives for both the 
“Lionel Standard” and Lionel “O” gauge line; 
Automatic Train Control that stops and starts 








cmuenstiememtine 7%, soveantieementilill 
” 


trains as though by magic; crossing gates, electric 
block signals, etc. 

And now, the United States Patent Office has 
recognized “Lionel Standard” by granting a regis- 
tration of these words as a Lionel Trade Mark. 


See the Lionel Line this year! 
It contains many new and remarkable outfits and 
accessories — and 


Prices are Lowest in Lionel History 


The LIONEL CORPORATION 


Entire Sixth Floor 


48-52 East 21st Street, New York City 


Western Coast Representative 


M. Sweyd, 180 New Montgomery St., San Francisco, Cal. 


Locomotive No. 318 
One of the beautiful 1924 
Lionel additions 
The latestin “ Lionel Stand- 
ard” Locomotives. Reversi- 
ble. 2 Electric Headlights. 
Polished brass hand rails, 
inserted window frames, 
doors and side panels. Nick- 
eled pantagraph and whistle 
—solid brass flag holders. 
Automatic couplers. Per- 
fectly reproducing the mas- 
sive lines of a real electric 
engine. 


Outfit No. 34 
. A “Lionel Standard” Outfit 
~~ = a That Makes a Great Leader 
5 f 4 (i aos fs = To retail at $16.50 


big,powerful, reversible, with 
electric headlight: Pullman 
car and Pullman-Observation 


and a liberal layout of track. 
Entire train equipped with 
Iutomatic couplers. 
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Consists of No. 33 locomotive, 


j car, electrically illuminated ; 
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YONS 


TRADE MARK REG. U.S. PAT. OFF 


What will you buy? 


1-2-3 


Before you place the balance of your order 
for your season’s requirements, get ac- 
quainted with Play-ons. 































Take a look at the goods and the prices, 
1—2—3, only three items to look at. 


Three prices to compare—three 
values to study—an all-steel, well- 
nigh indestructible line of wonder- 

fully made, sturdy Kids’ Play-ons. 


We make only three items, the 
Ford idea applied to quality 
and to production—and it gets 
the business for both dealer 
and jobber. 


Doesn’t tear the kids’ 
clothes, can be mauled 
around, banged, over- 
loaded or hammered. 
Sturdy. 





Right goods and 
priced right. 
If you don't 
know Play- 
ons, write for 
circular and 
prices. 


RIDE-A-WAY 


Three 
Profit 
Makers 


\ \ ‘e 
bs att 


SCOOT-A-WAY 


METALLIC I INDUSTRIES, INC. 


4127-33 Forest Park ort St. oe 
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“The Lucky Dog Kind, 


Dont Delay! 


Shoot that order 
along NOW for~ 


DCM 
BASKET BALL GOODS 


; Ve ">> 
woof " 4 -. > — or. 
ce —— A 
ee 


HE DGM ARISTOCRAT No. 

7AS is all that the name implies, 
actually the peer of BASKET BALL 
makers’ art. It is OFFICIAL under 
all rules of the game. 


You don’t have to talk your customer into buying 
this ball; let him examine it and you can’t talk 
him out of it. 


In fact, the entire line of D&M Basket Balls 
will prove to be the best selling proposition you | 
ever handled. a 


Your trade will appreciate the high quality of all 
D&M Basket Ball supplies, JERSEYS, PANTS, 


HOSE, SHOES, ETC. You can equip the team 
completely from the D&M Line. 


Ask your jobber or send to us for catalog and 
dealers’ price list. 


Show Cards, Window Displays, Catalogs and 
FREE Rule Books furnished upon request 


The Draper-Maynard Co. 
/ PLYMOUTH, N.H.U.S.A.—— 


CURLEY-BATES COMPANY | CANADIAN BRANCH 


363 ONTARIO STREET 
MONTREAL 


45 SECOND STREET,SAN FRANCISCO 
PACIFIC COAST REPRESENTATIVES 





= re - 


ya i \ 
“DEK > 


fhe Lucky Dog Says: 
WHEN YOU SELL D&M 
GOODS YOU ARE SELLING 
SATISFACTION AT A 
PROFIT 
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‘Reputation 
HEN Janesville na- Today the Janesville Ball 
tionalized the coaster Bearing Coaster is still the. ! 
wagon business several years recognized leader among the 
ago, it performed arealserv- trade, not only because of 
ice to the Hardware Trade, the undiminished value built 
for Janesville brought con- into it, but also by reason of 
sumer recognition toahere- its strict Jobber - Dealer 
tofore casual item sold only policy of distribution and 
on a “toy”’ basis. sales. 
It?s a Good Line to Tie To! 
Ask Your Jobber—He Knows. 
* 
Janesville Produets Co. 
‘ 2] | Janesville, Wisconsin 
RTT OVE eee Ee eee I TMH nS 
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Kampkook No. 4. America’s 
finest camp stove. 10%x19% 
inch cooking surface, 10x19 
inch back shelf, folding ad- 
justable wind shield. Sells 
at $11.00 in the U.S. 





KAM B Koo} 


= _ USED BY MORE THAN A HALF MILLION ee 





This trade mark identifies the camp stove that means more sales, stay 
sold sales, and bigger profits to twenty thousand Kampkook dealers; 
it is the mark of satisfactory service. 


Kampkook is the product of America’s oldest manufacturer of gasoline 
gas specialties, the result of 28 years experience. 


Back of the Kampkook are years of intensive national advertising. An 
unprecedented publicity campaign in such publications as The Satur- 
day Evening Post, Literary Digest, American Magazine, National Geo- 
graphic, Field & Stream, Outers’ Recreation, Outdoor Life and others, 
means a bigger demand than ever before. And best of all is the en- 
thusiastic recommendation of more than a half million satisfied Kamp- 
kook users. 


This year tie up with Kampkook and Kampkook advertising. Let 
Kampkook bring you more sales and bigger profits. Your jobber can 
supply you. Sales helps of all kinds sent on request. 


American Gas Machine Company, Inc. 


Albert Lea, Minn. New York, N. Y. 
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It’s all inside. All 
Kampkooks fold like 
a miniature suit case 
when notin use. No 
detached pieces to lose, 
no projections to 
break. 


Kampkook No. 7. 
Large size. Retails 


at $9.00 in the U.S. 


Kampkook Features 


- Detachable tank (pstented), a 


great convenience in filling. 
No funnel required. 


Ferenbnentiy attached folding 
. Disappear inside case 
- en not in use. 


. All parts packed inside case 


when stove is not in use. No 
detached parts to lose, no pro- 
jecting parts to break. 


tank, holds 
cient ~ mn 5 hours. 
Tank never gets hot. 


. Ring type burner produces 


well spread uniform flame. 
No scorching in center. 


- Master burner — light 


supplies gas for additiona 


urners. 


. Burners regulated separately 


or simultaneously to any size 
flame desired. 


. Extremely sim — to operate: 


No pon a 
ways wor 


justments, al- 


. Adjustable folding wind shield 


protects fire under all weather 
conditions and permits use of 
large utensils. 


. Gas tip automatically cleaned 


of all carbon deposit every time 
= is closed. Valve always 
coo 
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THE BOX 


The outside box measurement over 
all is 3314x1444 and is 4 inches deep. 
The bottom of box is corrugated 
around the outer edge—to give flexi- 
bility without buckling. The entire 
top edge is reinforced with a separate 
hollow rolled strip which prevents the 

sides from bulging or being bent out 
of shape. The corners of the box 
4 are reinforced with _ separate 
\. formed corners to ‘correspond 

i with the top edge. All rein- 
. #forcements are spot welded 
\. 3=6to box. The box will stand 

‘ extreme wear and abuse. 
There are no sharp edges 

to tear clothes or in- 
jure the child. 













~& 
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Manufactured by 


NATIONAL JUVENILE 
VEHICLE CO. 


3860 East 91st St. 
Cleveland, O. 


i 





+ 
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FIFTH WHEEL 


The fifth wheel is a new depar- 
ture in coaster wagon construction. 
It is built similar to a large wagon 
with two discs, double brackets and 
a special support for king bolt and 


handle. This construction gives a 
rigid, sturdy box support with easy 
steering control in coasting or 
hauling. The box is suspended 
from three points, equally dividing 
the weight without undue strain on 


any part. 





No. 101 Coaster 


é.3 7, 


NATIONAL 
ALL STEEL COASTER 


The NATIONAL gives the dealer a coaster of exceptional merit with a price that is 
in keeping with the ordinary coaster on the market. 


The NATIONAL is a fast seller and a good-will builder. Send sample order and 
satisfy yourself as to its sales possibilities. 


Features that sell the National 





WHEELS 


The wheels are double disc, 
pressed and welded, fitted with 13 
roller bearing and one-inch rubber 
tires. The double disc design is 
especially desirable for equalizing 
the strain in quick turning when 
carrying load. A dust cap fits on 
inside of wheel and hub cap on out- 
side, protecting the bearings from 
dust, grit and dirt. Roller bearings 
are incased so there is no danger of 
being lost or dropping out when 
wheel is taken off or when assem- 
bled. 
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HE instant your customer grasps a Smith 


Nl DW. NI 
i 


i 


HH) 
\¢ 


and Wesson, he feels the accuracy of bal- 


\ 
A 


ance and precision which have made this arm 


| 
i 


lH aT 
| 


a home protector for three-score years. He 
will see why Smith and Wesson has merited 
the name SUPERIOR. 


SMITH &? WESSON 


Manufacturers of Superior ‘Revolvers 


° 
Witt 


ie 
111) I 
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WINS 
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SPRINGFIELD 
MASSACHUSETTS 


Mi) 
y 
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\Y 


‘uh 


Catalogue sent on request. Address Department N. 








No arms are genuine Smith & Wesson Arms unless 
they bear, plainly marked on the barrel, the name 


SMITH & WESSON, SPRINGFIELD, MASS. 


Western Representative: 
Andrew Carrigan Company, Rialto Bldg., San Francisco, Cal., Los Angeles, Cal., Seattle, Wash. 
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The Latest Al. Foss Creation 


The Jazz Wiggler has been designed with two purposes in mind: 

First, to make a Pork Rind lure that will be the last word in effectiveness as a fish- 
getter. 

Second, to produce a lure without sacrificing quality or effectiveness which, 
through simplicity in manufacture can be sold at a popular price. 


We are the first to use pressure die casting for a fish lure. Most lures placed on 
the market are of questionable effectiveness, and the most the manufacturer can hope 
for is two or three years of active sale. This makes the cost of specially constructed 
dies prohibitive to the average lure maker. 

All Foss Lures must stand over one year's grueling test in the hands of Mr. Foss 
and his angling friends before being placed on the market. One catch by Mr. Foss 
of seventy-one bass in one day in Northern waters on the Jazz Wiggler is typical of 
this lure’s effectiveness. 

The tremendous expense of the special jigs and dies for the Jazz Wiggler will be 
quickly worked out in the large volume production. Materials are in hand and pro- 
duction started on the first two hundred thousand. 

Among the reasons why the Jazz Wiggler will sell big is it will sai as Many, or 
more, fish than any other Competing Pork Rind Lure, regardless of price. 

It has the lowest center of gravity of any lure of this type—positively cannot turn 
over. Minimum amount of air resistance—casts easily. , 

Nothing movable but the self-clearing spinner. More ‘“‘weedless’” than any of 
the so-called weedless baits—yet has no wire guard to ward off the strike. 

The Jazz Wiggler is made in two sizes: oz. with 3/0 hook, and % oz. with 

'5/0 hook. 

Packed attached to individual cards twelve to a carton. 

We pledge our word that they are better in every way than any of the imitations 
costing double as much. 


Designed and made by 


AL. FOSS 


19 Winter Street Cleveland, O. 


Note:—Like the other Al. Foss Pork Rind Minnows, the idea for the Jazz Wiggler is 


original with us—not stolen from some competitor. 
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2219-39 South Halsted St. 
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No. 3020-—I'welve Wheel Locomotive, length 12% inches; width 2% inches; height 4 inches. Equipped 
with patented automatic reversing controller, headlight, nickeled hand rails. This is an exact reproduction 
of the famous locomotive No. 1162 which draws the 20th Century train out of New York City. 


The World’s Fastest Train 


Oh, Boy! Can my American Flyer electric train 
go! [ll say. It hits the curves so fast I can hardly see 
it go—and zt holds the track. 


This is the typical recommendation from the 4,000,000 
owners of American Flyer trains. 

The American Flyer electric locomotive is an exact 

copy of the Twentieth Century electric engine to a scale 

of % of an inch to the foot and reproduced in appear- 

ance exactly like the real ones that every boy talks about. 
Every Boy knows that the American Flyer is the 
real train! 





Our National Advertising for 1924 is directed to the 
boy thru the comic sections and juvenile magazines. 
We reach the parents as well as the older boys by means 
of the Saturday Evening Post and the daily newspapers 
in his home town. 





American Flyer Mfg. Company 


Chicago, Illinois 


New York Office—Fifth Avenue Bldg. 
General Distributors—STRUCTO Hoisting Toys and Autos 
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No. 16 |—-Loading and cleaning set. No. 95 Shot-Gun Cleaning Rod and 
10-28 Ga. Implements 
No. 166—Loading and P ape Set. 10.20 and .410 Ga: 


32 and .410 Ga. - 





Genuine Tomlinson Cleaner 


8-20 Ga. 





RC — 


No. 246B Rifle Cleaning Brush. No. 141B—Brass Rifle Cleaning Rod. 
22-50 Cal. 22-50 Cal. 


HUNTERS and TRAP-SHOOTERS 


GUN IMPLEMENTS 


MANUFACTURED BY 








HARDWARE COMPANY 


TORRINGTON, CONN., U. S. A. 
New York Office 151 Chambers Street 


1864 SIXTIETH ANNIVERSARY ~~ 1924 
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EVER has the value of the 
MACGREGOR franchise 
been better demonstrated than this 
year. Never has the soundness of the 
policy of basing your sales effort on 
quality golf goods been better verified. 
Dealers who are pushing the sale of 
MACGREGOR goods are enjoying 
splendid sales and profits. The de- 
mand for clubs and balls of known 
quality grows consistently year after 
year. 
When you sell MACGREGOR 


goods you are offering your customers 
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Youll Make Better Protits 
If You Sell QUALITY 


the very highest value in 
performance and _ service. 
And that is what the ma- 
jority of golfers demand 
above all else. 

It will pay you well to begin sell- 
ing MACGREGOR golf goods now, 
if you don’t already. Write us to- 
day for our proposition and general 
catalog. 


THE CRAWFORD, McGREGOR & 
CANBY CO., 
ESTABLISHED 18209 DAYTON, OHIO 








CES 


MAKE RECORDS WITH +) MACGREGO RS” 
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Inside Facts 
That you can tell your customers 


VERY Alumo Dealer should 
have one of the cross sections 

of our Alumo Skate so that he can 
point out to his customers the many 
outstanding features which make 


Alumos quick sellers. We _ will 
send a “demonstration skate,” free 
of charge, so that you can show it 
in your window or keep it on the 
counter. 








l 2 


1. A steel blade made from high carbon 
electric process steel, ordered to analysis 
and carefully tested for tensile strength 
and carbon content. These blades are 
hardened and tempered to suit the best 
requirements for skate runners. 


2. The dovetailed edge. In making the 
skate, the steel blade, which is dovetailed 
along the upper edge, is inserted in a 
specially designed water cooled die, 
mounted on an aluminum die casting ma- 
chine. The die is then closed and molten 
aluminum is shot in by air pressure. On 
being pressed into the water cooled die, 
the aluminum forms the body of the 
skate. It then cools rapidly and shrinks 
with tremendous force, securing a per- 
manent grip on the dovetailed runner 
construction. 


3 
See the many distinctive points 


3. The body of the skate is made of a 
non-corrosive aluminum alloy, especially 
selected for its tensile strength and 
toughness. It is rust proof, light and 
durable and takes a permanent finish 
either in nickel silver or dull silver. 


4. Specially shaped sole plate — 


more 
5. Specially shaped heel plate | comfort 
6. Hollow cone support for toe and heel 
plate. 


No solder or rivets—the skate is made in 
practically one piece by a single oper- 
ation. No parts to work loose. Alumos 
are light and strong. 


No wonder that they sell fast. Ask your 
jobber. 


INTERNATIONAL DEVELOPMENT CO. 
Sole Owners of Alumo Skate Patents 


Malden, Mass. 


Alumo Skates 


and Skating Shoes 
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Not “Gimcracks”’ 
—but practical gifts 
for the golfers’ 


children ...... 


The Burke 

Juveniles 

Three clubs, 
iriver, mid-iron, 
and putter, and 
beautiful leather 
trimmed Scotch 
plaid Caddy Bag. 


The Burke 
Midgets 


For little ones, 
from three te five 





Brassie and years of age. 
Mashie can be Consists of three 
furnished extra, : Burke clubs, and 

at additional Juniors plaid Caddy Bag. 


cost. Consisting of 
Driver, two iron 
clubs, and Scotch 
plaid leather 
trimmed, Caddy 
Bag. 










REPARE now for real Christmas sales 
of Burke children’s sets. Not toys to 
be broken in a moment or two, or laid 
aside after an afternoon’s play, but real 
playing golf clubs, expertly made—shafts 
of real hickory, heads of steel, carefully 
assembled. 


And what grown-up golfer doesn’t hope 
his children will some day become better 
players than he is! He wants them to 
start early; here are the clubs to start with. 
If properly displayed, these practical gifts 
will sell at Christmas time like hot cakes. 


Order immediately if you wish stock for 
holiday selling. Prices and other details 
gladly furnished on request. 


BURKE GOLF COMPANY 


Main Office: NEWARK, OHIO 


New York Office: Bartholdi Bldg., 2 East 23rd St. 
San Francisco Office: 180 Montgomery Street. 


te. 
GRAND Nes PRIZE 


BURKE 


“CUBS - BAGS - BAL* 
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Small Arms Firing Manual. 


Has No Substitute 


Sell Hoppe’s to your shooting custom- 
ers. Today, as always, the shooter’s best 
friend for gun cleaning. 
acid residue, metal fouling and leading, 
and prevents rust. There is no “just as 
good” or “same thing” substitute for it. 


Removes all 


Your jobber has it. Write us for free 
Dealer Helps. 


FRANK A. HOPPE, Inc. 


For more than 20 years the Authority on Gun Cleaning 
2314-H N. 8th Street Philadelphia, Pa. 
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Approved by Uncle Sam 


For more than 20 years the crack shots of the 
U. S. Army, Navy, Marine Corps and the Na- 
tional Rifle Association have been using Hoppe’s. 


They know it is the one reliable cleaning prep- 
aration for firearms—recommended in the VU. S. 
































and always good looking. 





by liberal sales help policy. 


Write Now for Catalog 
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GOLD MEDAL 


TRADE MARK REO. U.S, PAT. OFF. 


FOLDING FURMITURE 


tor 32 Years the Recognized Standard 








Popular Because Practical 


Gold Medal porch, lawn, camp 
and club house furniture is easy 
to fold and unfold, compact when 
folded, serviceable, comfortable, 


Nationally advertised and backed 


Seven 


demonstrable features never be- 
fore combined. Ask about them. 






Gold Medal Camp Furniture Mfg. Co. 
1706 Packard Ave., Racine, Wis. 
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OLTS 


FIRE ARMS 


Illustration from Colt 
advertisement in cur- 
rent issue of national 
magazines 


DIAGRAM OF COLT Grip 
SAFETY. ONE OF THE 
FEATURES THAT AUTO- 


MATICALLY PROTECTS 
COLT OWNERS AGAINST 


OMES, stores, banks, offices, factories all about = accivenr. 
you need Colt protection as surely as ships at BE PREPARED TO EXPLAIN 
sea need the protection of a lighthouse. partons 
A word from you to these people and the COLT 48" sour it. ins & 
national advertising reaching your magazine reading 
customers will be turned into profitable sales. 
We have many attractive folders to appeal to all classes of 
people. Send for an assortment if you have not 
already done so. Have of course one sample COLT 
Revolver or Automatic Pistol in stock. 


COLT’S PATENT FIRE ARMS MFG. CO. 
Hartford, Connecticut 


Phil. B. Bekeart Cu 717 Blade Se See Francisco, Calif. T H E AR M O F 














! 











These NEW numbers will put in- 
terest in your stock—and profit 
in your till! They offer real 
value in worthwhile toy items. 
Read below and send for our Catalog No. 3 for more complete details and attractive 
prices. In fact, get the catalog and see the whole line of “Sandy Andy” Toys. 


ee This is the game that sells it- THE MOTOR RACE OVER AND UNDER LIFT 


4" self. Exciting, because of many 


















2—301 
343 3 surprises at critical moments. A Game for aw oy yt 
mw eS eee ; . . Youngsters 
mE AS! Interesting, because it requires . ° ; 
Ue wid te judgment, skill, and strategy, Just like a real race. A great big mechanical toy with an 


16% in. square, all metal board, wo d pay ll action that commands attention and 
a4 tt < beautifully decorated in colors. * deat Ho interest. Heavy metal ; decorated in 
sUGw 2G ASME? 24 miniature men for playing. ,, , colors. Strong spring motor and 
pelt, 3 All put up in one display con- OVER and UNDER gear operating wheels. “Jack-knife”’ 

, tainer. Reverse side of board No, 28 - 25in.\ong lifting apparatus and a “double-ac- 

ae yp costed oe = Another winning me- tion” movement that “gets” the 

eatin e : t . 3 . +e . ’ . = 

A : STRATEGY in your holiday metals decorated in Youngsters. Put up in attractive dis 
stock—it’s a money maker. colors. Sells at a Play box and priced to give big 


ghglp hotel ede detetely ty? popular price. value. 
“STRATEGY” WOLVERINE Supply & Mfg. Co. 


The New Game Factory at Pittsburgh, Pa. 
eS New York Office, 200 Fifth Avenue = g, 500".,*%,., 
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Raise the Kiddies on | 2 
de kb Wheels daa JUVENILE— 
Automohiles 
ge Velocipedes 
ALWAYS FIRST Coaster 
WITH Wagrons 
DISTINCTIVE Express 
FEATURES Wagrons 
be Scooters 
Pedal Cars 
With the Hand Cars 
. Tricycles 
American Doll Cabs 
Line You 


Get Service J 





es 





Known Around The World 


ie Closet your slow 
é movers and give 
prominent display 
to Attractive Amer- 
ican Vehicles. It pays! 
Ask your Jobber or write us. 


Pi e i Ae . 
LE AMM eri Can Met (lL nal Pom 


FOUR FACTORIES. TOLEDO, OH10, U.S.A. 























Bells and Bell Toys 


For 
HARDWARE, SADDLERY 
and TOY TRADE 


Also for the manufacturers of 
Electrical Bells, Telephones, 
Clocks, Recorders, Registers, 
Typewriters, etc., etc. Special 
sizes made to order. 


The N. N. HILL BRASS CO. 
East Hampton, Conn. 











trademark” on 














Most all national ski cham- 
pions and progressive dealers 
look for the ‘‘Deer-head 


Northland Skis 


because of their superior quality and 
unusual dependabilty. Illustrated 
booklet on request. Your early order 
will ensure delivery as you request. 


Northland Ski Mfg. Co. 


“World’s Largest Ski Manufacturers’ 
22 Merriam Park, St. Paul, Minn. 























And when one dealer in a small town can 
originate a “scheme” that sells $500 worth of Toys 
in a single week it simply shows what can be done 
when one really tries. 


Children are great advertisers because they are 
great talkers. 


Sell a child a worthy Toy and every youngster 
in the neighborhood will soon hear where it came 
from and how it “goes” and they'll all want one 
just like it. 

Besides, 


Toys Pay Good Profits 


And unlike some merchandise, good Toys are salable 
every month in the year. 


Obviously different dealers have different ideas about 
how Toys should be sold. 


HARDWARE AGF is continually presenting such ideas. 
Interesting articles about how Brown or Smith or Jones 
huilt up a big Toy trade are always welcome in its 
columns and are eagerly read. 


Read Harpware AGE each week and keep posted on 
what others are doing. 


And while Toy trade may come to him_ who waits, 
the dealer who goes after it will get it first without 
waiting. 


Hardware Age, 239 West 39th Street, New York City 
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*The BOY Builder” 


Architectural Outfit 


The toy that broke all sales records. 


In less than a year Bilt-E-Z has earned by its own 
merits distribution amongst the majority of toy dealers 
in America. Such popularity must be deserved. 

Are you getting your share of the profits that dealers 
everywhere are making on this line? Write at once for 
a Bilt-E-Z catalog and price list. 


SCOTT MANUFACTURING CO. 
1701 W. 74th St., Chicago 





+ New York Sales Office, 130 W. 42nd Street P. 


THE TOY 
\ mes | 1 HAT DUPLICATES REAL BUILDINGS | 








Our dealers buy ONLY what they 
know they can SELL! They are fur- 
nished goods of finest possible quality 
to sell at a good profit, and exactly 
what their trade wants. 


| 0 - 
obTows 


are big sellers and each is a little sales- 
man for some more. 


| Guard your own standards of quality 
1] and service. Keep your trade satisfied 



















|| with Toddlers. Write for illustrated 
catalog. 








Ask your jobber for special 


assortment proposition 














302 Indiana Street, Oshkosh, Wisconsin 











.,| GouLD MANUFACTURING Co. | 
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Pronounced BURR-KEY 


a ee 
BUHRKE 
Metal STelaqeten 
‘Look for the 
name and the red 
tag’’ 


1924 Model 


» 


O bring quick sales, a golf bag’s selling fea- 
tures must be plarnly seen. The new model 


Burr-Key Golf Bag— 


| Ke peb te) elas Mu siae Mae l- 
IMPROVED BURR-KEY 
Adjustable Handle and Metal Top 


has fatigue-prevention features that delive 
their own sales-talk. 

Other exclusive Burr-Key features a? the Metal 
Bottom, Locked Pocket, Towel Clip, New Shou! 

der-Strap Fastener and Partition ‘Arranmae 
Write for catalog and full particulars. 


For Sale by Dealers Only 
Backed by National Advertising Campaign 


R. H. BOUHRKE CO. 


(Established 1877) 
1238-1250 Fullerton Avenue «+ Chicago 
New York Office and Showroom: 258 Broadway 


Manufactured in Canada by Woods Manufacturing Co., Ltd 
Olie ee Wis lelalda 1Pae Melasli lise 1.1? Me Alati lle) 2: 
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a an KLEINGs on 


aes 2—** Bes st Selle Ass 
nt of Klein — atti ing Ob. 
hi que wad Longnos 


GELLING goods your customer wants, 

is one way of quickening your turn- 

over. Selecting a “line” that is kept to 

— the fewest possible number of patterns 

sks KLE DNS and_ sizes, is another. Confining your 

Rap A on yn rec tl stock to items that stay sold is an addi- 
ment of Klein Slipjoint Pliers. tional method. 


Old rules that any successful distributor 
knows. When it comes to pliers—Klein’s 
is the answer! 


Did you get a circular on the four “Best 
Seller”? assortments illustrated? Just the 
fastest selling Klein’s, arranged for small 
initial investment, and quick turnover! 


No. 4—‘Best Seller’ Ass 
ment of 1% dozen Klei in 
Pliers of most popular pat- 
terns and sizes 


Mathias & Sons 
Chicago INUSA 
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lo Help Dealers 
: ‘ell. More Tools 


to Campers » Tourists 


We Have Just Issued 
This Special Folder 





HIS attractive colored folder tells all about 
the Crecoite tools that sell best to campers, 
scouts, motorists and tourists. Fully describes 
° and illustrates true to life the two exceptionally 
good numbers of Crecoite Camp Axes. Also 
our unique and fast selling Tourist Axe, as well 
as a handy hatchet and nail hammer. 





No. 97 Crecoite Tourist Axe 


BK VERY dealer should receive a copy of volume of sales and profits. All Crecoite 

this important folder from his jobber. tools have a special appeal to campers and 

If you have not yet received your copy write 
your jobber for it—or ask us direct. 

You will find these tools cover a class of , 

trade mighty important in increasing your erate prices. 


tourists because of their fast -growing popu- 
larity in supplying quality service at mod- 


Write today for Folder No. 18. 


Marion Tool Works, Inc. 


Subsidiary of Chicago Railway Equipment Company—30 Years of Steel Making 


Marion Indiana 
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Hand Drills No. 652 Countersink Bench Drills 
Bit Braces 


Hack Saws 
Tap Holders & A nahn Screw-Drivers 


Combination Pliers Bench Vises 
Bosnit Walia, ote. Its Round Shank Fits Three Jawed Chucks Dies Sains aie 


—__ [QOLS FOR RADIO 


set foe 1 Construction and Repair 


A very appreciable amount of new 
tool business is developing in the 
Radio field. Men never before tool 
buyers find that they need “hex” 
wrench sets, drills, countersinks, 
screw-drivers, bench vises, etc., to 
make even slight repairs or in 
changing over their circuits. 


Here’s a real opportunity for you 
that can be grasped best by having 
a well balanced stock of Goodell- 


Pratt tools. 





Handles 3 Sizes Goodell-Pratt Company 


of “Hex” Nuts 


Greenfield, Massachusetts, U. S. A. 








GOODELL PRATT 


1500 GOOD TOOLS __ on 
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When they build their 


“little house o’ dreams” 
— let not the last be least 


NCE upon a time not so 
very long ago, Jack and 
Mrs. Jack planned a cozy house 
high upon a hill—the kind we 
all hope to have some sunny day. 


They talked things over well 
joyously discussed their future 
home into the wee sma’ hours. 4 
One daythey proudly viewed the Ga | 
finished plans. They were good plans for agood home 
~—what one expects and gets from a good architect. 


And so, the work began. Day by day the house 
arose in all its beauty—nearer and nearer came 
the completion of their happiness. At last they 
stood on the hill and viewed their “little house o’ 


dreams” — created. 
* * * 


ond deep in their ua i for a good 
foundation. They had raised an ex- 
tra loan to raise a good roof. They 
had hotly insisted on having a good 
heating plant. And plumbing? “Of 
course we want good plumbing” was 
their answer. 

And then one day, they came to the last thing 
on the list, and being last they thought it least— 
the hardware. They thought “we’ll save on the 
hardware—it’s not so important.” To the admoni- 
tions of their architect they answered “No”. To 
the experience of their hardware dealer they 
lightly snapped a finger. 

Now listen closely that you may know what 
happens when the last is made least—when good 
buildings fail to get good hardware. 

The doors were hung with two light hinges. They 
deserved three sturdy good ones. After awhile, 
the doors began to sag and squeak and stick—a 
daily irritation. 

The locks—they looked about the same as good 
hardware. Poor locks often do—outside. But 
later their insides told a different story. They 
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simply didn’t work without a fuss. The key 


would stick. The knobs came loose and, horror 
of horrors, the bright brass passed away. Rust 
and worn spots took its place. 

The windows — what difference does their hard- 
ware make? Ask Jack and wife. They can tell 
you much about the ill-temper of cheap pulleys 
—their flat refusal to raise and lower windows 
quietly, easily and obediently. And makeshift 
window lifts that tarnish; fasteners, that with a 
struggle, only partly fasten. 

And all through the house you will find it 
the same. 

Those lovely casement windows that stick—the tall and 
gracious French doors that sag—the cabinet doors that keep 
forever slyly opening—all so beautifully designed, yet a 


daily disappointment and aggravation because of hardware 
on which Jack and wife decided “to save a bit.” 


* * ” 


To every sad story, there is a happy moral which you 
have no doubt guessed—which Jack and Mrs. Jack could 
now recite so well. 

It is—“Good Buildings deserve Good Hardware—Corbin”’. 

True—isn’t it? So obviously trae that we wonder why 
well meaning Jacks and wives fail to realize it until after 
they have finished building. 

Hardware that works willingly, doors that smoothly 
swing but never sing, locks that say “‘shut” and stay shut, 
windows that gladly rise on any occasion. ‘ 

Yes, good hardware—Corbin—serves silently 
and satisfactorily as do well trained servants. 

When your customers come tothe last—the 
hardware—let it not be least in their “house o’ 
dreams”. If it is to be a good building, it de- 
serves good hardware—Corbin—nothing less. 

Our interesting booklet ‘‘Good Buildings Deserve 


Good Hardware’’ should be read by every customer 
who is building or thinking of it. Be sure they get it. 
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Good Buildings Deserve Good Hardware 


P. & F. CORBIN 


SINCE 1849 
The American Hardware Corporation 


ucCcessSOT 





NEW BRITAIN, CONNECTICUT 
New York - Chicago Philadelphia 
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Radio Has Created a New Field for Tools 


No. 465 
Radio-Lectric Reamer 
Retails at $.25 


No.’ 445 
Radio-Lectric ‘‘Crow Bill’’ Plier 
Retails at $.50 


we 
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SOCKET WRENCH SET wf 
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I THIN a very short time 

now millions of people will 
be building sets or experimenting 
with those they now have. 


Dealers who recognize this are 
pushing the sale of the needed 
tools and making many extra 
dollars. 


Supply the radio enthusiasts 
in your locality with the 


line of practical tools which was 
designed by men who have 
studied the needs of _ radio 
builders. 


Attractive display cards and 
popular prices make these tools 


sell rapidly. You can give your 
tool business a big boost by get- 
ting busy right now. 


Ask Your Jobber— 


CATALOG 
ON REQUEST 


The Bridgeport 


Hardware Mfg: Corp. 
Bridgeport, Conn., U.S.A. 


10 
ro 


WRENCH SET 








No. 405 
Radio-Lectric Countersink 


Retails at $.15 


No. 442 
Radio-Lectric Nut Forcep 
Retails at $.60 





q 
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SCREW. DRIVERS oo sesciccues 1 


ALL RADIO-LECTRIC TOOLS ARE PACKED ON ATTRACTIVE DISPLAY CARDS 
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A straight line is the shortest distance be- 
tween two fence posts. And you get it with 


W.S. Straight Line Poultry Fence 


Made with one set of wires running parallel. Can be easily stretched 
between poles. Used with or without rails or boards at top or bottom. 


DOES NOT SAG! 


Lhis fence will appeal to the customer who likes neatness combined 
with strength. Furnished either galvanized before or after weaving. 


AMERICAN WIRE FABRICS CORPORATION 


Subsidiary of WICKWIRE SPENCER STEEL CORPORATION 
General Offices: 41 East Forty-second Street, New York 


Western Sales Office: 208 South LaSalle Street, Chicago 
WORCESTER BUFFALO PHILADELPHIA DETROIT SAN FRANCISCO LOS ANGELES SEATTLE 
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Millions of home owners read our advertisements in the country’s 
finest publications. Whether in need of a Hand, Horse, Motor 
or Gang Lawn Mower, they will inquire for the Dependable Coldwell 


—A profitable line for you because you can fill any lawn mowing 
requirement. 


Ask for 1925 prices. 


COLDWELL 


DEPENDABLE LAWN MOWERS 
Hand Horse, Motor Gang 


COLDWELL LAWN MOWER CO., NEWBURGH, N. Y., U.S. A. 


Factory Branches—DES MOINES, Iowa: 319 South West Fifth Street. CHICAGO, Ill.: 4139 West Kinzie Street. 
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INCH E 
60 INCH 
54 INCH @ & 















48 INCH 


42 INCH 


= Poultry 


. Netting 


The magnifying glass reveais great evidence of strength and 
durability. You should examine the double reinforced hinge 
joint, which makes the fence stiff and rigid, yet elastic, 


Farm fence principles carried over into U. S. Poultry Netting construction have 
given to the trade the very type of netting necessary to economic construction and 
long life. Parallel wires intertwisted with rigid mesh wires give a firmness and neat- 
ness to U. S. Netting not found in any other type. Top rail and baseboard are en- 
tirely eliminated and fewer posts are required. These are final and determining 
factors in reaching full cost to the consumer. 


U. S. Poultry Netting is supplied in both 1 and 2-inch mesh, 


galvanized before and galvanized after weaving, and is now 
furnished in both 19 and 20 gauge wire. 


Don’t, through force of habit, order just poultry netting but insist upon U. S. 
Netting. Jobbers in your territory can supply you, and will be only too glad to give 


complete information. They have long since seen the value of U.S. Poultry Netting 
as an account opener and trade satisfier. 


Dissatisfied 


Satistied 
Customers Customers 
are an are a 


Asset Liability 





U. S. Poultry Netting is easily unrolled—can be measured and cut off quickly— 
it lays flat, holds its shape well and gives satisfaction. 


Indiana Steel & Wire Company 


Muncie, : : : Indiana 


Wiiiniiliieliietimbeiinen 
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MYERS SELF-OILING Soro aan 12 SIZES 
BULLDOZER POWER PUMP “= 500 to 9000 
for SHALLOW All & CISTERNS [fl GALLONS PERHOUR 


High Grade 
Moderately 
Priced Pumps 


| For use about Farms, Coun- 
SECTIONAL ma try Estates, Mills and Fac- 
VIEW —— tories or wherever 500 to 


10,000 gallons of water 


MYERS SELF-OILING per hour are required. 
DEEP WELL 
WORKING HEAD Unusually Good Sellers 


with. the Hardware Trade because of their 
broad general use, simplicity of operation, 
power and moderate price. 


SELF OILING—AN EXCLUSIVE 
MYERS FEATURE 


69712 AND 18” All working parts are entirely enclosed and constantly 
STROKE bathed in oil. This guards against forgetfulness and 
abuse. Once installed the Myers takes care of itself. 
Your customers will like everything about Myers Self- 
Oiling Power Pumps—price, efficiency and remarkable 
durability. You will like the generous profit. 


Send for the Myers Catalog. You will find it full of 


money makers and business builders. 


THE FLE,M YERS & BRO.¢co. 


ASHLAND, OHIO. 


Manufacturers for over Fifty Years of MYERS HONOR-BILT PUMPS for Every Purpose. 
WATER abet + HAY GRAIN UNLOADING TOOLS ~- BARN,FACTORY end 
E DOOR HANGERS: STORE LADDERS. Etc. 
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The live hardware 


dealer says: 
Here Are Some Good Winter Menus. 


‘Corn Chowder, fricasseed chicken, 
India relish, scalloped tomatoes, 
Cherry pudding.” 


“Vegetable soup, Hungarian goulash, 
chow-chow, string beans, mince pie.’’ 


BOSTON 


WOVEN HOSE & ‘Everything canned in the ‘summer 
RUBBER CO. and autumn, sealed up safe with a 
Cambridge, Mass. GOOD LUCK ring and ready to eat 

Makers of these famous at short notice. Good luck—well, I 

nteeipeomen should say so. 
GOOD LUCK 
and MILO 
Also 
Good Luck Jar Rings 
Good Luck Hose Washers 


Bull Dog Friction Tape 
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GRAY-WICK 
SCREEN WIRE CLOTH 


Dull Finish—Multiple Coat 


Galvanized After Weaving 
Extra Heavy Electro Zinc Coating 
and Enameled with White Varnish, 
which Binds Wire together and makes 
a Dull Gray Finish throughout. 
Made from Open Hearth Steel. 
Compare weight of our Screen Cloth 
with other makes. 





































































































































































































































































































12 Mesh, No. 33 guage each way 
14 Mesh, No. 33 guage each way 
16 Mesh, No. 33 guage filler 

No. 34 guage warp 
18 Mesh, No. 34 guage filler 

No. 34 guage warp 


Our other Brands Screen Cloth 
Cortland Black’ Enameled 
White Metal] Finish 
Wickwire Premier 
Wickwire Bronze 


Wickwire Brand Hex Nettings 


Galvanized Before or After Weaving 


Write your Jobber for Full Information and Prices 


WICKWIRE ‘BROTHERS 


ENTIRE FACTORY AND OFFICES 


CORTLAND, NEW YORK, U. S. A. 


ESTABLISHED 1873 INCORPORATED 1892 













































































































































































































































































































































































































































































S| 














aan 


4-4-4 4 
bo 4-H © -4-o-@ © 4-4 + + 4 O44 























> te PO —->- +->-e + -+-¢ -@ 










































































| 2S eoueeee pb — pp 











| on on on an on oe > 
oo > + > 4-4 > > - > + - 
>> +--+ +--+ + > +-~- 44 4+ Oo @ 




























































































pP-o->- 4-4-4 -4-+-+ 4-4 Oo + + - 

















































































































. >—>->->->+ +> + 4+ >> 4+ > + | 











































































































‘September 11, 1924 


4 


1 | 
k 
| 


HARDWARE AGE 


Hardware Dealers like to sell 


CHATILLON 


Family Scales 


because each sale means a satisfied customer that will come 
back for other goods 

No. 344E Red & goods. 

Houschold Scale Chatillon Family Scales are well-built, accurate scales, made 
for a trade that demands quality at a reasonable price. There are 
many different designs, but the two shown are “‘best sellers.’ 


I<very home needs a household scale—can use one to good 

advantage. 

Some people 

have taken 

them—the rest 

are just wait- 

ing for you to 

remind them NO. 147 

that Chatillon | 5 aetg 
Favorite Family Scales, at moderate prices, are “a Seale 
on your shelves awaiting to be carried home. ey a. 


This is a department of your business that can be 
developed to a substantial degree—a real money- 
maker, without very much effort. 


Scales for every purpose. 


Ask your jobber about 
Chatillon Household Scales 


De = 


eS ee a ee 








HARDWARE AGE 


September 11, 1924 





Oot, 











y st of Mondarne 


In Book Form 


When Saunders Norvell wrote: “Forty Years 
of Hardware” he gave the trade an outstanding 
contribution to hardware literature 


It stands alone — the most intensely human 
chronicle of the hardware business in its forma- 
tive period ever printed. 


Stock boy—travelling salesman—sales man- 
ager—president of a nationally known hardware 
jobbing company—what an experience—what a 
background for the gripping life story of a 
pioneer hardware man. 


Some writers can picture success—Norvell 
achieved it—recognized as one of the greatest 
salesmen, organizers and sales managers of his 
time, naturally the story, like the man, has a 
large following. 


His story is almost an education in hardware 
merchandising—and there isn’t a “Sahara” in a 
single chapter. 


No wonder so many have requested it pub- 
lished in Book Form. One well known company 
has ordered fifty copies for distribution among 
their sales force. 


Reserve your copies now. Address 


HARDWARE AGE 
239 WEST 39th ST. NEW YORK CITY 











Will Be Keady In November 
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Acco Dog Leads 


Shey Sell Themselves 


Here are three assortments of “Acco” Dog 
Leads on attractive metal display hangers, 
which ask ’em to buy. 
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“ACCO” Dog Leads sell on their merits—they 



























OG of are as strong as they are 
non OX 
1) ce good to look at. 
wom ) 
Sy The assortments come 
in a wide range of sizes 
| a and styles for all types 
ASSORTMENT Ne | , (a ie y typ 
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3e sure to have 
“ACCO” Dog 
Lead Hangers in 
prominent parts of 
your store. 














ASSORTMENT N@& 3 


AMERICAN CHAIN COMPANY, INC. 
BRIDGEPORT, CONNECTICUT 


im Canada: DOMINION CHAIN COMPANY, LIMITED, Niagara Falls, Ontario 
District Sales Offices: 
Boston Chicago New York Philadelphia Pittsburgh San Francisco 


Largest Manufacturers of Welded and Weldless Chain for All Purposes and Makers of 
the Famous Weed Automobile Accessories 
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1 Ib. cartons—1, 5 and 10 Ib. spools 


// KESTER Acid-Core SOLDER \ 


Ww 


KESTER METAL MENDER 


10 cans, about \ Ib. each to carton 
1 cans to case 


1 Ib. cartons—1, 5 and 101b. spools 
18 inch sticksin 5 lb. boxes 


a Sa 


“Requires Only Heat”’ 


Manufactured by the 


CHICAGO SOLDERCOMPANY 
4205 Wrightwood Ave., CHICAGO 


Direct Factory Representatives 


DAVIES-ELY CO. LOUISJ.ZIESELCO. 
New York City San Francisco 
Boston, Mass. California } 


THE FAUCETTE-HUSTON CO. 
Chattanooga, Tenn. 
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Says the keen 
Hardware clerk: 
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‘1 FERE’S how it happened—he saw his 


wife busy soldering. ‘Imagine a woman 
soldering,’ says he, ‘let’s see what she’s doing.’ 
Well, it certainly was one surprise for him, 
when he saw how simple-and easy the job was 
finished, and how neat and substantial it was! 


“Of course, his wife was no genius at 
soldering. She is no different from hundreds 
of other women who have bought Kester Metal 
Mender. It’s so simple, they’re all successful in 
using it—it ‘requires only heat.’ 


“He came in for full information and he 
sure was tickled to find Kester Solder put up 
on one, five and ten pound spools. He bought 
some for his work, and now he’s one of the 
best steady customers on our list. 


“It was good advice on the boss’s part 
when he said ‘sell ’em the small size—they’ll 
ask for the larger sizes themselves.’ This Metal 


Mender sure makes many a soldering fan.” 
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When the Contract Includes 
a Quality Clause — 


THE NATIONAL No. 27 SWINGING 
DOOR LATCH can be furnished ac- 
cording to plans and specifications. 


The exacting demands of discriminating 
builders and contractors are emphasized in 
their specifications and agreements. They 
are particular to insert a clause that refers 
to quality and embodies the principles which 
so effectively describe National Hardware 
—Highest Quality, Expert Workmanship 
and Economy. 











Many of your customers will not go to the 
extent of drawing up formal agreements in 
selecting a door latch—but your position of 
responsibility is just as important. 


Why not make your position a profitable 
one. 


NATIONAL No. 27 Door Latch is me- 
chanically simple. There are no parts to 
get put of order—no worry of repairs. It 


is reversible for either right or left-hand 
doors from 11% to 24% inches thick. 


The handles are furnished in pairs—one for 
each side of the door. Their long, graceful 
trim lines add beauty to the appearance of 
any door. 


Finished in Japan, Dead Black 
Japan, Sherardized and Dead 
Black Japan, Sherardized and 
plated any finish. 


National Mfg. Co. 
Sterling, Illinois 


Our policy of selling direct to the Dealer will 
permit you to enjoy larger profits and receive 


Packed complete with screws prompt shipments from our complete stocks. 


in strong box. One dozen to We will be glad to send you our catalog and details 


a case.—Weight 36 Ibs. per of our proposition. Would you like it for your 
dozen. files? 


Your Order Is Shipped the Day It Is Received 





Natienal 


























L 


re 


| AJHYNSULLLLUOHAUEIE 











Volume 114 


COOUEDDOOEARSOOROREROGOOROOONEE ts 














Coming Era of Distribution Efficiency 





to the general welfare,” says the 
Iron Age, “has been the production of 
goods. Hereafter it will give major 
attention to the distribution of goods, to the 
economics of transportation. After the intro- 
duction of the steam engine there was no ad- 
vance of equal importance until the coming of 
the internal combustion engine. This relatively 
recent development has centered largely in the 
small units suited to the automobile and the 
motor truck, to the automobile field as a whole. 
To satisfy a demand for large units, the field 
of the heavy oil engine needs broadening. Fear 
of an ultimately inadequate supply of fuel oil 
is groundless, for a quantity of oil far exceed- 
ing nature’s supply as such may be obtained 
from the distillation of coal. 
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“The foregoing are, in essence, observations 
made by Dr. Lucke of Columbia University. 


“The thoughts are not new and probably 
were not intended to be taken without qualifi- 
cation. But they are important as emphasiz- 
ing that the focal point of engineering in the 
years next to come is to be distribution, also 
as emphasizing that the present wasteful prac- 
tice of burning coal in the raw state is passing 
out, and that eventually no coal will be mined 
that is not put through the process of deriv- 
ing those constituents that may be most 
efficiently utilized. 


“All admit the importance of solving the 
distribution problem. In the most baffling 


way cost factors expand between producer and 
consumer, and no Congressional investigation 
has been able to throw useful light on the 
answer. Makers of material-handling and 
labor-saving appliances have not been slow to 
look for opportunities, and naturally the 
builder of the new engine believes his creation 
fits into the program of cutting distributing 
costs, particularly in water transportation. 


“However much has been done, there is still 
great promise of reward for intensive study of 
distribution economies. The results, indeed, 
may one day be fairly comparable with the 
brilliant record of engineering in the field of 
production. 


“As to the processing of coal, so called, 
many minds are at work on low-temperature 
distillation schemes, with plants that have 
passed beyond the laboratory scale. The 
commercial production of tarry oils, among 
other things, suitable for internal combustion 
motor use is already here. In this the super- 
power movement has a strong ally and not an 
opponent, and the future looks bright for a 
far better utilization of the resources of nature 
than seemed possible only a few years ago. 
At the same time research is on a scale never 
before known. That means that leaders of 
industry are alert and far-sighted and that our 
engineering schools are facing opportunities 
beyond the largest dreams of two decades 
ago.” 
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Departmentization Necessary for Hardware 


Stores Survival as Business Factor 


Cochrane Declares 


and his personal convictions in 

the acid of practice, and to 
stake everything he has on the re- 
sult, requires courage and patience 
of high order. And that is precisely 
what E. G. Cochrane, secretary and 
manager of the Charlotte Hardware 
Co., Charlotte, N. C., is doing. 

“The hardware business has been 
conducted on old lines of least resist- 
ance too long,” he declared in a 
recent interview. “The department 
stores, the 5 and 10 cent stores and 
the specialty shops have accustomed 
people to neat, simple and well ar- 
ranged stores. The day of the old 
time, poorly arranged hardware 
store is past. If the hardware store 
as a distinct merchandising entity 
is to survive, it must change its 
policy and meet new conditions with 
new methods.” 


“Do you mean that the hard- 
ware store should employ depart- 
ment store methods?” he was 
asked. 

“Absolutely,” he answered. 

“The only way it can be done is 
by adopting department store meth- 
ods—holding special sales, having 
bargain days, advertising regularly, 
circularizing potential customers, 
holding demonstrations and doing 
similar things that have made the 
department store so successful. But 
the hardware man should not stop 
there. He must do things that de- 
partment stores do not do, things 
that have never been tried out, 
things that will attract people, and 
surprise them and interest them.” 


| — a man to test his theories 


“You spoke of bargain days a 
moment ago. Don’t you think 
that bargains have a tendency to 
give people fictitious ideas of 
values?” 

“That depends a good deal on the 
way a bargain is offered.” Mr. 
Cochrane replied. “Personally, I be- 
lieve in picking up bargains, and in 
selling them as such. I don’t be- 
lieve in cutting prices on standard 
lines. That, of course, would and 


does have a tendency to create 
fictitious values. But when I am 
able to buy some article at a low 
price, I believe in making the most 
of it, and in telling people about it. 

“For instance, I had an oppor- 
tunity to buy a gross of brooms 
some time ago at a very attractive 
price. Naturally, I bought them. I 
bought them for 33'%c. each and 
sold them at a special Saturday sale 
for 49c. apiece. Before the sale we 
advertised the brooms for three days, 
and showed them in a special win- 
dow display. The result was that 
we sold the entire gross in one day 
and besides that we attracted a 
number of women to our store who 
had never been in it before, and we 
sold many items in our housefur- 
nishing goods department that we 
would not have sold if we had not 
had some special attraction to draw 
people to the store. 

“We advertised the fact that the 
broom sale was a special, that we 
had bought those brooms at a special 
price, and that we were offering 
them at a special price. People 
understood that, and they came for 
the brooms and they also bought 
other articles that were not bar- 
gains. Many felt they were saving 
money in buying a bargain and so 
could afford to spend a little extra 
on something else. Thats the way 
it usually works out.” 


“How often do you hold a spe- 
cial sale?” Mr. Cochrane was 
asked. 

“Every Saturday,” he replied. 

“Why every Saturday?” 

“Because Saturday is market day 
in this town. People come into town 
to buy things and they expect to be 
given as much consideration as pos- 
sible under the circumstances. We 
offer a bargain on some article 
very week and we have found it to be 
very much worth while.” 


“Do you believe the average 
hardware store can be depart- 
mentized?” 


“Why not? We’re working out a 





plan here now. We’re going to have 
six departments, one will be sport- 
ing goods, another housefurnishings, 
another builders’ hardware, another 
tools, another hotel equipment and 
the sixth shelf hardware. We be- 
lieve we will be able to handle every- 
thing more efficiently in that way.” 


“Why do you think depart- 
mentization is necessary?” 


“Its more efficient. It makes for 
more accurate records, faster turn- 
over, and it also makes it possible to 
handle stocks more easily at inven- 
tory time. However, in our own 
case, we start on a new lease Jan. 1. 
Our rent has been trebled. We be- 
lieve we would be at a disadvantage 
if we moved. And we simply have 
to do more business. As we have 
figured it out the only way we can 
increase our business is by adopting 
department store methods on a fairly 
large scale. What we have done in 
this respect so far has convinced us 
that we are on the right track.” 


“A few moments ago you men- 
tioned ‘circularizing potential cus- 
timers.’ How do you get your 
mailing list?” 

“From the telephone and the city 
directories and every other source 
that we can think of. We have our 
lists classified under seven group- 
ings—l. Carpenters; 2. Mechanics; 
3. Farmers; 4. Boys; 5. Girls; 6. 
Home owners; 7. Restaurants and 
hotels. The real secret of handling 
a mailing list is in reaching the 
right people. That is why we have 
been so careful to make our lists 
accurate and to see that a boy is 
not written to about a doll, or a girl 
sent a circular about a baseball.” 

Mr. Cochrane expects to complete 
his departmentization and the in- 
stallation of new fixtures this fall. 
When it is completed and he has had 
an opportunity to test out some of 
his ideas he has promised to give 
HARDWARE AGE the details and to 
tell other merchants what to avoid 
when undertaking a similar move. 
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Mr. Hardware Man— 


She’s Looking 
To You For 
Her Toys 


EU a eee 


Hi 











MNNIIUD LOAN ROUEN STANT ENETTMN TE TT ATT 


HE hardware man _. broadly 
"[D epesking is not romantic. 
Look over the men who make 
up the body of any hardware conven- 
tion and you will see a collection of 
hard-headed, square-jawed chaps and 
no receding chins. 

There is, of course, a place for 
romance; the dreamy eyed lads 
doubtless have their mission on 
earth, but it is not in the hardware 
store. 

Within recent years a great effort 
has been made to interest the hard- 
ware dealers of this country in the 
sale of toys. The idea is good. If 
there is any class of dealers who 
ought to participate in the easy 
money of the community, it is the 
hardware dealer, and toy money is 
easy money. 

The idea took; a large proportion 
of the hardware dealers with more 
or less reluctance made a place in 
their stores for a Toy Department— 
they went shopping for toys. 

It is perfectly natural that when 
a hardware man tackles the toy 
proposition he should make mistakes. 
People who don’t make mistakes 
don’t make anything, nor get any- 
where. The mistake the hardware 
man made when he started into the 
toy business was in thinking that 
toys were toys and anything which 
might be classed as such rightfully 
belonged to his selection of toys. 

With the coming and going of the 
holiday seasons, the hardware man 
has learned better. He finds that it 
is not on the cards for a hardware 


man or his clerks to successfully sell 
the tinseled “gewgaws” commonly 
handled in novelty stores. Trained 
by habit and long experience to sell 
tools to mechanics, builders hard- 
ware to contractors, agricultural 
implements to farmers, household 
utilities to the housewives, he has 
developed no aptitude for romancing 
about trifling toys which at best last 
but a day. He feels foolish and he 
looks foolish; he doesn’t relish the 
job and breathes easily when the 
holiday season is over and he can 
store away the junk left on his 
hands. 

bo it has come to pass that the 
hardware man as a toy buyer has 








This article is based on informa- 
tion secured from the Shap-.eigh 
Hardware Co. of St. Louis, and 
contains practical suggestions on 
the selection of stock. It should 
prove of value to hardware retail- 
ers everywhere. 








become more wary; he is not quite 
so easy to sell; he passes up the 
gaudy things as properly belonging 
in the novelty store. His ideas have 
changed; in other words, he has 
learned by exverience that “all is not 
gold that glitters.” 

But this does not mean that he 
has turned his face resolutely away 
from the toy business; he has simply 
become a discriminating buyer and 
dealer in toys. He has learned that 
there are a lot of excellent toys 
which really sell better in a hard- 


ware store than in the novelty shop; 
he has learned too that toys are only 
a fractional part of what might be 
termed the holiday goods line. As a 
result his holiday stock looks better 
and is better. He has eliminated the 
dangerous part of it. What he now 
carries is good stock; stock which 
does not depreciate on his hands; 
stock which does not disappoint his 
customers and stock for which he 
does not have to apologize to anyone. 

A hardware toy stock thus revised 
by experience comprises a_ wide 
variety of sensible things which find 
ready sale and pay excellent profits. 
The hardware man has always led 
in the saJe of boys’ wagons and wheel 
goods. It is, therefore, perfectly 
natural that he should taper on down 
from the sturdy coaster wagon and 
express wagon to the small carts 
and then to the iron toys—wagons, 
automobiles, fire apparatus and all 
those husky playthings that the little 
kids delight in.- They all belong to 
the hardware business. 

He finds that games of all sorts 
are ready sellers and appeal to the 
good judgment of the conservative 
people who are his customers, and so 
he handles them from Mah Jongg 
clear through to dominoes and 
checkers. 

Electrical toys are perfectly at 
home in a hardware store; the wheels 
go round and the mechanical element 
is uppermost in them. The hard- 
ware man and his clerks like to sell 
them and their customers like to buy 
them, and so the best there is in 
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electrical toys and ad sorts of me- 
chanical toys are found in the stocks 
of the progressive hardwaremen. 

Friction toys which have a lot of 
motion and which stand an unlimited 
amount of hard usage, are the 
natural companions of electrical and 
mechanical toys. All sorts of toys 
which have GO in them have a place 
in the hardware dealer’s stock. 

Toy furniture, and there is an 
endless variety of it now to be had, 
is good stock and the hardwareman 
does not hesitate to buy it. 

Dolls—it may sound strange but 
it is not—tthe children of hardware 
customers are not all boys, and to the 
little girls the doll is ultimate happi- 
ness and the hardware man handles 
dolls—not cheap trash which the 
name sometimes suggests, but beau- 
tiful and often costly dolls made in 
this country and abroad. 

There are many kindred goods 
which even the most unromantic 
hardwareman can sell and does sell, 
but mark you, a hardwareman’s toy 
stock is well sprinkled with regular 
hardware articles—tool chests, tool 
cabinets, have always been hardware 
items. Radio sets and all that they 
involve are naturally hardware ar- 
ticles; if radio sets, then electrical 
utilities—lamps, fans, motors, elec- 
tric sewing machines. These suggest 
and easily result in an electrical de- 
partment where percolators, electric 
stoves, toasters and all that go with 
them are carried. These merge 
easily into lines of silver ware, flat 
and hollow, and silver ware leads 
into the many fancy items in white 
metal and plate, which find ready 
sale in the hardware store. With 
them the cutlery line is inseparable, 
and cutlery—where should it be sold 
if not in a hardware store? 
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Razors and accessories, manicure 
sets, scissors and shears are found 
in all hardware stores. Vacuum 
goods, plain and fancy; watches and 
clocks; compasses and pedometers— 
the holiday demand is good for them 
and all their kind. 

Auto accessories are hardware 
sure enough and many of the items 
comprised are very acceptable gifts. 

In sporting goods, there are 
skates, ice and roller, guns, air rifles, 
tackle, golf clubs and balls and 
numerous other things which are 
extensively used for gifts. The hard- 
ware man sells them of course. 

Indeed the hardware man is only 
now awakening to the fact that in 
his regular stock are a host of holi- 
day goods and in the old pre-war days 
his customers had to fairly dig out 
of him the things he had that were 
good for the holidays. Now he is 
putting them to the fore. The show 
windows of the wide-awake hard- 
wareman during the holidays are the 
most attractive to be found any- 
where and they are largely dressed 
with year-around merchandise car- 
ried in his stock. 

Hardwaremen sell their holiday 
goods at reasonable prices but at 
better profits than they usually de- 
rive from the sale of hardware. 
Folks prefer to buy from the hard- 
ware man; he is reliable and when 
they are going to spend their money 
for merchandise of unknown value 
and unknown quality, they like to 
buy from a man they know and 
whose word they can trust, and so 
while there has been a pronounced 
change in the attitude of the retail 
hardware trade of this country 
toward toy business, the idea 
possesses them more strongly today 
than it ever did, and the buying im- 
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pulse has simply become more dis- 
criminating and conservative. 

We have had our fling, says the 
Shapleigh Hardware Co., in the 
toy business; we started in with the 
determination that our line should 
be very complete. We made the mis- 
take perhaps of buying too many 
trivial things which could not be ex- 
pected to find a permanent place in 
any hardware dealer’s stock. As 
good merchandisers, we quickly 
learned such to be the case and 
cleansed our stock by disposing of 
these undesirables. 

Today our stock is a thing of beau- 
ty; our stock is the essence of safety 
from the standpoint of the retailer; 
not a single item have we to offer 
that will prove a sticker on the hands 
of the retailer dealer. The turn-over 
is excellent both from our standpoint 
and from the standpoint of our cus- 
tomers. 

So we are committed to the sale of 
toys. The toy department is now 
just as much a part of our business 
as any other department that we 
have. We find many hardware deal- 
ers who breathe a sigh of relief when 
they face such a display as is in our 
sample room, because they recog- 
nize immediately that they are not 
on the enemy’s ground but they are 
in a place where they can make their 
selections without fear of loading up 
on hard stock. 

Thus we construe it to be our mis- 
sion in the toy business to provide 
for our customers a class of mer- 
chandise which will supplement and 
round out the holiday lines they 
naturally carry in their own stocks, 
and which will serve to stimulate the 
interest of their respective communi- 
ties in what they have to offer the 
holiday trade. 








Use Price Cards in Your Toy Displays 


OYS are no experiment with Morehouse & Wells Co., Decatur, IIl. 


This firm has 


believed in toys for a great number of years and the small children of Decatur be- 
lieve in Morehouse & Wells Co. just the same as they believe in Santa Claus. 
The second floor of this large Illinois hardware store is devoted to household utilities, 
china and toys, the year round. There never has been a division of sales in the account- 
ing department to know in even dollars and cents just what the toy business amounts to 


around holiday time. 


dead stock does not accumulate. 


In commenting on his toy business, Dean L. Johnson said recently : 
price tags in connection with our toy displays. 


It is satisfactory enough, because the goods sell at a profit and 


“We always use 


We have found that they invariably at- 


tract attention to the merchandise shown and that they are potent sales builders.” 
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Art in Window Dressing 


By W. H. Lowe 
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When this story was received from our Chicago Editor it was accompanied by the 
following note: “W.H. Lowe, display manager of the Warren Hardware Co., has 
a lot of real genius for display. He is ‘big time stuff, and I know that he has a 


real future” 
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ID you ever select a magazine 
without a cover from a rack 
of magazines with covers? 

Can you help feeling a bit prejudiced 
against a magazine with an unattrac- 
tive ugly cover? It does not matter 
how rich the contents may be, how 
are you to know about them unless 
the cover is attractive enough to 
make you want to look behind it? 
Does a good story, poorly illustrated 
appeal to you? 

Your show windows are the covers, 
your store the magazine! 

When you go to a magazine stand, 
if you have no particular magazine 
in mind you are attracted first by the 
cover and then by what the cover 
has to say. It usually has some of 
the contents on it. The beautiful 
picture was put there for a purpose 
or purposes I should say. Its first 
purpose is to catch your eye—at- 
tract your attention to IT above all 
the others that are placed in competi- 
tion with it. Once it has your eye 
it tries to please you. Then since it 
has your attention more completely 
now it gives you an inkling of the 
good things inside it; your curiosity, 
interest, desire are aroused. You 
must see the contents. 

You must look behind those covers. 
You have fallen a victim of silent 
salesmanship! 

And your hardware store “ain’t 
nothing different” from the maga- 
zine. I repeat, “Your show windows 
are the covers—your store, the 
magazine.” 

Does your store have attractive 
covers? Is there enough of the con- 
tents given to arouse intense inter- 
est. Do people find that they cannot 


withstand the temptation to look in- 
side—behind the covers? Do your 
windows bring you the same good 
will that beautiful and attractive 
cover designs bring popular maga- 
zines? 

Attractive covers have supported 
and steadied on their legs many tot- 
tering magazines. 

Suppose you are a stranger in a 
strange town, and you want some 
hardware, and you remember having 
passed several hardware stores in 
your ramble about town. You re- 
member one more distinctly than the 
rest. You have a feeling of good will 
toward it. You feel friendly toward 
it although you have never been in- 
side. You remember that you would 
have loved to have seen behind its 
covers, for it had beautiful covers, 
interesting and alluring. You grin 
to yourself and walk away back to 
that hardware store, passing on your 
way many with poor covers, and with 
the grin on your face broadened and 
vour smile friendly, you amble into 
the hardware store with good win- 
dows—attractive covers. 

This is not theory. I have ex- 
perienced this very thing. And as 
window decorator for the Warren 
County Hardware Co., Bowling 
Green, Ky., I have had occasion to 
observe, and I have seen this very 
thing happen. 

I have had men, whom I had never 
seen before, come in the front door 
with grins on their mugs a foot wide, 
all good will and friendliness, after 
a look in our windows, and ask me 
to sell them an automatic cream 
freezer, a camp cot, a sweater, or 
maybe a screw driver. And when I 
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look out front I see a car labeled 
Kalamazoo, and yet—here is this 
big stiff grinning at me with almost 
as much good will and friendliness 
as Charley Ingle, who has been trad- 
ing at the Warren County Hardware 
for eighteen years. 

As James Whitcomb Riley said, 
“In a rapture of delight,” I silently 
pay my respects to our windows— 
our cover designs and scamper off to 
get the man the items he desires. 

Another illustration; last sum- 
mer I noticed a certain major grin- 
ning at one of our windows. It was 
a camp supply window built with 
plenty of human interest in the form 
of a modern camp equipped with the 
things that make people want to go 
camping. 

Now this major was not an ordi- 
nary major. He was big, broad, clean 
shaven, bareheaded—a major of the 
new school. And I was disappointed 
when he did not come in, for the 
interest registered on his’ face 
showed that he wanted to look inside 
—behind the covers. But he went 
his way and I had forgotten about 
him until one day he appeared in the 
front door with that grin of good 
will that I have become accustomed 
to look for, and asked for eight army 
cots, eight stools, six flashlights, 
forty-eight flashlight batteries, three 
pocket knives, four butcher knives, 
twelve dozen razor blades, and when 
he had finished naming the items he 
wished to buy, and had ceased to 
hand me fifty dollar bills, [ was 
diggy! 

And today (such a coincidence), the 
very day this article is being written, 
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is the first time we have heard of 
him since he spent his fifties with 
us. We received a note from him say 
ing, 

“Send me six flashlight bat- 
teries, six bulbs, a twenty gauge 
gun rod, oil, cleaner, grease, 
and a hatchet handle. I am the 
man who bought three hundred 
dollars’ worth of camping goods 
from you last summer. If you 
don’t want to send this stuff, 
go to blazes!” 


and he gave an address one hundred 
miles distant. 

We are filling his order promptly. 

So again I must say that the prob- 
lems of the magazine cover designer 
and the window decorator are the 
same. And I have found magazine 
covers very valuable as sources of 
ideas for windows. When ideas run 
low I have but to visit a book store 
near by and look over their magazine 
rack to find an idea. 

Different magazines apply differ- 
ent means of getting your attention, 
and clinching a sale. Some attract 
vou by sheer beauty. Some by illus- 
trating some intensely human inci- 
dent, as for instance a boy holding a 
dog by the collar while the dog rears 
and lunges at a cat on top of a post, 
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the cat good and angry with ears laid 
back and reaching its paw down 
after the dog. 

The big magazines have lots of 
human interest covers. One I 
remember was of a barefoot boy in 
overalls, sitting on a box and hold- 
ing a squalling baby. One chubby 
fist of the baby’s has a lock of the 
boy’s tangled hair and the other fist 
a hold of the boy’s fishing line while 
the pole is lying by the box and a 
can from which fishing worms are 
escaping. The expression on the 
baby’s face is that of impatient 
anger, the kind that kicks and bucks 
for action, and the boy’s face is a 
masterpiece of disgust, pain, intoler- 
ance and tolerance at the same time, 
sadness, and silent condemnation. 
The picture is tragical, but it made a 
dandy background copied on a large 
cardboard and used in a fishing 
tackle window. It had the power of 
stopping them, and then making 
them grin. 

A show window has as many ways 
of attracting attention as magazine 
covers. have. But I firmly believe that 
the window that will bring your store 
the most good will is the human 
interest window. What I mean by a 
human interest window is a window 
that will make one feel good to look 
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at it—one that will provoke a grin 
and the words, “‘That’s all right, isn’t 
it?” Have you ever stopped to think 
that of all the different kinds of 
windows that are decorated in stores 
trying to sell different lines of mer- 
chandise, a hardware store has the 
most human of all lines? And I 
maintain that a hardware store with 
a good line of hardware and sport- 
ing goods has the greatest oppor- 
tunity of making its windows the 
most attractive in town. Sure, 
hardware is commonplace, but it is 
the commonplace things given an 
air of romance that human interest 
is made of. 

Build an old fireplace. Hang some 
steel traps beside it. Set an axe in 
the corner. Place a hunting coat 
and a gun on a chair, some apples 
and nuts on the hearth. Light an 
imitation fire in the fireplace, and 
try to leave an air of comfort and 
naturalness over it all, then young 
men will dream dreams and old men 
will see visions, and both will carry 
a grin of good will and friendliness 
for your store, and they cannot resist 
coming in to look over the contents 
of your store that has such a promis- 
ing cover, and if they have hardware 
to buy they will know where to lay 
down their money. 








that “everything has a place and should be in its place.” 


I: has been said that a house in good order prospers. 
it is the prime rule of good stock keeping and means quicker sales without wasted 


A GOOD PRACTICE 


time trying to find the merchandise. 
However, there is another angle to the problem. Every hardware dealer knows that 


some lines of goods are more productive certain seasons than at other times. 


That usually makes one think 


There is no question but 


\ 


Now, if 


the space being utilized by seasonal goods is valuable selling space, such seasonal goods 
should be moved back to less expensive places when they cease to pay their rent in the 


best part of the store. 


This is a policy that has been inaugurated by the Phillip Gross Hardware Co., Mil- 


waukee, Wis. 
to the front of the store. 


The sporting goods and fishing tackle stock and display were all moved up 
The cases and shelving were occupied by other lines until the 


spring season of baseball and fishing came on. Then stock and samples were moved back 
and the sporting goods and tackle put in their place. 


The sample boards simply hang on hooks and the stock is right behind them, so there 


is no difficulty in making the move. 
fishing tackle than if the move had not been made. 


merchandise will take its place. 


The space in the front of the store will sell more 
Now when the season is over other 
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Two of Mr. Lowe’s Windows 
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A Splendid Sense of Balance Is Observable in This Window of W. H. Lowe, Display Manager of the Warren 
Hardware Co. Mr. Lowe’s Artistic Ability Is Shown in the “Naturalness” of His Displays 
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Another of Mr. Lowe’s Striking Window Displays Featuring Sporting Goods. Both These Displays Aroused 
Much Interest and Resulted in Noticeably Stimulating the Warner Hardware Co.’s Sale of Sporting Goods. 
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NE of my friends, who is a highbrow, calls me 
() down with the criticism that I have the habit 

of making general deductions from a _ very 
limited personal experience. To this I answer that 
[ have found when one gets right down to tacks that 
almost everybody in business has about the same 
experiences. The only difference between one busi- 
ness man and another is that one man gathers some 
meaning from these experiences while the other 
gathers no suggestions whatever from his daily 
contacts. 

Besides that, it has been my personal experience 
(limited) that some men wish to be so thorough about 
everything they do—they wish to gather together 
such a large number of facts in order to be sure that 
when they are just right and they are so long about 
doing all these things that when they are ready to 
arrive at any conclusion, the time for action has 
passed. 

There are several things at work in life and one 
of these things is the element of time. In other 
words, a quick guess that is half-way true is some- 
times worth more than 100 per cent complete informa- 
tion when it is too late to use the information. Did 
you ever know a man who was always getting ready 
to act? 

I remember once when I was a Sales Manager out 
West, a salesman disappeared into the boss’ private 
office. After a few minutes he came out and took 
a seat at my desk. He twirled his hat in his hands 
and remarked: “Well, I was jes’ ready to do business 
and now the boss has fired me.” “How long have 
you been getting ready?” I inquired. “Two years,” 
he replied. He was absolutely serious. The woods 
are just full of people like him. Some little mer- 
chants have been trying to make up their minds to 
put some changes into effect in their little businesses 
and there is still nothing doing while General Dawes 
has gone over to Europe and laid a plan to help the 
entire world get its business on its feet—and he 
wasn’t a lifetime doing it, either. However, all these 
feeble remarks are the result of the temperature 
being 92 degrees in my office. 

What I am really thinking about is vacations. 
Every time I wrote a salesman in July or August this 
year and dared to put any impertinent questions to 
him about his results, he came back with a letter 
asking how a salesman can sell goods when nine out 
of twelve of his customers are all away on vacations. 
I myself have attempted to put over several rather 
important deals in July and August and I have been 
held up at every turn by vacations. I wished to 
see a leading banker. He was away on his vacation. 
When he got back, another important man to the 
transaction slipped away. Then when I got these 
two corralled, a man whose O.K. was necessary had 
hiked off to the mountains. 

Now I believe in vacations. I think they are fine 
things, especially for the sale of sporting goods, cold 
creams, sunburn lotions, poison ivy cures and oil of 
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citronella for mosquitoes. It is fine to see the stenog- 
raphers stand in the hallways and talk about their 


vacations weeks before they go. It is delightful to 
see them when they return, stand in the same hall- 
ways and tell each other very indiscreetly most of 
the things that happened to them. As I passed one 
group I heard a girl say: “Well, you would hardly 
believe it, but after I went to bed last night, I still 
thought I was motoring. I had just the same feeling 
all night of going up and down hill, and today, you 
know, I can’t even spell straight.” 

Now, Mr. Editor, I want you to be sure to put 
me down as being in favor of vacations. All of us 
need a little break in the monotony of our lives. 
Sometimes a big break is not a bad thing. I might 
even say an explosion sometimes helps! 

Then I happened to pick up the New York “SUN” 
and there was a long editorial about vacations. The 
Editor of this “SUN” was like my friend who at- 
tempts to get all the facts. He was trying to figure 
out what vacations cost this country every year. 
Like all statisticians, he assembled so many figures 
that you actually could not see the forest for the 
number of trees. He got tangled up in his own figures. 

He reminded me of a business man who attempted 
to figure out whether it was cheaper to use pins or 
metal clips in holding papers together. He brought 
a great accumulation of figures to the directors’ meet- 
ing. He had worked for hours on this problem. 
Finally the president of the company asked him: 
“Well, how much do we spend every month for clips 
or pins?” The statistician had to admit he had not 
inquired. The total amount of the purchases of the 
corporation was an item he had overlooked! 

Gee, but it must be hot out on the golf links this 
afternoon. I can just see the sun sizzling on that 
flat, 525-yard hole without the sign of any shade. 
I was out yesterday and I drew a caddie who followed 
right at my heels and talked every second. When 
I missed a three-foot put on the second green, he 
said: “Say, mister, don’t you think I am a good cad- 
die?” I had to bite my tongue not to say just what 
I thought of him, and the whole world in general. 
All I did say was “Assouan.” Several times after 
I also remarked “Assouan.” “Say, mister,” said the 
caddie, “‘what does ‘Assouan’ mean?” “That’s Egyp- 
tian,” I answered. “But what does it mean,” he 
asked. “My boy,” I said, “ ‘Assouan’ is the biggest 
dam in the world. It is on the River Nile in the 
land of Egypt!” 

Oh, yes, this is what I am driving at in this 
“SALES MANAGER?” article. I wish to recommend 
to the Editor of “THE HARDWARE AGE” that we 
organize a hardware vacation time. Instead of 
customers, salesmen and house people all taking vaca- 
tions at any old time and instead of everybody get- 
ting mixed up and wasting thousands and thousands 
of dollars traveling when customers are not at home, 
why not have The National Hardware Association, 


(Continued on page 119) 
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EW retailers realize how much 

the merchandise they sell means 

to the purchaser. Little do they 
know of the joys and the usefulness 
their merchandise produces. On the 
other hand if there are any sorrows, 
not only does the retailer hear 
about them but he often loses a good 
customer. 

Pocket knives of good quality 
produce good customers. Cheap 
cutlery blackens the reputation of 
the man who sells it. Perhaps this 
peculiarity of the consuming public 
in wanting good cutlery is the rea- 
son why the hardware store has not 
only profited but in many cases built 
up a big business—just because 
quality cutlery was emphasized and 
sold. 

But to go back to the pleasure the 





customer receives from quality mer- 
chandise it is only necessary to look 
into the homes that have beén made 
happy with a new washing machine, 
a new stove or one of the thousands 
of other things which make for 
happiness and which are sold regu- 
larly by the hardware dealers backed 
by his reputation as a seller of de- 
pendable and quality merchandise. 
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The Story 
of 
Scheiderer 
and His 


Jack-Knite 
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A thing as small as a pocket knife 
may bring a lot of happiness into 
the world. If it is a good one 
it brings satisfaction to the owner. 
The story of Richard Scheiderer of 
Ulm, Ark., shows how it brought 
him happiness and a reputation. 

Mr. Scheiderer, a young man, 
went to Arkansas from his boyhood 
home in Ohio. He loved the out- 
doors and he was gifted with the 
ability to draw naturally. He did 
not have the opportunity of going to 
an academy of fine arts. The farm 
work had to be done. But he did 
spend his spare moments with maga- 
zines and books; reproducing the 
illustrations until he could form his 
own style and take nature for his 
subjects. He put onto paper the 
scenes of his early boyhood back in 


Cntect why a 
Remington 





Ohio—the sugar camp, the old school 
and the places that he loved. In 
Arkansas he found an abundance of 
wild life and rugged scenery wait- 
ing to be transferred to paper when 
the day’s work was done. 

About four years ago a _ small 
nephew asked for a shovel and his 
obliging uncle decided to whittle one 


(Continued on page 111) 





Some of Mr. 


Scheiderer's wood carvings 
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Information Bureau and Road Maps 
Build California Firm’s 


Y coupling its auto accessories 
department with its sporting 
goods department, and by 
maintaining a free service station, 
a free information bureau, and by 
publishing a road map annually, the 


Accessory Sales 


Kimball-Upson Co., Sacramento, 
Cal., has built up a volume of busi- 
ness in auto accessories and sporting 
goods that is probably unsurpassed 
on the Pacific Coast. 

It is said of this firm, which 
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uses 45,000 sq. ft. of floor space for 
the display and sale of motoring, 
touring, camping and sport equip- 
ment, that it has the most compre- 
hensive variety of outdoor goods in 
the West. It sells auto accessories 
and auto parts of all kinds and main- 
tains a free service station for the 
installation of auto equipment. This 
is, of course, a big feature and at- 
tracts many motorists who, ordi- 
narily, would not venture out of 
their way to go to the Kimball- 
Upson store. When an auto acces- 
sory customer visits the store, he or 
she is always shown through the 
sporting goods department, and a 
hundred and one things are sug- 
gested by both the salesman and by 
the displays on exhibit. 

Many persons also use the free in- 
formation bureau maintained by the 
store. Among the things that the 
information bureau gives out, free 
of charge, to all applicants are road 
and forest reserve maps, the latest 
reports on conditions of the various 
highways, lists of auto camp grounds 
and of leading resorts throughout 
California, besides reliable informa- 
tion on hunting and fishing condi- 
tions throughout the State. The firm 
is also authorized to sell hunting and 
fishing licenses, and it also distrib- 
utes fish and game law booklets and 
license holders free of charge. 

Every year the Kimball-Upson Co. 
publishes a road map, on which are 
shown all roads in the State, and also 
special trip maps. Paved roads are 
shown in red, and dirt or gravel 
roads in black. Mileage charts and 
special information are also given. 
It is said that persons write in for 
these maps from all parts of the 
State. 

On the reverse side of the map, in 
six sections, the Kimball-Upson Co. 
lists the service it renders, fishing 
and hunting equipment, camp equip- 
ment, outing apparel and automobile 
supplies. An idea of the layout may 
be obtained by examining the illus- 
trations accompanying this article. 
An interesting sidelight about the 
map is that it is printed on paper 
that corresponds, as nearly as possi- 
ble, with the color of the State auto 
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licenses for the particular year for 
which it is issued. 

By rendering this type of service 
the business of the firm has grown 
consistently year after year, and the 
firm has won the reputation of being 
“the foremost outdoors outfitters in 
the State.” 

Everything that it is possible to 
do to increase interest in outdoor life 
and in sports of all kinds is done by 
this company. Through its adver- 
tising, through its employment of 
men and women who know not only 
the goods that they sell, but the most 
practical way of using those goods, 
and by means of its radio broadcast- 
ing station, the Kimball-Upson Co. 
has earned for itself a prestige en- 
joyed by few houses in East or West. 
It follows the policy of appealing to 
people’s desires. It not only en- 
courages them to lead outdoor lives 
but it shows them ways and means of 
actually doing what they want to do. 
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“Hit It Where They Ain't” 


OR 


Sell What Others Don't! 


NE of baseball’s old-time stars, 

Willie Keeler, who enjoyed an 

enviable reputation at the bat, 
was asked by a newspaper man one day 
how he explained the fact that he was 
able to make so many hits. 

“Well, I'll tell ya’,” replied Keeler; 
“when I gets up I always takes a look 
around at the infield, and when the ball 
is pitched, I hits it where they ain’t.” 

In a slightly different way that same 
method is used by T. L. Newman, presi- 
dent of the Jones Hardware Co., Green- 
ville, S. C. He sells things other stores 
don’t carry. He has always made it a 
practice to make friends with the kids 
that live around his neighborhood, and 
especially the ones that come into his 
store. Consequently, he is able to sell 
toys all the year round. He puts toys 
in his window to attract the kids, and it 
gets them. His method of buying is 
also different from that followed by a 
good many merchants. He orders in 
small quantities, but buys often. 

But besides cultivating children, so as 
to get them interested in toys, he does 
it so that when a youngster is sent to 
the store by its mother to get a pair 
of shears, the only place that the kid 
thinks about is the Jones Hardware Co. 
That has happened several times, so he 
knows it works. 

But, speaking of toys, the Jones 
Hardware Co. carries a stock year in 
and year out that amounts to $1,200. 


Of course, at Christmas time the 
amount is usually larger. On this stock 
it averages a stock turn of four times 
a year. 

Last year an elderly lady bought a 
doll’s trunk at the Jones Hardware Co. 
for $11. About an hour afterward she 
returned and asked for Mr. Newman. 

“Mr. Newman,” she said, “will you 
take back that trunk that I bought here 
a little while ago?” 

“Certainly, ma’am,” 
“What’s the trouble?” 

She told him that she could get one 
exactly like the one he had sold her for 
$6 at a department store. So he re- 
turned her money. And then he asked 
her to do him the favor of having the 
trunk delivered from the department 
store to his store, because, he said, if 
he was wrong in his prices and in his 
buying he would like to know it, and he 
would appreciate it mightily if she 
would have the trunk delivered to his 
store. Of course, he promised to de- 
liver it to the lady’s residence after- 
ward. 

She consented to do so and to come 
into the Jones Hardware Co. before go- 
ing home that evening to see if there 
was any difference in the two trunks, 
So she did return and immediately saw 
the difference of quality between the 
department store trunk and the hard- 
ware store trunk. She returned the $6 
trunk and bought the one she had 


he __ replied. 


originally taken for $11. Besides that, 
she did all her Christmas shopping at 
the Jones Hardware Co. 

Now if Mr. Newman had let her go, 
and assumed to himself that she was 
just a crank, he would have lost a num- 
ber of sales, because the lady brought 
several of her friends to the store and 
the firm’s Business that year was aug- 
mented simply because of Mr. New- 
man’s ability to take advantage of the 
opportunity that presented itself so 
peculiarly. 

That’s why the Jones Hardware Co. 
is different. It “hits ’em where they 
ain’t,” as Willie Keeler would express it. 

We had occasion a few weeks ago to 
mention the fact that the Jones Hard- 
ware Co. uses small classified ads, 
which has enabled it to materially in- 
crease its sales on all kinds of items. 
This is but one of the many instances 
that could be mentioned to illustrate 
what this firm does to attract interest 
of customers in unusual and novel 
ways. The fact that a thing is un- 
usual or novel does not necessarily 
mean that it is uneffective. The ma- 
jority of people like something that is 
different. That is why so many go out 
of their way to see novel acts on the 
stage or go to see a Babe Ruth in 
preference to a more consistent player. 

The different is always attractive to 
the American people, whether it is on 
the diamond or in a store. 
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In too many hardware stores, says Mr. Frank Mappes, the paint department has been 
permitted to “just grow,” like Topsy. In this article he gives you some valuable and 





specific suggestions which should take your paint department out of the “Topsy” class 


and have a stimulating effect on your paint sales 
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HE slogan, “Save the surface and you save 
all,” of the paint industry has probably 
done more to stimulate the sale of paint 
than any other single thing. Hardware 

stores are credited with getting the largest share of 

this enormous business, so that it is meet to say that 

“Paint in a hardware store is one of the most im- 

portant departments.” 

Little has been done to make the Paint Department 
as convenient and attractive as it should be. It has 
been permitted to “just grow” like Topsy. A little 
thought expended on this very profitable line will re- 
sult in the conviction that improvement in equipment 
and method of arranging the stock of ready mixed 
paint, varnish specialties, etc., is but a short step. 

Do not admit the belief that expensive equipment 
is essential. The reverse rather is true. 

The greatest need is the right plan of sequence in 
placing the stock and the type of shelves, properly 
spaced to hold each size of cans or packages without 
the unsightly gaps and peaks prevailing in stores 
where no definite plan is followed. 

Analysis will show that certain kinds of paints sell 
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more readily than others, so that it would be advan- 
tageous to have the stock of this accessible for quick 
sales. There are some people who advocate showing 
and stocking paint in the front part of the store. It is 
not necessary to say that they have an “axe to grind.” 
Their sole object in life is to sell paint, while we, in 
the hardware business, can only look upon the line > 
as a parent looks upon one of his children, ‘Simply one 
of the family.” Therefore, knowing the nature of the 
child, it is a foregone conclusion that paint belongs 
near the rear of the store where an attractive depart- 
ment will induce people to come for their wants. Some 
very attractive “Booth” arrangements have been pro- 
duced which have made profound impressions, both on 
the buying public and others engaged in the business 
but, in this article, I am going to assume that the 
great majority of hardware stores are limited to space, 
so will be interested in a method more suited to their 
needs. 

In most cases paint is arranged in such manner as 
to make it hard work to get at the smaller items, those 
of which the most frequent sales are made. I do not 
mean to say that the most business is done with the 
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smaller items but do insist that the number of cus- 
tomers calling daily for these smaller articles are so 
numerous that their convenience is essential. It is 
therefore desirable to have such goods close to hand 
so that when a call is made, quick service is possible. 

Too many stocks are arranged with the thought 
that to best suit the purpose, house paint, for instance, 
should be placed in a bin or on a shelf so that all cans 
and pails of the same color or number are together. 
This is one of the fallacies that gives the paint shelves 
their incongruous appearance. To avoid this confus- 
ing irregularity it is only necessary to think in terms 
of sizes rather than specific colors to produce a very 
handsome effect which will attract customers, caus- 
ing them to stop and look so that you can listen to the 
ring of the cash drawer. 
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the ledge, the height of the first shelf should be only 
enough to place a double row of the smallest sized 
cans, as 44 pints in house paint, for instance. There 
may not be a sufficient number of these to take up the 
space equal in length to that of the gallons, so it is 
advisable to start the double row of pints and continue 
until all of them are placed. The second shelf should 
be high enough for a double row of quarts with just 
enough space above to permit finger hold to remove 
the cans. If half gallons are carried, they should be 
placed on the shelf above. Architectural varnishes 
should be stocked up above because the frequency of 
call is limited. 

The gallon pails below the ledge take up more space 
in proportion than the smaller cans above the ledge, 
so that it will be advisable to use the shelves to the 
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A Well Arranged Paint Department 


Every store handling paints necessarily has shelves 
and other equipment that are more or less adequate. 
This equipment can be used as a nucleus for recon- 
struction or remodeling to meet the requirements of 
a properly designed fixture. 

It is no longer necessary to advocate building all 
shelving with a base and counter ledge, so we will 
assume that that is agreed. The base should be about 
five inches from the floor and the counter ledge about 
33 or 34 in. This will be of sufficient height to permit 
placing one shelf between the base and the ledge. The 
depth of the base should be 30 in. The uprights 30 
to 36 in. apart, according to space along the wall. The 
shelves above the ledge should be at least 18 in. deep, 
thus leaving a 12 in. counter shelf or ledge. 

The space below the ledge should be used for gallon 
pails placed two high, starting on the left with white 
followed in numerical order until all the stock is taken 
eare of. If no number is used by the manufacturer, 
sequence on the color card should be followed. Above 


right of the smaller cans of house paint for some fast 
selling specialty such as varnish stains, etc. 

It must be remembered that the quick sellers should 
always be within reach of the man on the floor. Avoid 
ladder climbing for small items. 

When a man comes in for a gallon of varnish or 
shellac, it is all right to get it from above, but when 
a woman wants a 25c. can of varnish stain or stove 
pipe enamel, for heaven’s sake have it handy. Rows of 
the same size cans have the appearance of orderliness 
that is pleasing to see and they are easily kept in good 
order. Even if some gaps appear at irregular inter- 
vals, the regularity of the spaces lend consistency to 
the arrangement. 

Paint manufacturers have done much toward pro- 
ducing sales helps for dealers, but I am very sorry to 
say that most of them are not helps which the money 
spent for them should produce. The greatest objection 
is the lack of uniformity. Color chips and color 


(Continued on page 117) 














of the greatest advertising me- 
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ment are not only guide posts to 
the stranger or new customer but 
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Suggestions for Department 
Signs for the Store Interior 


By Joseph Bertram Jowitt 


will be free from wrinkles. First 
tack the center top and bottom, then 
the ends, then the corners, then pro- 
ceed to tack from right and left 
of center tack, on sides. Tack the 
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about the same space in width are 
grouped as follows: 
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act as a gentle reminder to the old 
customer who is familiar with the 
store layout but had forgotten she 
needed a paint brush until she spied 
the department sign, “BRUSHES.” 

The question of what is the most 
practical kind of a sign to suspend 
over each department is often a puz- 
zling one to the hardware merchant. 
Any kind of a cardboard sign is 
naturally only a temporary one, as 
it will soon warp or curl and when 
it becomes soiled it cannot be 
cleaned. . 

The writer suggests dull-finish or 
“Sanitas” oilcloth tacked on light 
frames (both sides) in the follow- 
ing manner: Cut pieces of oilcloth 
about two inches larger than the 
frame all the way around, then pro- 
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ends next and finish off corners last. 

This Mongrel Roman type is with- 
out exception the easiest alphabet 
for the beginner; the letters are 
composed of thick and thin strokes, 
the thick strokes being about double 
the width of the thin strokes, but 
should they vary a trifle in thickness 
it will not be noticeable. A natural 
and common obstacle that the aver- 
age beginner is almost sure to en- 
counter is to keep their letters from 
leaning to the right or left; this is 
chiefly because they have not ac- 
quired perfect brush control, they 
probably hestitate when making 
downward strokes, hold the brush 
too tight and do not keep the fingers 
far enough down on the brush 
handle. (The thumb and first two 


There is no fixed mathematical 
rule governing the space between 
letters and words, it must be gov- 
erned by approximates, the eye alone 
through experience being the judge. 
All open letters such as VW X Y Z 
and round letters such as C DG O 
Q and S should be spaced more 
closely together than the square let- 
ters EF H MN. About the first 
thing a beginner should consider in 
learning show card writing is the 
necessary tools. While these are few 
and inexpensive, it is very important 
that they should be modern and 
practical. In other words they should 
be the same as in use by expert 
letterers. Nothing but genuine Red 
Sable show card brushes should be 
considered, the hairs of which 
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ceed to letter, using OIL colors. 
Black letters on white oilcloth 
shaded with a light grey color make 
very attractive interior signs. A 
grey stripe around the edge of sign 
will take the place of a molding, 
although a molding is preferable. 

There is a little trick in stretch- 
ing the oil cloth on the frame so it 
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fingers should touch the metal fer- 
rule at all times to insure perfect 
brush control. ) 

The letters V, W, X, Y and Z are 
known as the angle letters; with the 
exception of the letters A and M 
they occupy more space than any 
of the other letters of this alphabet. 
The letters which should occupy 


should be not less than *%-in. in 
length, the width, of course, vary- 
ing according to the size. Red 
Sable hair works the best in water 
colors on account of its resiliency 
and wearing qualities and its tend- 
ency to keep a flat chisel edge after 
it has once been trained. Red 
Sables come in either round or flat 
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ferrules, either will do perfect single 
stroke letters. Nos. 6, 8 and 12 
brushes in round ferrules for all 
small lettering up to three inches 
in height. For larger lettering the 
1%, Y% and %-in. flat single stroke 
brushes are the best. 

One thing which -puzzles the be- 
ginner is the amount of pressure 
necessary to apply to the brush to 
produce the widest and narrowest 











This, of course, has a great 
deal to do with the design of let- 


stroke. 


ters. If the letters are Full Roman 
with very thin and very thick or 
heavily shaded elements, the brush 
must be handled more delicately 
than if this Mongrel Roman type 
were used. 

The general rule for the width of 
letters is 14-in. less than the height. 
A letter two inches in height should 





be one inch and a half in width. 

A systematic plan of practising 
is absolutely essential in order to 
make any kind of progress. Spas- 
modic attempts are really of little 
use until you have the thing “down 
pat.” One-half hour or less every 
day will do more to make you pro- 
ficient at lettering than practising 
all day once a week. 








Everything in Its Place 


By A. Rowden King 


Those who have any doubt about the value of the 
office or store in which the complete routine of every 
worker is fully set forth in a manual should be inter- 
ested in the fact that the New York Police Depart- 
ment thought well enough of the manual idea to 
recently put a deputy chief inspector at work for 
eight months drafting a complete book covering 
every routine task in the department. When pub- 
lished and issued, it consisted of 180 pages. It told 
everything a policeman should know, from what to 
do when he finds a dead body to the arrangement 
of papers on a station house desk. 

The importance of the latter is stressed, in view 
of the fact that departmental shifts often send new 
sets of men to stations and it is desirable that the 
location of every last book and paper be familiar to 


all of them through standardization. 

But, if such standardization is important in a po- 
lice station, what of the retail store, in which there 
may be several shifts of workers every day, due to 
lunch hours, evening hours, and the like? 

The location of various items on the shelves of a 
store should be a matter for strict standardization, 
and that standardization, once established, should be 
understood and held to by every worker concerned 
with it. To save even five seconds per sale through 
quicker location of stocks means a big saving, 
amounting to many minutes in the course of a day 
and to whole days in the course of a year. Take the 
trouble to prepare a store manual and, as an ap- 
pendix to it, diagram the location of every perma- 
nent type of goods on those shelves. 
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By Saunders Norvell 


Conclusion 


of Hardware.” I have attempted in writing 

these articles to make them interesting, enter- 
taining and at the same time, instructive. The reader 
who has followed these articles from week to week 
and the writer have had a long journey together. In 
my first article I quoted from the beloved Robert Louis 
Stevenson where he wrote: 
“To travel hopefully is a better thing than to arrive.” 
I have done my best to make the journey at least a 
cheerful one. 

Now that the task is completed, I realize all of my 
shortcomings. The job could have been done very 
much better but it must be remembered that these 
articles have all been dictated in a very active, busy 
life. They have been written at odd moments—on 
holidays; after business hours; on steamers and in 
foreign lands. 

Our hardware business had prospered. It was now 
approaching the year 1910. Since 1901, year after 
year, we had kept up our pace of increasing our sales 


Noor we come to the last article of “Forty Years 
SS 


one million dollars each year. We had devoted a 
great deal of attention to developing our sales on 
specialties—“Diamond Edge” tools, cutlery, sporting 
goods, enameled ware and other profitable lines. I 
had long been convinced that success in the hardware 
business depended almost entirely, not only upon the 
volume, but upon the character of the sales. We, of 
course, encouraged our salesmen to increase their 
volume because large volume helped carry overhead 
expenses but early and late we impressed them with 
the necessity of selling the right kind of goods. In 
the hardware ‘business, as in every other line, cer- 
tain goods do not pay their board. I mean by this 
that the profit on these goods is so small that they 
are actually carried by the sale of other lines. It 
was always our policy to discourage the sale of these 
unprofitable lines. We realized that our competitors 
had to do some business. We knew many salesmen, 
when not properly trained, pursued the course of 
least resistance. We knew to many houses and many 
salesmen, an order was simply an order, and it did 
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not really make much difference what the order was 
for. Realizing this condition, we decided, just as 
far as possible, to pass this character of business to 
our competitors. If a dealer owed us money and 
happened to fail, it was at least some consolation for 
us to know that he owed us for a profitable line of 
goods. It would certainly have made us very un- 
happy to have him fail when he owed us for goods 
on which we had not made any net profit when we 
sold him. 

Then of course on these profitable goods, our Credit 
Department could afford to take some chances. We 
could afford in some instances even to sell dealers 
who were “perfectly good” but who were proverbially 
slow pay. It is wonderful the things that can be 
done in a business that pays a profit! Of course 
when there is no profit, the business is of no value 
to any one. When there is no profit, nothing can 
be done for house people or salesmen and there is no 
margin on which to do any development work or to 
be generous or even to take what seem to be fair 
business chances. 

In those days when we were building up our busi- 
ness so rapidly, I did not hesitate to write our sales- 
men that they were in the “insurance” business. 
What I meant was that every successful . salesman 
realized that out of his net profits we were spending 
money to develop new territories and put unsuccess- 
ful salesmen on their feet. Our successful salesmen 
understood this. In fact, as I look back, I am sur- 
prised at how frank and straightforward we always 
were in taking our heads of departments and our 
salesmen into our confidence. We told them our plans. 
We showed them how we divided our earnings. We 
published the names of our successful salesmen in all 
the trade papers. We never attempted to run our 
business upon the “vest pocket” idea. Often other 
business men would say to me: “Aren’t you afraid 
that other people will take your best salesmen away 
when you advertise them in this manner?” My only 
answer was that this policy might be dangerous but 
in a practical way it happened that our competitors 
did not take our best men away from us and prob- 
ably the reason was that we were paying our men 
just as much for their services as any other house 
in the country, if not a little more. One thing I 
do know and that is, our salesmen stayed with us 
and I am quite sure that this was not entirely be- 
cause they loved our beautiful blue eyes! 

All of the head men in our business were now out 
of debt. We had paid up all of our bank loans. The 
trusteeship under which I voted the majority of the 
stock had long since been given up. I had been 
working very hard indeed. I had had practically no 
holidays. At times I had a pain in the back cf my 
head. Now and then I had a feeling of dizziness. 
I decided to sell out my stock to my associates and 
to the employees of the company on a long time basis 
and retire from business. By this time I had ac- 
-cumulated enough money so I felt in a measure 
independent. 

On January 1, 1910, I tendered my resignation to 
our directors, to take effect one year later, or on 
January 1, 1911. 

Just to celebrate my farewell to the hardware busi- 
ness and to The Norvell-Shapleigh Hardware Com- 
pany, On January 1, 1911, we declared a full paid 
dividend in Common Stock of $1,000,000. This rep- 
resented our accumulated earnings, beyond our divi- 
dends, for the ten years that I had been the president 
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of the company. Naturally this dividend was re- 
ceived enthusiastically by our stockholders, especiaily 
by those of our employees and salesmen who had 








The Great Combine of 1902. 


[* the chapter of “Forty Years of Hardware” which 
appeared in the August 28th issue of HARDWARE AGE, 
Mr. Norvell referred to “The Great Combine,” an at- 
tempted organization of hardware jobbing interests, back 
in 1902, concerning which there was much rumor and 
speculation. 

Since the publication of the chapter referred to, HARD- 
WARE AGE has received letters from all parts of the coun- 
try, asking for a list of the various jobbers who contem- 
plated taking part in the proposed consolidation. 

We are therefore quoting the following list with head- 
ing, as it appeared in The Iron Age under date of April 
10, 1902. 

PARTIES TO CONSOLIDATION 


As the result of the negotiations which have been pend- 
ing for the past year, the houses whose names are given 
below are now parties to the consolidation. Negotiations 
are still pending with other houses, and it is expected 
that there will be further accessions to the number whose 
interests are thus united. Thé houses now identified with 
the movement are the following: 


Baldwin, Robbins & Co., Boston 

Bigelow & Dowse Company, Boston 

Brown & Wales, Boston 

Fitz, Dana & Co., Boston 

Frye, Phipps & Co., Boston 

Arthur C. Harvey Company, Boston 

Holder & Herrick, Boston 

Cc. S. Mersick & Co., New Haven, Conn. 

Waite, Ranlet & Co., Boston 

Emery-Waterhouse Company, Portland, Maine 

Burhans & Black Company, Syracuse, N. Y 

Albany Hardware & Iron Company, Albany, N. Y. 

Weed & Co., Buffalo 

Barker, Rose & Clinton Company, Elmira 

Supplee Hardware Company, Philadelphia 

Bindley Hardware Company, Pittsburgh 

Wm. Bingham Company, Cleveland 

McIntosh-Huntington Company, Cleveland 

Lockwood-Taylor Hardware Company, Cleveland 

J. M. & L. A. Osborn Company, Cleveland 

Standart Bros., Detroit 

Freeman, Delamater & Co., Detroit 

Morley Bros., Saginaw, Mich. 

Van Camp Hardware & Iron Company, Indianapolis 

Cc. W. Hackett Hardware Company, St. Paul 

Janney, Semple, Hill & Co., Minneapolis 

Marshall-Wells Hardware Company, Duluth 

Simmons Hardware Company, St. Louis 

Richards & Conover Hardware Company, Kansas City 

Geo. Tritch Hardware Company, Denver 

A. M. Holter Hardware Company, Helena, Mont. 

Dunham, Carrigan & Hayden Company, San Francisco 

Pacific Hardware & Steel Company, San Francisco 

Harper & Reynolds Company, Los Angeles 

Union Hardware & Metal Company, Los Angeles 

Seattle Hardware Company, Seattle 

Gray & Dudley Hardware Company, Nashville 

H. G. Lipscomb & Co., Nashville 

A. M. Tenison & Son, Nashville 

Keith, Simmons & Co., Nashville 

Stauffer, Eshelman & Co., New Orleans 

Moore & Handley Hardware Company, 
Birmingham, Ala. 

May & Thomas Hardware Company, Birmingham, Ala. 

Milner & Kettig Company, Birmingham, Ala. 

Mayberry Hardware Company, Birmingham, Ala. 

King Hardware Company, Atlanta, Ga. 

Beck & Gregg Hardware Company, Atlanta, Ga. 

Dinkins & Davidson, Atlanta, Ga. 

Palmer Hardware Company, Savannah, Ga. 

Carlin & Fulton, Baliimore 

George Worthington Company, Cleveland 








bought stock in the early years of our enterprise, 
taking a chance on our success. 

It was decided that it would be better to have me 
retire gradually so my work could be properly dis- 
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tributed and so it would make no disturbance in the 
running of the business. I agreed to remain a director 
of the business for an indefinite time after my retire- 
ment, and, as a matter of fact, I remained a director 
until February, 1913. It was understood that when 
the larger part of my stock holdings was disposed of, 
the name of the business would be changed. When my 
stock was almost all sold, this was done. 

Upon receipt of my resignation, the Board of 
Directors of The Norvell-Shapleigh Hardware Com- 
pany, by their President, Mr. R. W. Shapleigh, were 
good enough to send me the letter copied below, which 
naturally was appreciated: 


St. Louis, Feb. 28, 1913. 
Mr. S.: Norvell, 
.. Saint Louis. 
Dear Mr. Norvell: 


Referring to your letter of Jan. 20th in which 
you tender your resignation as Director of the Nor- 
vell-Shapleigh Hardware Company to take effect at 
our pleasure, I will say that at the Directors’ Meet- 
ing held last night, this letter was read and your 
resignation accepted. 

The Board of Directors have instructed me to 
write you and I am glad to do so. 

You have been associated with the members of 
the Board of Directors in the most intimate manner 
possible for nearly twelve years. During that time 
the contact between you and the other members of 
the Board has been of the closest and most per- 
sonal character—in fact, it is true that the asso- 
ciations of persons in a business way is often times 
more close and intimate than even family relations. 

During these twelve years we have all learned to 
appreciate and to understand your admirable char- 
acteristics of mind, and your marked ability as an 
organizer and a leader. 

During that long period of service together a 
feeling of admiration and friendship has been en- 
gendered. 

The Board desires through this medium to advise 
you that the above are its sentiments toward you, 
that they have appreciated and have been benefited 
by your association and wise counsel in Board Meet- 
ings. 

We all wish you the very largest amount of suc- 
cess and happiness in whatever field your work may 
lie in the future. 

Very sincerely yours, 
(Signed) R. W. SHAPLEIGH, 
President. 

By Order of the Board. 

Before retiring from the hardware business, I had 
been elected to the City Council of St. Louis. I was 
made Chairman of the Public Improvements Commit- 
tee and in these four years I gained quite an insight 
into city government. I could not bring myself to 
be very enthusiastic about politics. For instance, in 
the City Council we had twelve members and a presi- 
dent. I soon discovered that on the majority system 
of voting, seven members ruled the twelve. Then I 
also discovered that in caucus, four members ruled 
the seven. In a word, the City Council of St. Louis 
and, I presume, the city administration of almost 
every other city of the country, is actually run by 
two or three people who devote their entire time and 
attention to the job. 

After my turn in the Council, some of my misguided 
friends insisted upon putting me up as a nominee 
at the primaries for the office of Mayor of St. Louis. 
I had the interesting experience of a political cam- 
paign. It was pleasant to see myself cartooned and 
lampooned in the opposition press. | 

The manager of my campaign was a very agreeable 
gentleman of many years’ political experience, by the 
name of Harry B. Hawes. Mr. Hawes was known 


locally as a political boss. At that period in American 
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history, it was the open hunting season for bosses. 
I remember seeing among others, a cartoon in one 
of the papers in which I was represented with an 
iron collar around my neck. To this collar was at- 
tached a chain and the other end of the chain was 
held by my boss, Harry B. Hawes. 

Now I must say that, notwithstanding all the dis- 
agreeable things that were said about Mr. “Hawes 
in this campaign, I found him a most attractive per- 
son. It was, of course, given out that I had made. 
him all kinds of promises of what I would do for 
the “gang” if I were elected. It is only fair to say for 
Mr. Hawes that throughout the entire campaign he 
never asked me for anything. 

Mr. Hawes has since been elected to Congress from 
St. Louis and, I hear, has made a splendid record. 
I would be very glad indeed to see him go to the 
Senate. 

Oh, I almost forgot to say that my campaign turned 
out disastrously. I was defeated by my opponent. 

The present Mayor of St. Louis, Mr. Kiel, has now 
held that office for three successive terms and I hear 
he has made a most excellent Mayor. 

In the latter part of the year 1910 it occurred to 
me that it would be interesting to own a trade jour- 
nal. There was in St. Louis at that time a hardware 
paper by the name of the Stove and Hardware Re- 
porter. It had been established by Mr. Giles F. Filly 
as a house organ when he was in the stove business. 
It was owned by a printer. As the manager of a 
trade paper, he was not a shining light. 

I remember that after I wrote the article on the 
subject of the catalog houses to the HARDWARE AGE, 
this printer called on me. (It was the first time I 
had ever met him.) He inquired why I had not 
sent this article to the Stove and Hardware Re- 
porter. I really had to laugh. “Why’—TI answered 
—‘“my dear sir, this, I believe, is the first time I 
ever had the pleasure of making your acquaintance, 
notwithstanding the fact that we live in the same 
city. It seems to me it might have been a good idea 
to have occasionally called on the heads of the various 
hardware houses in your own home town.” 

Just before the hardware convention in the fall 
of 1910, he gave me a verbal option on his paper. I 
did not think it necessary to ask him to put it in 
writing. I told him I would give him an answer 
immediately upon my return from this convention. 

After talking over the matter with a number of 
my hardware friends at the convention (especially the 
manufacturers who advertised!), I returned to St. 
Louis and telephoned to the owner of the Stove and 
Hardware Reporter. He was very busy that day. I 
telephoned the next day. He was still busy. Finally 
I told him over the telephone that I wished to buy 
the paper at the price at which he had given me an 
option. He replied over the telephone that he had 
sold the paper to another party. 

That afternoon, Mr. H. H. Roberts, formerly adver- 
tising salesman for The Iron Age, called and 
informed me he had bought the paper. He had 
offered'a higher price. To make a long story short, 
before Mr. Roberts left my office, I bought him out, 
of course paying him more than my option. Mr. 
Roberts became interested in the paper and we 
immediately went to work to organize it. After I 
retired from the hardware business on January l, 
1911, I devoted quite a little time to the building up of 
The Hardware Reporter as we named the paper. 

Allow me to say here that not only all of my old 
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manufacturing friends, but a large number of my 
former jobbing competitors, immediately started 
advertising in The Hardware Reporter. One 
of the first weekly full pages I sold was to Mr. 
Bartlett and Mr. Conover of Messrs. Hibbard, Spencer, 
Bartlett & Company. These gentlemen were always 
my strong supporters in the conduct of this trade 
journal. My work as a trade journalist led to my 
seeing them at frequent intervals. We were often in 
correspondence and I developed a very high. opinion 
of the business sagacity and the splendid characters 
of these two hardware men. Whenever I went to 
Chicago and had interviews with them, of one thing 
I was certain, viz., I would get a prompt and definite 
answer to my proposition—whatever it was. There 
was no procrastination or dilly-dallying about Mr. 
Bartlett or Mr. Conover. They were clean-cut, 
straight-out business men and you soon knew where 
you stood—whether on the inside or the outside of 
your proposition. 

Another advertiser was The Belknap Hardware & 
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Manufacturing Company of Louisville, Kentucky. 
They came with me right in the beginning and con- 
tinued to advertise as long as I ran the paper. Mr. 
Heyburn of this concern is another strong, aggressive 
personality in the hardware business. I never knew 
him as intimately as I did some of the other leading 
hardware men but I was very much impressed with 
his ability the few times we had met. 

There were a number of other jobbing advertisers, 
among them, The Gray & Dudley Company of Nash- 
ville, Tennessee. 

Of course The Shapleigh Hardware Company were 
staunch supporters and right in the beginning, they 
took 52 back covers a year. 

I speak especially of these jobbing advertisers be- 
cause at the time it was something very unusual for 
jobbers to advertise in a national hardware trade 
paper. 

After organizing this trade paper, I spent most of 





Getdiacecires 


(Continued on page 112) 








Years of Hardware.” 


has been written. 


that period. 
He isn’t geared along those lines. 


Norvell lived the life he pictures. 
pioneer of the West. 


Forty Years of Hardware 
In Book Form 


HE Publishers of HARDWARE AGE are pleased to 
announce the publication in Book Form of “Forty 


Norvell’s “Forty Years of Hardware” is a big outstand- 
ing contribution to hardware literature. 
‘Nothing like it can be written again. 


It is an intimate human chronicle of the hardware 
business in its formative period, written by a man who 
was an outstanding figure in the hardware trade during 


Saunders Norvell could not write a dry, statistical book if he tried. 
He is intensely human, and his writings 
reveal simply and naturally the human touch. 


He was a pioneer—a hardware sales 
He rode in stage coaches—lived in boom towns— 
helped to make the history of which he writes. 


He has been a stock boy—traveling salesman—sales manager—presi- 
dent of a nationally known hardware jobbing house. 


In each of these positions he has won signal and merited success. He 


Nothing like it 











is recognized as one of the greatest salesmen, organizers and sales man- 
agers of his time. 


And Norvell can write. He has that happy faculty of telling a story 
well—of painting vivid word pictures of men and events, interspersed with 
narratives, bits of philosophy, and sage, sound advice. 


“Forty Years of Hardware” is not a novel, yet it carries all the inter- 
est, the zest and the punch of a “Best Seller.” It is not a history, yet it 
portrays truthfully the people, the times, the country and the hardware 
problems over a period of forty years. It is not a text book, yet within its 
pages there is almost an education in merchandising. 
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CURRENT NEWS. 








sereere: 


Amer. Fork & Hoe Co. 
Buys Wallingford 
Mfg. Co. 


The American Fork & Hoe Co., 
Cleveland, Ohio, has purchased the 
Wallingford Mfg. Co., Wallingford, 
Vt., and hereafter will manufacture 
the Wallingford line of garden tools 
and implements. John H. Graham & Co., 
113 Chambers Street, New York City, 
will continue as sales agents for the 
Wallingford line. 


An announcement regarding the sale 
issued by the John H. Graham Co. is in 
part as follows: 


“Some time after the disastrous fire 
on March 17 last, which destroyed the 
main part of the Batcheller factory of 
the American Fork & Hoe Co. at Wal- 
lingford, and when the American Fork 
& Hoe Co. was making plans to rebuild 
this plant, the Canadian owners of the 
Wallingford Mfg. Co. opened nego- 
tiations with the American Fork & 
Hoe Co. looking to the sale of their 
plant at Wallingford to the American 
Fork & Hoe Co., to be used in lieu of 
their Batcheller factory. We under- 
stand that negotiations have continued 
ever since that time, but nothing def- 
inite was concluded until a few days 
ago, when an agreement was reached 
by which the plant of the Wallingford 
Mfg. Co. was sold to the American 
Fork & Hoe Co. and will be consider- 
ably improved and extended—in fact, 
will be the main eastern plant of the 
American Fork & Hoe Co.” 





Window Contest Opens 
for Bath Room Fixtures 


A window display contest is being 
held by E. H. Titchener & Co., Bing- 


hamton, N. Y., manufacturers of 
“Bathwhite” fixtures, cabinets and 
stools. Attractive awards are being 


offered by the Titchener company for 
the best display of its line which is 
placed in a dealer’s window during one 
week between Sept. 5 and Oct. 30, 1924. 


The contest is open to any whole- 
sale hardware house, retail hardware 
store, housefurnishing store, depart- 
ment store or plumbing supply houses. 


Awards are as follows: First award, 
$100 cash; second award, $50 cash; 


third award, $25 cash. 


The awards will be made to the 
first, second and third choices after 
entrants submit photographs of their 
gt ies Photographs must be mailed 

ov. 3. 


The judges for this contest are: 
Llew S. Soule, editor of HARDWARE 
AGE, New York City; John S. Norton, 
secretary and sales manager of Ansco 
Photoproducts, Inc., Binghamton, N. 
Y.; Arthur S. Cotins, Moser & Cotins 
Advertising Agency, Utica, N. Y. 

Formal entry must be made by writ- 


ing the home office of E. H. Titchener 
& Co., Binghamton, N. Y. 








Auto Accessories Wholesalers 
to Meet in Atlantic City 


The Seventh Annual Meeting of 
Automotive Accessories Branch of the 
National Hardware Association of the 
United States is to be held at The Shel- 
burne, Atlantic City, N. J., Oct. 13-16, 
inclusive, during the same week as the 
Thirteenth Annual Convention of the 
General Association. A large number 
of wholesalers of hardware will be 
present, as well as department buyers, 
and other wholesalers of automobile 
supplies will be invited, regardless of 
membership in the association. 

Arrangements have been made for 
ample space in the Shelburne Hotel for 
all associate members to display sam- 
ples of their products. 


New Geier Plants Completed 


New factory units of the P. A. Geier 
Co. of Cleveland, which have been 
under construction since last winter, 
are now practically completed and ma- 
chinery is being rapidly installed. The 
additions include a four-story re- 
inforced concrete building 66 by 240 ft. 
in size, with a 66 by 56 wing and a 
two-story addition to part of the old 
building. Manufacturing operations 
in the new space began in August and 
the complete plant is expected to be in 
full operation early in September. 
With these additions the Geier plant 
will have approximately three times 
the floor space previously occupied, 
with proportionate increases in produc- 
tion caacity of Royal electric cleaners, 
vibrators and hair dryers. 


Cincinnati Tool Co. Issues 
New Catalog 


The Cincinnati Tool Co., Norwood, 
Cincinnati, Ohio, has issued a new gen- 
eral catalog covering its varied line of 
Hargrave Quality tools. The booklet 
is being distributed to the hardware 
and factory supply dealers. It is known 
as General Catalog No. 15. 


Navy Day to Be Observed 
Oct. 27 


Navy Day will be observed this year | 
on Monday, Oct. 27, in pursuance of a 
custom established several years ago. | 


“The objects of Navy Day,” said Com- 
mander Marion Eppley, who recently 
arrived in Washington to conduct the 
nation-wide observance of the day. 
“are to pay a tribute to the past and 
present services of the Navy to the 
Nation, and better to acquaint the 
American people with what the Navy 
means to them.” 


Noyes Hardware Co. Sold 


The Noyes Hardware Co., Meadville, 
Pa., has been sold by C. W. Noyes to 
George G. Taylor. 
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Simmons Buying Dept. 
Moves to St. Louis 


This Month 


The entire buying department of the 
Simmons Hardware Co. will be moved 
from New Haven, Conn., to St. Louis, 
Mo., this month and the move is ex- 
pected to be completed shortly after 
Oct. 1, according to Frank G. Drew, 
president of the Winchester Repeating 
Arms Co., New Haven. 

The sales and buying departments 
of the Simmons Hardware Co. were 
moved to New Haven two years ago. 
Rumors have been circulating in the 
trade for some time that the Simmons 
buying department was to be moved 
back to St. Louis, but have only re- 
cently been confirmed officially. Ex- 
ecutive control, however, it is said, will 
remain at New Haven. 


R. W. Keomer Tendered 


Dinner 


R. W. Kramer, sales department, 
Pratt & Lambert, New York, was ten- 
dered a dinner on Aug. 22 in New 
York City by his late associates, who 
also presented him with a fine suitcase 
as a testimonial of their regard and 
best wishes in his new position at Buf- 
falo, where he will be assistant to T. E. 
Murphy, manager of industrial sales. 





Kelly Manager for Zain 


W. T. Kelly, former manager of the 
Winchester store at New Haven, Conn., 
has become sales manager of the Zain 
Advertising Agency, New Haven, 
Conn. 


Magnus Electric Co. to Move 


On Sept. 1 the Magnus Electric Co., 
Inc., 451 Greenwich Street, New York 
City, will move to its recently com- 
pleted factory at 787-797 East 138th 
Street, where it will expand the man- 
ufacture of electrical wiring devices 
and radio products. 





Stratton Plant Rebuilt 


The enameling plant of the Stratton 
Mfg. Co., Stratton, Me., which was de- 
stroyed by fire July 19, has been prac- 
tically rebuilt. The new plant is said 
to be entirely modern and will enable 
‘hn company, it is said, to make quicker 
deliveries. 


_ 


Bissell Xmas Offer Out 


The Bissell Carpet Sweeper Co., 
Grand Rapids, Mich., has issued its spe- 
cial fall Christmas offer to its cus- 
tomers and the trade which shows dis- 
play possibilities in the Bissell line and 
encloses a card to be filled in by the 
dealer requesting display table, show 
card, price cards, folders, newspaper 
cuts and picture show slides and an 
assortment of carpet cleaners and toy 
sweepers. 
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American Firm Holds 
Large Convention 
in Europe 


H. W. Hoover, president of The 
Hoover Co. of North Canton, Ohio; H. 
Earl Hoover, one of the vice-presidents 
of the company; Fowler Manning, di- 
rector of sales; E. C. Marine, head of 
the educational department, and R. C. 
Elliott, in charge of sales personnel, 
are now in England, having attended 
the first European Hoover convention 
held the latter part of August at 
Bushey Heath, a suburb to London. 

The convention was conducted along 
the: lines of the recent fourth interna- 
tional Hoover convention held at North 
Canton, Ohio, last July. It consisted 
of two sections. The first week was for 
the salesmen, to whom a standardized, 
thorough and efficient method of dem- 
onstrating the suction sweeper was pre- 
sented. The second week was for man- 
agers and supervisors, who were in- 
structed in improved methods for hir- 
ing, training and supervising the in- 
creased number of salesmen that will 
be needed to care for the greatly in- 
creased demand that has developed for 
the suction sweeper during the past 
year. This type of convention is a new 
departure in British trade circles and 
European manufacturers and American 
firms doing business abroad watched 
the affair with interest. : 

Suction sweepers are sold in Europe 
on the same plan as in the United 
States and Canada. Dealers are selected 
and are provided with specially 
trained men who sell under the direc- 
tion of local Hoover managers. That 
the Hoover selling methods are sound 
is shown by the fact that suction 
sweeper sales reached a high point of 
1000 machines sold to British house- 
wives during one week this spring. 





OBITUARY 


WittiaAM J. FLEMMING 


William J. Fleming, prominent in 
hardware circles, died at Providence 
Hospital, Detroit, Aug. 20 at the age 
of 44 years. The immediate cause of 
his death was septic pneumonia, which 
developed from a cold contracted some 
months previous. Early in July he 
came to his mother’s home in Detroit 
with the hope of making an early re- 
covery, but his condition became so 
serious that his physician advised 
treatment by specialists, and accord- 
ingly he was removed to Providence 
Hospital. Alarming complications set 
in and in spite of heroic fight by the 
patient, his fine vitality was gradually 
exhausted until its final termination 
was inevitable. 

Mr. Fleming was born and educated 
in Detroit. He was well known as an 
athlete at the University of Detroit 
some years ago. His early training in 
the hardware business was in his home 
city and in 1902 he connected with 





Buhl Sons Co. as order clerk and from 
this position he advanced till he be- 
came an outstanding salesman of the 
house. He covered the territory ad- 
jacent to Grand Rapids and northern 
Indiana from 1909 to 1912. During 
the following seven years he repre- 
sented the William Bingham Co. in 
central Indiana. In the year 1920 he 
returned to Buhl Sons Co. and was 
again assigned the Grand Rapids dis- 
trict. 

Mr. Fleming’s exceptional ability, 
his mastery of detail, and genial per- 
sonality made him one of the most suc- 
cessful salesmen of this district. His 
absolute honesty, warm-heartedness 
and sunny nature won the good will 
and confidence of the trade. In every 
sense he was a gentleman in all his 
dealings and capably represented the 





William J. Fleming 


spirit of Buhl Sons Co. He was held 
in high regard by all. 

Funeral services were held from 
Holy Rosary Church at 9 a. m., Aug. 
23. His family includes his widow, 
his mother, Mrs. Mary Fleming; two 
brothers, the Rev. Fr. Raymond T. 
Fleming of Harbor Beach and Edw. 
A. Fleming, attorney; two sisters, Ger- 
trude and Mary E., both of whom are 
connected with the teaching staff of 
the Board of Education, Detroit. 


W. H. Picking 

Wilford H. Picking, well known 
hardware man of Bucyrus, Ohio, died 
at his residence in that city Aug. 26, 
in the sixty-fourth year of his age. Mr. 
Picking was born at Bucyrus Feb. 27, 
1861, and spent practically all of his 
life in that city. He was associated 
in the hardware business and in the 
manufacture of copper ware with his 
father and brother from early man- 
hood, under the firm name of D. Pick- 
ing & Co. 


Springfield Tool Sells to 


Jobbing Trade 


The Springfield Tool Co.,_ Inc., 
Springfield, Mass., manufacturer of 
braces, hand drills and breast drills, 
is now marketing its line directly to 
the jobbing trade. The company was 
organized in 1919. 





Plan for Interchange 
of Radio Credit 


Information 


The first comprehensive system for 
the interchange of credit information 
in the radio industry has just been 
installed in the central office of the 
Radio Manufacturers’ Association at 
123 West Madison Street, Chicago, 
under the direction of the association’s 
credit committee. This committee is 
composed of Walter H. Trimm, chair- 
man; Donald MacGregor, Theodore 
Sheldon, Ronald Webster, John C. 
Tully and H. E. Wilkins. 

The committee in its report to the 
association which resulted in the in- 
stallation of the system said: 

“We are in a new business. A busi- 
ness growing faster than any industry 
in the country. It is not strange, then, 
that we need a source of credit infor- 
mation not heretofore provided. Our 
business is not confined to one class of 
merchants. We reach the radio jobber, 
the electrical jobber, the hardware job- 
ber, the automotive jobber, the music 
trade jobber and others. For our own 
protection we must have available all 
the credit information we can secure 
regarding all of our customers, no mat- 
ter what their business may be outside 
of radio lines, and your committee be- 
lieves that the only way to secure this 
protection is to interchange credit in- 
formation among ourselves.” 

The committee will actively direct 
the work of the credit bureau and fur- 
ther states that “the plan will be elab- 
orated from time to time just as fast 
and as much as the enlarging member- 
ship of the association réquires.” 


* Ohio News 


R. H. Woodcox, Piqua, Ohio, hard- 
ware merchant, lost his life in July 
when attempting to save two small 
girls from drowning. The accident 
happened at Coldwater, Mich. Mr. 
Woodcox had been a member of the 
Ohio association for many years. 





The Ohio Hardware Exchange for 
August reports the capture of a check 
forger who has been operating on as- 
sociation members in northern Ohio. 
This man caused a loss for Wilcoxen 
Hardware Co., Uhrichsville, but was 
foiled when he attempted to pass a 
good story and a bad check on the 
Thomas Hardware Co., Galion. 





On Aug. 14 the Belknap Hardware 
& Mfg. Co., Louisville, Ky., was host 
to the Indianapolis hardware dealers. 
The entertainment consisted of a visit 
to the plant, lunch at the company 
cafeteria, and an auto tour of the city. 





F. Gay is the new city glass sales- 
man for Century Glass & Paint Co., 
Cleveland, wholesale distributor. 
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Improved Perfection Oil 
Heaters 


Six improvements have recently been 
made to the popular line Perfection 
Oil Heaters made by the Cleveland 
Metal Products Co., Cleveland. These 
improved models will be offered to the 
retailer this fall for the first time. The 





two major improvements, so we are 
told by the manufacturers, are the 
automatic safety catch and the pat- 
ented square floor tray. The others 
are a special leak-proof wick tube—all 
legs and hinges are riveted, not bolted 
—a trouble-proof accurate oil indicator 
and a filler cap that does not leak. 

We understand a new display card 
that fits on the top of each heater, and 
attractive new consumer folders, are 
now ready for distribution. In addi- 
tion to this help, a vigorous advertis- 
ing campaign in many of the leading 
magazines and farm papers will broad- 
east the improvements on Perfection 
Oil Heaters. 


Improved Lionel Scenic 
Railway 


The Lionel Corp., 48 East Twenty- 
first Street, New York City, has re- 
cently placed on the market a new 
Lionel portable scenic railway, which, 
owing to greatly increased facilities 
for production, is offered to retailers 
at a very low price. In fact, the only 
items charged for are the actual ac- 
cessories and miniature houses used in 
the display. The items supplied free 
with the display include a base com- 
pletely wired—three beautifully deco- 
rated mountains and a handsome sky 
background. A feature that will appeal 
greatly to dealers is the fact that the 
scenic display is flexible insofar as the 
mountains can be placed in any desired 
position and the background can be 
moved backward or forward to fit any 
space at the dealer’s disposal. The 
trains can be made to run in and out 
of the mountains and a very realistic 
effect is thus produced. In dealers’ 
windows or placed upon store fixtures 
the effect is beautiful, considering the 
illuminated houses, the automatic rail- 
road devices working without manipula- 
tion or attention and the illuminated 
train dashing around the track. 

This form of display for electric rail- 
ways was originated several years ago 
by Lionel and has been accorded a 
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hearty welcome by the trade. The 1924 
scenic display is superior to previous 
models. The base dimensions are 60 
in. long by 42 in. wide for the “O” 
gage and 90 in. long by 60 in. deep for 
the “Lionel Standard” track. 

Special large metal tunnels, three 
large reproductions of mountains (each 
36 x 18 in.) and two large panels 
representing the skyline (72 x 28 in.) 
complete the scenic effect. The whole 
is light in weight for easy moving and 
minimum shipping expense. 


New Brown & Sharpe Thread 
Tool Gage 


The No. 577 thread tool gages, made 
by Brown & Sharpe Mfg. Co., Provi- 
dence, R. I., make it possible to meas- 
ure or check thread cutting tools from 
a sharp V to a 1-in. flat. Checking 
thread cutting tools with this type of 
gage is exceptionally convenient, as all 
widths of flats within a given angle 
can be obtained. 

The No. 577 gages are made of high 
quality steel and the angles or measur- 
ing surfaces are carefully hardened and 
ground and tested for accuracy. 

The three different gages cover the 
U. S. Standard, Acme Standard and 








Whitworth Standard threads and the 
angles of the measuring surfaces are 
ground to 29, 55 or 60 deg. angles re- 
spectively. To set the gage a plug 
gage or a piece of stock, the widths 
of flat required is inserted in the open- 
ing on the top which corresponds with 
the flat at the top of the angle. 

The range of pitches this single tool 
will cover, taking for example the U. S. 
Standard thread, compared with the 
number of slot gages necessary to cover 





all pitches, makes it a valuable asset 
in the shop because of its versatility, 
and it also lowers the cost of gages 
for checking thread cutting tools ma- 
terially. 
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The gage with the 29-deg. angle can 
be used for checking either 29-deg. 
screw threads or 29-deg. worm threads. 
As the width of flats on worm and 
screw threads are different, one ordi- 
nary slot gage is required to check 29- 
deg. screw thread tools and another to 
check 29-deg. worm thread tools. The 
No. 577 thread tool gage can be set to 
measure or check any thread cutting 
tool for either 29-deg. screw or 29-deg. 
worm thread, thus serving the same 
purpose as two sets of slot gages. 





New Line of Shapleigh Tires 


The Shapleigh Hardware Co., inter- 
national distributors, St. Louis, an- 
nounce that after an exhaustive re- 
search and tests it is now prepared to 
offer the trade automobile tires under 
its own name and brand. The highest 
grade tire is known as the “Shapleigh,” 
and in the line of cord tires only the 
very best materials known are used. 

All sizes, from the smallest to the 
largest, contain a foundation of Egyp- 





tian fiber cord, making a tread of won- 
derful wearing qualities. The fric- 
tional compounds are from the formulas 
of the very best rubber chemists in the 
country, and even the tread design has 
been worked over and over to eliminate 
mechanical imperfections, to prevent 
separation, to give long wear, and at 
the samé time supplying beauty of 
design, making it attractive and an 
easy tire to sell. 





New Catalogs 


New catalogs have been issued by: 

The Cincinnati Tool Co., Norwood, 
Cincinnati, Ohio, mechanics’ tools. 

Dillingham Manufacturing Co., She- 
boygan, Wis., refrigerators, furniture 
and wooden ware specialities. 

The H. B. Ives Co., New Haven, 
Conn., builders’ hardware. 

American Handle Co., 
Ark., handles. 

The F. E. Myers & Bro. Co., Ash- 
land, Ohio, pumps, hay tools, door 
hangers. 

Edison Electric Appliance Co., Inc., 
Chicago, IIl., electrical appliances and 
specialities. 

The Allen Manufacturing Co., Hart- 
ford, Conn., cold drawn products. 


Jonesboro, 
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Iron and Steel Imports Not Affected 
by New Tariff Law 


Fiscal Year Totals Same in 1924 as in 1922—Census 
Returns Show Boom in Production of Bicycles, 


Motorcycles and Phonographs 


WASHINGTON, Sept. 8, 1924. 


HE claim made by the framers of 
the Fordney-McCumber tariff law 
. that the changes made in the iron 
and steel schedules by that statute 
would prove to have very little effect 
upon importations is fully borne out by 
figures now available presenting a com- 
parison between the total importations 
for the fiscal year ending June 30, 1924, 
with those for the corresponding period 
of 1922. Comparison is made between 
these two periods for the reason that 
they represent respectively the first full 
fiscal year under the new law and the 
last under the Underwood-Simmons act. 
The total imports of iron and steel 
products during the fiscal year 1924 
were valued at $27,397,472, as compared 
with $29,660,540 in 1922. Here we have 
a difference much smaller than might 
be expected in the ordinary fluctua- 
tions from year to year under the same 
statute. 


Large Anticipatory Importations 


It is notable in this connection that 
the importations during the fiscal year 
ending June 30, 1923, three months of 
which were under the old law and nine 
months under the new, were valued at 
$39,103,826. It may be assumed—in 
fact, the record shows—that these rela- 
tively large figures were due to imports 
made in anticipation of substantially 
higher rates under the new tariff, some 
of which expectations were not realized. 

It is not possible to give a complete 
picture of the import situation with re- 
spect to the entire iron and _ steel 
schedule for the reason that the classi- 
fication of the Fordney-McCumber act 
was changed in many important re- 
spects as compared with the Under- 
wood-Simmons law. Half a score of 
‘significant items are available, how- 
ever, in comparable form. 

Importations of pig iron in 1924 were 
valued at $3,994,344, as compared with 
$3,263,635 for 1922. All but about 15 
per cent of the pig iron imported in 
1922 was free of duty, while the entire 
importation of 1924 was dutiable. 


Duty Did Not Check Imports 


Scrap iron and steel and tin plate 
scrap to the value of $1,230,377 were 
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imported in 1924, as compared with 
$594,041 in 1922. The imports of 1922 
were free of duty, while those of 1924 
were dutiable. 

.Imports of bar iron in 1924 were 
valued at $371,136, as compared with 
$195,031 in 1922. Bar iron was dutiable 
under both tariff laws. 

Wire rods were imported in 1924 to 
the value of $463,720, as compared with 
$930,238 in 1922. There was a duty on 
wire rods under both laws. 

Imports of sheets and plates in 1924 
were valued at $155,774, as compared 
with $92,719 in 1922. These products 
were duitable under both laws. 

Tin plates, terne, plates and taggers’ 
tin were imported to the value of 
$215,182 in 1924, as compared with 
$256,442 in 1922. These imports were 
negligible compared with the enormous 
domestic production, which has _ un- 
doubtedly been brought about by the 
protective tariff beginning with the 
comparatively high rates imposed by 
the McKinley law in 1890. 


Domestic Production Overshadows Im- 
ports 


The imports of rails for railways 
were valued at $1,143,377 in 1924, as 
compared with $905,208 in 1922. Rails 
were free under the Underwood-Sim- 
mons tariff law, but the duty was re- 
stored by the Fordney-McCumber tariff 
act. The importations under the new 
law, however, have constituted but a 
minor fraction of domestic production. 

Structural shapes and building forms 
imported in 1924 were valued at $1,- 
207,803, as against $247,486 for 1922. 
Both tariff laws levied duties on these 
products, but the relatively larger im- 
ports made in 1924 are believed to be 
due to the purchase abroad of shapes 
for special purposes. 


The increase in the duty on table and 
kitchen hollowware, enameled or 
glazed, by the schedule of the Fordney- 
McCumber tariff act is no doubt re- 
sponsible for the fact that the imports 
of these products in 1924 were valued 
at but $266,819, as against $398,503 for 
1922 under the old tariff. In this item 
also importations have been negligible 
compared with domestic production. 


High Duties on Needles 


The demand for foreign needles of 
special design and workmanship is re- 
flected in the imports in 1924, which 
amounted to $1,468,893, as compared 
with $1,664,890 in 1922. While the new 
tariff law retained hand, sewing and 
darning needles on the free list, other 
classes of needles, which make up the 
bulk of importations, were assessed 
with duties ranging as high as com- 
pound rates equivalent to 65 per cent ad 
valorem. 

Reviewing the foregoing it is obvi- 
ous that while certain rates of the iron 
and steel schedule were heavily ad- 
vanced the average increase was rela- 
tively small and the general effect upon 
our import trade has been unimportant. 
None of the rates have proven pro- 
hibitory, although, as heretofore pointed 
out, the heavy increases made in the 
cutlery schedule have greatly reduced 
importations. 


That Adverse Trade Balance 


The fact that for the first time in 
many months our foreign trade figures 
for July, 1924, show a balance against 
the United States lends an added inter- 
est to an analysis of our imports and 
exports by classes as compared with the 
same month a year ago. 

Imports in July, 1924, amounted to 
$276,819,000, while our exports of do- 
mestic merchandise were valued at but 
$270,697,000. There was thus an ad- 
verse trade balance of $6,122,000, which, 
however, was wiped out by reexports of 
foreign merchandise to an almost iden- 
tical amount. 

Of our total imports in July, 1924, 
32 per cent, or $89,171,000, consisted of 
crude materials for use in manufactur- 
ing. The next largest group was man- 
ufactures ready for consumption con- 
stituting 23 per cent of the total and 
valued at $62,108,000. 

Manufactures for further use in 
manufacturing accounted for 16 per 
cent of the total imports and were 
valued at $45,270,000; foodstuffs, part- 
ly or wholly manufactured, constituted 
15 per cent of the total, being valued 
at $40,389,000; while foodstuffs crude 
and food animals, which made up 14 

(Continued on page 120) 








HARDWARE AGE 





September 11, 1924 





General Market News 





Buying Improvement Continues 


in Wholesale Hardware 
Markets 


ODERATE improvement 
throughout the hardware markets. 


in buying continues 
Future orders 


are being placed by jobbers and retailers in larger 
volume, and a wider variety of items are in demand than 


has been the case for several months. 


No major price 


changes were made during the week. 


Some manufacturers are issuing prices for the spring of 
1925 on seasonable goods, but spring prices have been 
announced slowly this year and jobbers say there is no 
justification for believing that price levels next year will be 
lower than they were in 1924. 


Although current staple orders are fairly numerous, the 
volume is small, and jobbers do not expect any substantial 
increase in general buying until after the election, although 


retail stocks are small. 


eee 


Prices Firmer in Chicago 


_ The general price levels on hardware 
in the Chicago section are more firm 
than last week. There is considerably 
less price cutting and merchandise is 
moving freely at the quoted figures 
and concessions of price to force sales 
or move stocks of goods are not neces- 
sary at this time because the general 
demand is much better. 

The hardware retailer is now buying 
hardware on a fairly low level. Fur- 
ther reductions seem almost impossible 
unless an unforeseen reaction in gen- 
eral conditions occurs. While the gen- 
eral levels are more firm than last 
week, no advances have been announced 
and S of any importance is ex- 


pected. 

The only change reported on the 
prices quoted under the Chicago mar- 
ket was made on turpentine, which de- 
clined one cent per gallon and which 
fluctuates according to the size of 
southern receipts governed by the de- 
mand at a particular time. 


1924 Building Breaks All 
Records 


Building construction for the first 
eight months of this year has reached 
a total of $3,429,000,000, according to 
a review made public by the Indiana 
Limestone Quarrymen’s’ Association, 
Chicago, Ill., based on reports from 
1000 cities and towns. 

“This heavy volume,” says the re- 
port, “virtually confirms predictions 





that 1924 will be the greatest building 
year in the history of the Nation. The 
10 per cent increase over last year’s 
big total, shown at the end of the first 
six months, has been maintained.” 

Demand for building is still wide- 
spread, the review says. 





1925 Continental Prices 
Issued 


New prices for the 1925 season have 
recently been issued by The Continental 
Co., manufacturer of screen doors and 
windows, etc., 1323 Book Building, De- 
troit, Mich., on its Continental Com- 
bination screens and storm doors. The 
new prices show a substantial reduc- 
tion from the prices in effect during 
the past season. 

The company is now quoting com- 
bination doors on the “Unit” system; 
that is, each door is being quoted com- 
plete with both the combination door, 
the screen panel and the storm, panel 
(either glazed or unglazed, as the cus- 
tomer desires). 

The company has recently issued a 
new Combination Door Catalog, in 
which the doors are shown as complete 
units, including the combination door, 
screen panel and storm door. 


Commodity Level Higher 


Another rise in the level of com- 
modity prices was recorded last month 
by Dun’s Index, which on Sept. 1 was 
0.4 per cent higher than on Aug. 1. 
The entire gain was contributed by 
foodstuffs, which advanced 1.6 per cent 
and more than offset declines in the 
clothing, metals and _ miscellaneous 
groups. It is worth while noting that 
the commodity price advance, which 
took place in July, when the index rose 
1.4 per cent, appears to be losing its 
vigor. The number now stands merely 
0.4 per cent over a year ago and 2.7 
per cent over the low point of this 
year. It is, however, 56.3 per cent over 
the pre-war basis. 





Many Prices Changes 
in Boston 


Price changes reported this week are 
more numerous, but for the most part 
of minor importance. Reductions out- 
number advances about two to one. 
Of the more important reductions 
made by jobbers are 10 per cent in 
barbed wire, staples, Thermos jugs 
and jug sets, carafes and carafe sets, 
2% per cent in scissors and shears, 
about 10c. on some lines of prepared 
shingles and 10c. a roll on certain 
roofing surface material, and a slight 
decline on a few Millers Falls Co. 
items. Advances include 10 per cent 
on tackle blocks and horse clippers, 
10c. a roll on one make of slate roofing 
and a slight uplift on Millers Falls Co. 
push drill points. 





New York Sales Better 


Sales in the New York wholesale 
hardware market are improving, al- 
though little attention is being paid to 
futures. No major price changes were 
made during the past week, although 
mop handles were advanced 5 per cent. 
Collections are better and deliveries 
are said to be satisfactory. 

More confidence in the future, job- 
bers believe, will be necessary before 
any large amount of buying is likely 
to develop. Retail stocks are small. 





Upward Price Tendency 
in Cincinnati 


The tendency of prices is upward, 
according to market observers, but no 
actual changes have been made as yet. 
Stocks, on the whole, are in good shape 
though some jobbers still report an 
acute scarcity of the smaller sizes of 
tires and tubes. With the advent of 
cooler weather, however, it is expected 
that manufacturers will soon catch up 
with schedules and be able to fill the 
demand. | 


1925 Prices Issued 
in Pittsburgh 


Business in the Pittsburgh market 
continues quiet, a condition which may 
be explained on the ground that the 
price schedules for 1925 are appearing 
rather slowly. New prices for farm- 
ing tools are now out and while the 
price changes are numerous, they are 
both upward and downward, the aver- 
age remaining close to that of 1924. 
The new scythe prices recently issued 
show very little departure from the 
1924 levels. Speaking generally, the 
1925 prices which have been issued so 
far have failed to justify the feeling 
on the part of certain retailers that 
next year’s price levers would be lower. 
Extensive home construction in, Pitts- 
burgh is expected to have a stimulat- 
ing effect on the hardware business. 
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Increase in Ordering in Chicago— 


Retail Stocks Are Small 


(Chicago office of HARDWARE AGE) 
HE hardware business in this section showed a very 
good gain, especially after Labor Day. The accumu- 
lation of orders during the three day vacation was 
very heavy and despite the fact that business would 
have been heavy under these conditions the orders were 
not only larger than usual but demanded prompt ship- 
ments. 

It is the general opinion that retail stocks are not 
large. Orders for merchandise indicate that goods are 
needed without undue shipping delays. Jobbers are find- 
ing it advantageous to keep their stocks very complete 
so that these wants can be satisfied promptly. 

There is not much enthusiasm on future orders for 
spring goods. This is due no doubt to the continued 
quiet price situation although the general levels have 
become more firm since farm product prices have reached 
a higher level. It was felt that one of the reasons for the 
poor business from the agricultural sections was due to 
the large spread between manufactured merchandise and 


AUTOMOBILE ACCESS ORIES.— 


old copper and dull brass finish, $3.66 
per doz. pair; 4 x 4 steel butts, old 


farm products. It is now felt that any advances of great 
importance in manufactured products would again bring 
about the curtailment of orders due to the wide spread 
between the two and would destroy the gain business has 
been making in the past few weeks. 

As far as is known at this time, the market is without 
any undue advancing tendencies. The only cloud on the 
horizon, as far as this section is concerned, is the likeli- 
hood of early frost because the corn was planted very 
late due to wet weather. Two or three weeks more of 
good weather will relieve this situation and insure a 
heavy yield which will sell at a better price than was 
anticipated when the crop was planted. 

Fall future shipments are being made rapidly. They 
are not as heavy as in some years when prospects for 
higher prices were more in evidence than when these 
orders were taken. This means a very good business for 
wholesalers on fall goods when the season actually arrives 
if the current demand can be taken as an indication of 
future business. 


FILES.—tThe sales volume is satisfac- 


Tourist trade is doing much to hold up copper and dull brass finish, $4.92 per tory. 
che antes. A og Bog Bay y *y 9 We quote from jobbers’ stocks, 


sets, case lots, 
keyed, front door sets, $1.90 per set; 
wrought brass bit-keyed front door 
sets, $3.25 per set; cylinder front door 
sets, $7.50 per set. 


CHAIN.—AIll chains are selling in bet- 


We quote from jobbers’ stocks, 
f.o.b. Chicago 

Spark Plugs. —pieeert. 50c. each; 
Regular, 58c. each; Champion X, 45c. 
each, ots of 100. 41c. oy Champion 
Blue Box line, 53c. each C. Titan, 
58c. each; lots of 100, 56. yo & A. Cc. 
Special Ford, 44c, each. 

Spot Lights.— Anderson No. 3280, 


ter volume. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: %-in. proof coil chain, 


f.o.b. Chicago: American files, 60-10 
per cent off list; Nicholson files, 50 
per cent off list! Disston files, 50-10 
per cent off list; Black Diamond files, 
40-10-5 per cent off list. 


FRUIT PRESSES AND CIDER 
MILLS.—This is the active season on 
cider mills and sales should be brisk 





$6.50 each; Stewart, $5.67 each. -: 


8.50 r 100 Ib.; Tenso coil chains, 
ach. —E. A. Electric (Ford), $4 vee) De 
ea 


00-10 per cent off list; No. 00-4% 
electric welded cow ties, $2.75 per We quote from jobbers’ stocks, 
ae. SF ya 
‘ -qt., ° eaen; -qt., . ; 
Ajax, No. 6, 90c. each: National COPPER RIVETS AND BURRS.—Lo- = 12%, $575 each, fnterprise, No. 6 
cal prices are steady, although the gen- $5.50 each; No. 12, $7.30 each; Junior, 


Standard No. 21 1, $1.20 0 each. 
Pumps.—Rose, 1%4-in. cylinder, $1.55 . : $10 each; Medium, $13 each; Senior, 

ann %-in. cy $ eral market is quite firm. is auch: Gen tnoee. O00 cach. 

We quote from jobbers’ stocks, 


Cider Milts.—Junior, $21.75 each; 
f.o.b. Chicago: Copper rivets and Medium, $25.50 each; Senior, $38 
burrs, 40-10 per cent discount. 


during the next thirty days. 


Chains.—Non-skid, dozen pair lots, 
33% per cent discount; 50 pair lots, 
40 per cent discount. 

Tires and Tubes.—30 x 3% over- 
size cord tires, $10.45 each; regular 
cord, $8 each; gray inner tubes, 30 
x 3%, $1.20 each; red inner tubes, 
30 x 3%, $1.50 each. 


AXES.—Fall sales are brisk, but lower 


or grades are in heaviest demand. 


qu uote from jobbers’ stocks, 
oe Chicago: First quality single 
bitted unhandled axes, 3 to 4-lb., $14 
doz. base; double bitted, $19 doz. 
base; good quality black unhandled 
axes, same weight, single bitted, $13 
doz. base; single bitted handled axes, 


each; Self Feed, $16 each. 


EAVES TROUGH AND CONDUCTOR GALVANIZED AND TIN WARE.— 
PIPE.—Fall business is very good. Price cutting has been eliminated, and 
Lower price levels and a wet season prompt delivery of pails especially is a 
have helped sales. consideration. 


We quote from jobbers’ stocks, 
Py I wee lap joint PP ig p, ~ rally A ot hl —— 
gutter, 5-in., $4.50 per we ft.; Cor- nized after made water pails, not 
rugated conductor pipe, 3-in., $4.85 made of galvanized sheets with seams 
er 100 ft.; Plain ridge roll, 1%-in., cemented, 8-qt., $1.95 doz.; 10-qt 
3.80 per 100 ft.; Corrugated conduc- 2.20 doz.; 12-qt., $2.40 doz.; 14-at., 
tor elbows, 3-in., -» $1.36 doz. Ss Ro : No. 2 Bae nae _— 
» 96. z.; No. 2, $7. 0z.; No. 3, 
$15 to $22 per doz., according to qual- CHANDISE.—A strong possibility of 6.50 doz.; ign -bu doz.; 5-gal. 
y and grade of ha e. . * galvanized o cans, galvanized breast, 
- de of handl an advance in price of rubber covered age nized . Ivanized b 
BOLTS AND NUTS.—-Bolt makers are wire. One manufacturer has already 
holding firmly to their new quotations, advanced prices. Local prices are un- GARDEN HOSE AND LAWN SPRIN- 
with some talk of another advance. changed. KLERS.—The season, as a whole, was 
Local prices are unchanged. We quote iintien Gatiteaeaih ditmmatie not unusually heavy, but stocks were 


We quote from jobbers’ stocks, f.o.b. Ch eerie Es ss pretty well cleaned up. Salesmen will 
.0.b. cago: Carriage bolts, cu ectrica erchandise. — No. start selling for spring in a short time. 
thread, 50-5 per cent discount; small rubber covered wire, $7.25 per 1000 B a short time 
ae _— ye Send. —— ft. i $14.50 ft. gg oS — eg 
per cen scount; machine bolts, cu cor per n . i G h ’ 
thread, 50-10-5 per cent discount; lots, $13.75; %-in. brush brass key quality molded cans gm some 
small machine bolts, rolled thread, sockets, 20c, each; two-way plugs, per ft.; %-in , 130. per ft.; 3-p 
60-5 per cent discount; all stove 60c. each; in lots ‘of 10, 52c each; powell ot wrapped ¥%- in., 10c. per ft.; 
bolts, 75-5 per cent discount; lag one-piece attachment plugs, 12c. ¥%-in., 12c.. per ft. te ply, g00d _aual- 
screws, 60-5 per cent discount. each; two-piece attachment plugs, ity, wrapped, %- 12 ft.; 
12c, each; dry cells, boxes of 50, %-in., 14e. per ft.; ge viy, ‘good quale 





oe 
x 


5 from jobbers’ stocks, 
PP ig 


BUILDERS’ HARDWARE.—Prices are 30%c. each; less than case lots, 34c. i Y,- 
. pg % ty, ‘wrapped, %-in., 9c. Tees 
= to firm up a little. om, %-in., le. Bs ao Lawn ‘Sprinklers, 
Radio Supplies.—Radio B batteries Rain King, ¢ tnd Original Fountain 
uote from jobbers’ stocks, No. 766, $1.40 each; No. 767, $2.62 s pinikler. doz.; Rainbow, 38-in. 
a icago: 3% x 3% steel butts, each. , $24 ase. 
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GLASS AND PUTTY. — Sales have 
been stimulated due to recent price re- 
ductions and the seasona! demand. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Single strength A, 
25-in. bracket, 88 per cent discount; 
single strength A, 34 to 40-in. 
bracket, 86 per cent discount; single 
strength A, all other brackets, 85 per 
cent discount; double strength A, all 
sizes, 86 per cent discount. Putty— 
Pure grades, $3.75 per 100 Ib.; 
mercial, $3.40 per 100 Ib. 


HATCHETS.—Popular priced grades 
continue to lead the sales. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality hatchets, 


com- 


No. 2. gshingling, $11.20 doz.; first 
quality hatchets, No. 2 broad, $14.45 
doz.; medium quality hatchets, No. 


2 shingling, $7.25 doz.; medium qual- 
ity hatchets, No. 2, broad, $10.50 doz. 
HANDLES, HAMMERS.—The demand 
has shown some improvement, due to 
the fact that hammer prices are 20 to 

25 per cent below 1923 prices. 

We quote from jobbers’ stocks, 
f.o-b. Chicago: First quality, 16-oz. 
naii hammers, $10.50 doz.; first qual- 
ity, 16 oz. machinists’ hammers, $7.85 
doz. Medium quality, 16-0z. nail 
hammers, $6 doz. 

HANDLES, TOOL.—Prices are holding 


firm, with a good demand. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 
Axe Handles.—No. 1 hickory, $4 


doz.; No. 2, $3 doz.; second growth 
hickory, $5 doz.; finest selected sec- 
ond growth hickory, $6 doz. 

Hatchet and Hammer Handies.— 
No. 1, 90c. doz.; finest second growth 
hickory, $1.50 doz. 


HANDLES, AGRICULTURAL. — The 
volume of sales is very good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Hay Fork Handles. — Straight, 
chucked and bored, best grade, 4%- 
ft., $4.50 doz.; 5- “.. $5.50 doz.; XX 
4,-ft., $4 doz.: 5-{t., $4.80 doz.: x 
41%4-ft., $2.40 doz.; 5-ft., $2.80 doz. 


Hay Fork Handies.—Bent, chucked 
and bored, best grade with strap, 


ferrule and cap, 4%-ft., $7.50 doz.; 
5-ft., $8.50 doz.; XX bent, with strap, 
ferrule and cap, 4-ft., $5.50 doz.; 4%- 


t., $5.75 doz.; XX bent, 4%-ft., $4.50 
(dloz.; 5-ft., $5.50 doz.; x bent, 4% -ft., 
$3 doz.; 5-ft., $3.40 doz. 

Manure Fork Handles.—Bent, 
grade, 4-ft., $4.75 doz.; 4%-ft., 
doz.; XX bent, 4-ft., $4.15 doz.; 
ft., $4.40 doz.; X bent, 4-ft., 
doz. 4%-ft., $2.95 doz. 

Garden Hoe Handies.—XxX 4%-ft., 
$3.45 doz.; X 4%-ft., $2.40 doz. 

Garden Rake Handiles.—XX 51,-ft., 
$5.25 doz.; X 5%-ft., $3.25 doz. 

Shovel Handles.—Regular pattern, 
XX 4%-ft., $5.90 doz.; X 4%-ft., $3.90 
doz.; D- handle, best grade, $7.95 doz. ; 
X grade, $6 doz. 

Spade Handies.— D-handle, best 
grade, $7.75 doz.; X grade, $6 doz. 


HINGES.—Sales are said to be heavy. 
We quote from jobbers’ _ stocks, 
f.o.b. Chicago: Heavy strap hinges, 
in bundles, 4-in., $1. +f H-in., $1.7 
6-in., $2.12; 8-in., $3.5 loci, "$6.43 
per doz. pairs; extra heavy = et 


best 
$5.10 
4%- 
$2.60; 


in bundles, 4-in., $1.90; 5-in., as 
6-in.. $2.52; 8-in., $4.30; 10- in., $6. 3 
per doz. pairs. 

LAWN MOWERS AND GRASS 


CATCHERS.—Some interest in future 


orders in this line is now being mani- 
fested. Although the new prices are 
lower than for the past season, deal- 
ers have not yet decided upon the size 
of their orders for spring delivery. 
We quote from 
f.o.b. Chicago: 
Lawn Mowers.—16-in., ball bearing, 
5-knife, ll-in. wheels, $12.35 each; 
16-in., ball bearing, 4-kKnife, 10%-in. 


wheels, $10 each; 16-in. plain bearing, 
4-knife, 10%-in. wheels, $8.45 each; 


jobbers’ stocks, 
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16-in. ball bearing, 4-knife, 9-in. 
wheels, $8.85 each; 16-in. plain bear- 
ing, 4-knife, 9-in. wheels, $7.35 each; 
16-in. ball aring, 4-knife, 8-in. 
wheels, $8 each; 16-in. plain bearing, 
3-knife, 8-in. wheels, $5.85 each. 

Grass Catchers.—Galvanized  bot- 
tom, for 14 to 16-in. mowers, full 
packages, $8.80 doz.; galvanized bot- 
tom, for 18 to 21-in. mowers, full 
packages, $9.60 doz.; plain bottom, 
canvas, for 18 to 21-in. mowers, $7.60 
doz.; plain bottom canvas, for 12 to 
16-in. mowers, $5.90 doz. 


NAILS.—The demand for nails con- 
tinues steady. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common wire nails, 
$3.55 per keg base; cement coated, 
$2.80 per keg base. The extra for 
galvanized nails is now $2.25 for 1-in. 
-— longer; $2.50 for shorter than 
-in. 


OIL STOVES.—Sales were slow in 
starting, but have shown satisfactory 
improvement, although the season as a 
whole has not been exceptionally heavy. 
Fall sales are good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Old line New Perfec- 
tion 2-burner stoves, $17 each list: 
3-burner, $22 each list; 4-burner, $28 
each list; new Improved New Perfec- 
tion 2-burner, $22 each list; 3-burner, 
$28.50 each list; 4-burner, $35 each 
list; Superfex 2-burner, $36 each list; 
3-burner, $45 each list; 4-burner, 
$58.50 each list. All subject to 30 per 
cent discount. Lots of ten or more 
are subject to 30-5 per cent discount. 


PAINTS AND OILS.—Turpentine de- 
clined 1c. per gallon; denatured alcohol 
advanced 2c. per gallon. 


We quote 
f.o.b. Chicago: 
Linseed Oil.—Raw, barrel lots, 


from jobbers’ stocks, 


$1.20 


per gal; 5-barrel lots, $1.15 per gal. 

Linseed Oil.—Boiled, barrel lots, 
— per gal.; 5-barrel lots, $1.17 per 
gal. 

ene engmamneedii ae satiias lots, $1.03 per 
gal. 

Denatured Alcohol.—Barrel lots, 
57e. per gal. 

White Lead.—100-Ilb. kegs, $14.75: 
D0-lb. kegs, $7.65; 25-lb. kegs, $3.90; 
12%-lb. kegs, $2. 


Dry Paste.—Barrel lots, 6c. per Ib. 

Shellac—(4-lb. goods), white, $3.50 
per gal.: orange, $3.25 per gal. 

English Venetian Red—-In barrels, 
$3.50 to $6.75 per 100 Ib. 


PYREX WARE.—Fall sales are very 


good. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: , 

Bread Pans.—No. 212, $7.20 doz.: 
No. 214, $12 doz. 

Casseroles. — Round, No. 167, $12 
doz.: No. 168, $14 doz.;: No. 183, $12 
doz.; No. 184, $14 doz. 

Casseroles.—Oval, No. 193, $12 doz.: 


No. 197, $14 doz. 
Pie Plates.—No. 202, $6 doz.; No. 
203, $7.20 doz.; No. 209, $7.20 doz. 
Tea Pots.—2-cup, $20 doz.; 4-cup, 
$24 doz.; 6-cup, $28 doz. 
Utility Pans.—No. 231, $8 doz.; 
232, $14 doz. 
ROOFING AND PAPER.—tThe active 
sales continue. Red rosin sheathing is 
stronger, and the recent decline may 
soon be cancelled. 


We quote 


No. 


from jobbers’ stocks, 
f.o.b. Chicago: Best grade slate sur- 
faced prepared roofing, $1.95 per 
square; best talc surfaced, $2.35 per 
square; medium tale surfaced, $1.65 
per square; light talc surfaced, 95c. 
per square; red rosin sheathing, $55 


per ton. 
ROPE.—A very good demand con- 
tinues. Prices are holding firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 1 Manila, stand- 
ard brands, 17% to 19'%c. per lIb.: No. 
2 Manila, 16% to 181'4c. per Ib.: No. 
1 sisal, 14% to 16%c. per Ib.; No. 2 
sisal, 13% to 15%c. per Ib. 
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SASH CORD.—The demand is fair. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 7 standard brands, 
$10.55 per doz. hanks; No. 8, $12.10 
per doz. nks. 


SASH PULLEYS.—Sales continue fair 
and about on a level with last year. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common sash pulleys, 
50c. doz.; barrels, 54c. doz.; Common 
Sense, 2-in., 60c. doz.; barrels, 54c. 
— No. 105, 52c. doz.; barrels, 48c. 
OZ. 


SCREWS.—Prices, while believed to be 
at the low point, are firm. 


Rg quote from jobbers’ stocks, 
b. Chicago: Flat head, bright 
sorewn. 80-5 per cent new list; round 
head blued, 78-5 per cent new list; 
flat head brass, 76-5 per cent new 
list; round head brass, 74-5 per cent 
a list; japanned, 74-5 per cent new 
ist 


SLEDGES AND WEDGES.—Prices 
are holding up and the demand is good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Striking or black- 
smiths’ sledges, 5-lb. and heavier, 
10c. per lb.; common wood choppers’ 
wedges, 7c. per Ib. 


SOLDER AND BABBITT METAL.— 
The demand is holding steady at the re- 
cent advance. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Warranted, 50-50 
solder, $36 per 100 Ib.; medium. 45-55 
solder, v4 per 100 Ib.; tinners’ 40-60 
solder, $34 per 100 ib.; high speed 
babbitt metal, $20 per 100 Ib.; stand- 
ard No. 4 babbitt metal, $12 per 100 Ib. 


STEEL SHEETS.—Local prices are 
very low and demand continues fair. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 28-gage galvanized 
sheets, $5.60 per 100 Ib.; 28-gage 


black sheets, $4.50 per 100 Ib. 
STOVE PIPE, ETC.—-Fall shipments 
are going out rapidly. Prices are un- 
changed, but firmer. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Best full gage pipe, 
30 gage, 13c.; 28 gage, 15c.; 26 gage, 
17c. per joint. Corrugated elbows, 
30 gage, $1.35; 28 gage, $1.50 doz. 
Galvanized coal hods, 17-in., $5 doz. 


WIRE GOODS.—Improved demand is to 
be noted in all districts, but is particu- 
larly noteworthy in Texas, Louisiana, 
Alabama and some parts of Arkansas, 
where farmers have cashed in on their 
crops. The call for barbed wire is pick- 
ing up. Fence buying is improving, but 
not as rapidly as was expected for this 
period. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 8 black annealed 
wire, $3.45 per 100 lb.; No. 9 gal- 
vanized plain wire, $3.90 per 100 Ib.: 
catch weight spool gmnage cat- 
tle or hog wire, $4.25 per 100 Ib. ; 
80-rod spool ma EBL ml hog wire, 
$3.67 per spool. Polished nae staples, 
$4 per 100 Ib.; 12-mesh black wire 
cloth, $2.10 per 100 sq. ft.; 12-mesh 
galvanized wire cloth, $2. 45 per 100 

ft.; 14-mesh bronze wire cloth, 
36 20 per 100 sq. ft.; eatvamnes be- 
fore poultry netting, 45-10 per cent 
discount; galvanized after poultry 
netting, 45 per cent discount. 


_WRENCHES.—Only a fair volume of 


sales is reported. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Agricultural wrenches, 
60 per cent off list: Coes wrenches, 
40-10 per cent off list; engineers’ 
wrenches, 25 per cent off list; knife- 
handle wrenches, 40-10 per cent off 
list; Stillson, 70 per ae » list; 
Trimo, 65-10 per cent off 1 

Snap-On Wrenches. mt "50, Radio 
and electrical set, $4; No. 101 Master 
Service set, $15. 25: No. 202, Heavy 
Duty set, $8.80; No. 303, Ford Master 
Service set, $14. 85; No. 404, Universal 
Socket set, $7; No. 505B, Screw Driver 
set, $3.40; 'No. 900 set square sockets, 


$3. 70. All Snap-On Wrenches less 40 
per 


cent. 
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Cincinnati Looks for Good Sept. Business 
—Price Tendency Generally Upward 


(Cincinnati office of HARDWARE AGE) 

HE first few days of September witnessed quite a 

fair amount of buying by dealers, and as a result, 
confidence is expressed in the trade that business 

this fall will be up to that of last year. 
noticeable, however, the tendency toward buying only 
what is actually needed to take care of immediate orders. 
Stocks in dealers’ hands are unquestionably low, and it 
may be that it will be a few weeks yet before any large 


buying for fall and winter develops. 


In some quarters it is expected that 
at all, it will be upward. In fact, some careful observers 


ALARM CLOCKS.—Demand fair, 
prices steady, and stocks fairly well as- 
sorted. 


AXES.—Some future orders being 
placed, but buying on the whole rather 
light. No price changes made or con- 
templated at present. 


AUTOMOBILE ACCESSORIES.—Sep- 
tember opened up nicely and indica- 
tions point to continuation of good busi- 
ness. Smaller sizes of tires and tubes 
extremely hard to get. Prices steady, 
and no changes of importance re- 
ported. 


We quote from Cincinnati jobbers 
stocks: Luggage carriers, $1.10 each; 
in lots of six, $1.05 each. 

, ‘ spark plugs, in lots of 10, 
58ce. each; in lots of 100, 56c. each. 

Delta spotlights, No. 24, $2 each; in 
lots of 12, $1.80 each; No. 20, $2.85 
each; in lots of 12, $2. 65 each. 

Seat covers for Fords: Touring, $6 
set; coupe, $4.15 set; roadster, $3.70 
set; sedan, $7.75 set. 


’ 


ae commercial fenders, $2.75 
pair. 
Denatured alcohol, 52c. gal., with 


charge of $6 for drum. 
Raybestos brake lining, cut lengths, 
50 off; full roll, 60 off. 


BOLTS AND NUTS.—Demand improv- 
ing, stocks in good shape, and prices 
fairly steady. 


We quote from Cincinnati jobbers’ 
stocks: Machine bolts, large, 50 and 
10 off; small, 50, 10 and 10 off; car- 
riage bolts, large, 50 and 10 off; small, 
45 and 10 off; stove bolts, 70 and 10 


off; semi-finished units, . and 
smaller, 75 off; large sizes, 65 off. 
BUILDERS’ HARDWARE. — August 


good month, and September opened up 
in an encouraging way. Stocks ade- 
quate, prices steady. 


BALE TIES.—Movement good, stocks 
in fair shape, and prices unchanged. 


We quote from Cincinnati jobbers’ 
stocks: Single loop bale ties, 8% ft. 
15-ga., $1.45 bundle; 9 ft. 15-ga., $1.54; 


914 ft. 15-ga., $1.60; 9 ft. 14-ga., 1.75: 
oT 14-ga., $1.85; 10 ft. 14-ga., 
97. 


EAVES TROUGH AND CONDUCTOR 
PIPE.—Sales continue active, with 
prices steady and stocks in fair shape. 


We quote from Cincinnati jobbers’ 
stocks: 28-gage, 5-in. eaves trough, 
$4.50 per 100 ft.; 28-gage, 3-in. corru- 
gated conductor pipe, $4.65 per 100 
ft.; 3-in. corrugated conductor el- 
bows, $1.51 per doz. 


ELECTRICAL GOODS.—Jobbers and 
dealers report demand improving as re- 
sult of recent electrical exhibition. 


There is still year’s. 


and tubes. 


if prices change 
Collections still 


Stocks in good shape, prices firm and 
future demands good. 


FILES.—Slight improvement in de- 
mand. Adequate stocks and firm 
prices. 


We quote from Cincinnati jobbers’ 
stocks: Disston files, 60 and 10 off; 
Northwestern and Silver King, 65 off. 

FRUIT PRESSES.—Demand § steady, 


stocks in good shape and prices firm. 


GALVANIZED WARE.—Coal hods 
moving in good shape. Other items 
show rather light interest. Stocks fair 


and prices unchanged. 

We quote from Cincinnati jobbers’ 
stocks: Galvanized pails, 10- -qt., $2.40 
per doz.; 12- at., 2.70 per doz.; 14- qt., 
$3 per doz.; 16- -qt., $3.60 per doz.; 
galvanized tubs, No. 1, $6.80 per doz.; 


HAMMERS AND HATCHETS.—De- 
mand keen, stocks adequate and prices 
firm. 


We quote from Cincinnati jobbers’ 
stocks: Hatchets No. 2961, $11.20 doz., 
hammers, No. 81, $10.50 doz. ; Boy 
Scout axes, $11.50 doz. 


HANDLES (AGRICULTURAL).—De- 
mand from farming districts consid- 
erably improved and sales are satis- 
factory. Prices strong and_ stocks 


ample. 


We quote from Cincinnati ss 
stocks: Hay fork handles, 5% 
straight, $3.35 doz.; 6 ft. straight, 
$4.35 doz.; 7 ft. straight, $6.50 doz.; 
ft. bent, $3. 35 doz.; 6% ft. bent, $3. 95 
doz.; 6 ft. a $5 doz. ; Long manure 
forks, 92.85 doz.; D- shovel handles, 
$6 doz.; D-shape handles, $5.85 doz. 


IRON AND STEEL.—August was best 
month for some time, and indications 
point to more activity in September. 


Stocks good and prices steady. 


We quote from Cincinnati jobbers’ 
stocks: Iron and steel bars, 3.30c.; 
plates and shapes, 3.40c.; hoops. 
4.35¢e.; bands, 3.95c.;; cold-rolled 
rounds, 4.05c.; cold-rolled flats, 
squares and hexagons, 4.55c. 

LANTERNS.—Fall orders beginning to 
come in in more volume and indications 
point to satisfactory amount of busi- 
ness. Stocks in good shape and prices 
steady. 

We quote from Cincinnati jobbers’ 
stocks: Supreme No. 210, $7.75 doz.; 
Supreme, No. $12.75 doz.; 
Midget vehicle lantern, Re lens, iron 
clamp, enameled, B. E. lens, $17 doz.; 
167 Supreme, $12.75 doz.; 100 Supreme 
Electric, $15 doz.; Monarch, $18 doz.;: 
Monarch, ruby glow, $10 doz.; ; D-Lite, 


$13 doz.; Little Wizard, $3. 50 doz.; 
Blizzard. 0. 2, $13 doz.; Blizzard, 
brass font ae top, $18 doz. ; Buck - 


eye Dash, 4 doz.; Railraod, "No. 39, 


$15 doz. 


see a tendency in that direction at the present time. There 
has, however, not been any changes of consequence made 
during the past few weeks. 
received today would seem to be almost the same as last 


A new price on steel goods, 


Stocks on the whole are in good shape, though jobbers 
still report an acute scarcity of the smaller sizes of tires 
With cooler weather impending, however, it 
is expected that manufacturers will soon catch up with 
schedules, and be able to fill the demand. 


are uniformly good. 


NAILS.—Demand for wire nails con- 
sistent and prices unchanged. Stocks 
ample for current requirements. 


We quote from Cincinnati jobbers’ 
stocks: Common wire nails, $3.30 per 
keg, base; cement coated nails, $3 per 
keg. 


OIL STOVES.—Recent cool weather 
set up a demand for oil stoves and sales 
have picked up considerably. Prices 
steady and stocks good. 


PAINTS AND OILS.—Demand picked 
up considerably the past few days, and 
fall business expected to be good. 
Prices unchanged and steady. 


We quote from Cincinnati jobbers’ 
stocks Ready mixed house paints, 
$2.90 per gal.; turpentine in single 
barrels, 85c. gal.; linseed oil, single 
barrels, $1.06 gal.; white and red lead, 
12%-lb. kegs, 15c. per Ib. 


RADIO SUPPLIES.—Steady improve- 
ment noted in demand, and from now 
on heavy sales expected. Stocks in fair 
shape and prices steady 

ROOFING PAPER.—Demand fairly 
consistent, stocks adequate and prices 
unchanged but steady. 

We quote from Cincinnati jobbers’ 


stocks: Standard brand, Meh, $1.00; 
medium, $1.25; heavy, $1.50; Hold- 
fast brand, light, $1.50; pe 


$1.75; hdéavy, $2.10: slate surface roof- 
ing, $2. 


SASH WEIGHTS. — Fair demand, 
stocks adequate and prices unchanged. 
We quote from Cincinnati jobbers’ 


stocks: Cast iron sash weights, $2.15 
per 100 lb . 


SHEETS.—Demand for roofing sheets 
particularly good. Stocks in good 
shape and prices unchanged. 

We quote from Cincinnati jobbers’ 
stocks: No. 10 blue annealed sheets, 
3.90c.; 28-gage black sheets, 4.60c.; 
28- -gage galvanized sheets, 5. 75c. 


STEEL GOODS.—New prices received, 
and indicate prices will be the same as 
last year’s. Demand fair, with stocks 
in good shape. 
WRENCHES.—Fair demand, 
ample, and prices strengthening. 


We quote from Cincinnati jobbers’ 
stocks: Agricultural wrenches, 60 
off; Coes wrenches, 40 and 10 off: 
Stillson and Trimo, 70 off: Snap- 
On Wrenches, No. 50 radio and elec- 
trical set, $4; No. 101, Master Ser- 
vice Set, $ ; No. 202, heavy duty 
set, $8. 80; No. 303, Ford master ser- 
vice set, $14. 85; No. 404, flexible sock- 


stocks 


et set, 38. 75: No. 505B, scréw driver 
blades, $3.40; No. set, square 
socket, $3.70. All Snap-On Wrenches 


less 40 per cent, f.o.b. Pittsburgh. 
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Retail Buying Light in New Kingland— 
August Sales of Shelf Hardware Good 


(Boston office of HARDWARE AGE) 


ENERALLY speaking, the average New England 

retail hardware dealer is getting a fair return on 

the money invested in merchandise. But he is 
somewhat off the beaten track of the seasonable rotation 
of stock. He is not, generally, interested in futures. This 
fact is so apparent that a large percentage of the job- 
bing house salesmen out on the road are frank to admit 
they are making only half-hearted efforts to corral or- 
ders for future requirements. Reasons advanced for this 
lack of interest on the part of the retail merchant are 
many. The most common are—crops in this part of the 
country were two weeks or more late and we therefore 
are overlapping into September; New England indus- 
trially, although more busily engaged than a month back, 
is a long way from active; most everybody is waiting to 
see how election straws blow. 

There are other reasons advanced for business condi- 
tions in the hardware field. Cotton goods are not being 
bought as freely as anticipated, and the woolen goods de- 
mand is disappointingly slow, consequently New England 
mill towns are still hard hit. Shoe towns are better em- 
ployed than heretofore, yet there is no real stability in the 
boot and shoe industry. Other sorts of manufacturers 


are beginning to feel more optimistic, yet, on the other 
hand, there is no optimism. Money, on the eve of election, 
is growing more costly to borrow and bankers are scru- 
tinizing credits and collateral more closely. People, in- 
cluding retail hardware dealers, are not paying bills as 
promptly as they might. 

And yet, shelf hardware jobbers did more business last 
month than they did in the like month last year, and 
September is starting off encouragingly. Possibly the 
retail dealer has been waiting to see what hardware 
manufacturers would do in the matter of prices this 
month. So far, price changes announced are of compara- 
tively little consequence, and jobbers have no intimation 
that the future price situation is likely to be disturbing. 
It also may be true that retail stocks, in a general way, 
are larger than the jobbing trade realizes. Jobbers admit 
that the variety of goods being billed out each week is 
not as extensive as it was a year ago, and that possibly 
the retail dealer’s turnover is likewise confined to a com- 
paratively few items. Mill supply jobbers and heavy 
hardware jobbers are doing only a fair business, which 
is the best that can be said about these branches of the 


hardware industry. 








ABRASIVES.—This heing a season of 
the year when jobbers make a special 
effort to sell abrasives there naturally 
is a freer movement out of wholesale 
stocks. It is believed, however, buying 
in volume will not get under way for 
another week or two. 


We quote from Boston jobbers’ 
stocks: 

Emery Wheels.—Aluminox, 65 per 
cent discount; barbolite vitrified, 50 
per cent discount; elastic and alumi- 
nox Carbolite, 50 per cent discount. 
Pike line, 40 per cent discount. 

AXES.—Billings for future delivery 
continue to be reported by the jobbers 
here, yet there is no snap to business. 
Retail stocks, it is quite generally con- 
ceded, are small, and the fact that an- 
thracite coal will be just as expensive 
as last year, or more so, might indicate 
people will burn a lot of wood this win- 
ter. If they do there should be a siza- 
ble tonnage of axes go into consump- 


tion. 
We quote from Boston jobbers’ 
ks 


stocks: 
Axes.—Single bit, $14.50 per doz. 
With han- 


base; double bit, $19.50. 
dles, single bit, $18.75 per doz. 


BARBED WIRE.—Jobbers have made 
a general reduction in barbed wire of 
approximately 10 per cent, which is but 
a reflection of an adjustment in most 
wire mill products. The trend of 
barbed wire prices has been downward 


since June last. 
as quote from Boston jobbers’ 
stoc 

Barbed Wire.—From store, two-ply, 
80-rod reels, $3.68 per reel net base. 
From factory, 80-rod reels, four-point, 
in car lots, $3.09; in less than car lots, 
.30; two-ply twisted, in car lots, 
68; in less than car lots, $2.76. 
Catch ee weight reels, in car lots, $3.55; 
than car lots, $3.80; two-ply 

rodeeen ‘the same. 


BATTERIES.—With the old folks in- 
terested in the political campaign ad- 
dresses over the radio, and with young 
America back on the school job and 
also interested in radio, there is a bet- 
ter movement of radio batteries out of 
stock. In addition, jobbers are getting 
orders for delivery later in this month 
and in October as well. 

A quote from Boston jobbers’ 


stoc 
Batteries.—Columbia line, apastes, 


in lots of 50, $30.22 net; per 100, in 
lots of less than 50, $35. 22. Hot Shot, 
No. 1461-M, in less than barrel lots, 
$1.76 each; in barrel lots, 

1562-M, in ‘less than barrel lots, $2. 08; 
Varrel lot, $1.98; No. 1662-M, in less 
oon barrel lots, $2.44; barrel lots, 


BLOCKS.—Common tackle blocks in a 
jobbing way are now quite generally 
40 and 10 per cent discount, or 10 per 
cent higher than heretofore. 


BOTTLES.—Although business is not 
brisk, both retail and wholesale dealer 
are selling sufficiently more bottles than 
they were a month ago to be quite en- 
couraged. A hot cup of coffee, tea or 
milk during the noon hour on a brisk 
fall day is one of the biggest assets of 
the workingman. A vacuum bottle is 
just the thing for him. 


We ‘quote from Boston jobbers’ 
stocks: 
Bottles.—Vacuu 
& ax line, No. "31, 0 6 ‘each 44 
22, $2.75; tr 70, $1.85: No. 71, 
$1" 95: No. 72, $2.96 No. 81, $2. 75; No. 
2 $4: No. 191, $2.35; No. 192, $3.60. 
Dteseunt 25 and 10 per cent. 
= —No. 00, 95c. onth list; No. 
$1; No. 2, $1. 60. Discount 25 and 
10 per cent. 


CHURNS.—Although there 
butter in storage in this country than 
ever before, the retail price remains 
high, consequently people owning a cow 


is more 


will make more butter for home con- 
sumption than they did last year, espe- 
cially as they can get a mighty good 
price for their milk. Churns ought to 
sell well this fall and winter. 

bf quote from Boston jobbers’ 


st 
Hand Churns.—Glass, 2- Pa $14 a 
doz net; 3-qt., $17.75; 4-qt., $23. 
Metal, 1-gal., $2. 30 each net; 3-gal., 
$2.75; 3-gal., $3.50; 4-gal., $4. 25; 6- 
gal., $5.25. 
CLIPPERS.—Prices on horse clipping 
machines handled by local jobbers have 
been advanced 10 per cent both by man- 
ufacturer and wholesaler. Clipper 
prices otherwise remain unchanged. 

We quote from Boston jobbers’ 
stocks: 

Toilet Clippers.—Khedive, 90c. ea 
Plymouth, No. 00, $1.10; No. 0, $1.20: 
Mayflower, No. 00, 1.25: No. 0, 1.25; 
Success, No. 1, $1. 50; No. 

No. 00, + 88; Capital, No. 1, $2. 35; 
No. 00, $2. 

Horse Clip ers.—No. 1, $14 each 

itok; No. 9, $24. Discount 83% per 


ELECTRICAL GOODS.—The A. C. Gil- 
bert Co., New Haven, Conn., electrical 
products, is out with a new list, the 
principal change in which is a reduction 
of a ventilator from a retail value of 
$7.50 to $4.98. 

FILES.—Some improvement in _ the 
movement of files out of jobbers’ stocks 
is reported. Current orders embrace 
all sizes from the smallest to the larg- 
est, but small amounts of each size are 
being taken by the individual buyer. 


We quote from Boston jobbers’ 
stocks: 

Files.—Nicholson, 50 per cent dis- 
count; Arcade, American, etc., 60 and 
10 per cent discount; hand cut, 7% 
per cent discount. 


FOOD CHOPPERS.—The premature 
knocking of apples from trees by high 


Reading matter continued on page 94 
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McKinney’s advertising is 
designed, first, to increase 
your builder’s hardware 
business. Second, to make 
the home-builder more’ 
thoroughly appreciate the 
service you are rendering 
when you recommend 
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winds has somewhat hastened the 
mincemeat making season, which may 
possibly explain the slightly better call 
for food choppers. 


We _ quote from Boston jobbers’ 


stocks 

Food Choppers.—Russell & Erwin 
line, No. 1, $27 per doz. list; No. 2, 
$33: No. 3, $42. Discount, 25 and 10 
per cent. —. line, No. 323, 
$3.25 each list; No. 331, $5; No. 333, 
$5.50; No. 304, $8.75; No. 344, $14. 
Discount, 25 and 10 per cent. 

Parts.—Universal line, body, $1 to 


$2.25 each list; feed screw, 50c. to 
$1.30; cutters, 25c. to 30c. each; 
cranks (complete), 50c. to 60c.; clamp 
screws, 45c.; thumb nuts, 20c.; handle 
= 10c. Discount, 25 and 10 per 
cent. 


HEATERS.—tThe heater business is 
picking up, not very fast, to be sure, 
but there are indications it will come 
ahead good quite shortly. Retail deal- 
ers did a good business last year, con- 
sequently carried over almost no stock. 


We quote from Boston jobbers’ 
stocks: 

Heaters.—Universal line, No. E9953, 
plain standard, 12-in. bowl, $6.38 each 
net; No. E9955, fluted, 12-in. bowl, 
$7.13; No. E9954, plain, 14-in. bowl, 
$7.88; tilting reflector, 10-in. bowl, in 
assortment only, No. 1 assortment, 
three heaters, one each royal blue, 
mahogany red, sage green, $10.50 per 
assortment; No. 2, three heaters, one 
$10.50 old rose, ivory, French gray, 


KEGS.—Cider making season is on, due 
to the premature apple drop. Kegs are 
selling better. Jobbers’ stocks getting 
down somewhat and chances are they 
will not reorder extensively this season. 
We quote from Boston jobbers’ 


stocks: 

Cider Kegs. —5-gal., $1.45 each net; 
10-gal., $2; 15-gal., $2.25; 20-gal., 
$2.50: 25- gal., $2.85; 30- gal., $3.15, and 
50-gal., $4.25. 


LETTER BOXES.—Letter boxes are, 
perhaps, selling a little better. Retail 
business appears somewhat more active 
than wholesale, however. 


We quote from Boston jobbers’ 
stocks: 

Letter Boxes.—Corbin line, No. 2477, 
$8 per doz. net; No. 2406, $8.65; No. 


2416, $12; No. 2418, $12: No. 2, $14.50; 
No. 4, $18; No. 2437, $5.40. Hessler 


rural delivery, $11 per doz. net. 


MILLERS FALLS GOODS.—The Mill- 
ers Falls Co., Millers Falls, Mass., has 
made a very slight reduction in some 
numbers of auto jacks, gearing scrapers, 
coping saw blades, polishing heads, rim 
wrenches and valve grinders, and an up- 
ward revision in push drill points. 
NAILS.—Wire nails in factory ship- 
ment lots have been reduced 5c. a keg. 
The local jobbing prices remain as here- 
tofore. 


We quote from Boston jobbers’ 
stocks: 
Nails.—Wire, $3.85 per keg, base, 


from store; from mill in less than 
carload lots, $3.10 per keg base, and 
in carload lots, $2.85 per keg base, 
f.o.b. Pittsburgh. Galvanized wire 
nails, 1-in. and longer, add $2.50 per 
keg; shorter than 1-in., $2.75: cut 
nails, from store, $4.15 per keg base; 
hardened steel, $8.10; direct ship- 
ments from mill, car lots, $3.50, less 
than car lots, $3.65, f.o.b. Pittsburgh; 
Tremont, in less than car lots, $3.85: 
hardened steel, $7.60 f.o.b. Wareham, 
Mass.; galvanized, ¥ sty ri blag and 
smaller, $6.3 f.o factory base; 
larger, $7. 05: jon store, 4-penny- 
weight and smaller, $6.80 base: 
larger, $7.55: cement coated nails 
from mill, in less than carloads, $3.75 
per keg base; in carloads, $3.45; hard 
steel nails, from store, $8.10 per keg 
base; from factorv, $7.60: blued 3- 
pennyweight, light sterilized lath, 
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$2.05 per keg. Galvanized roofing 
nails, %-in. head, $8.10 to $8.70 per 
keg net. 


POULTRY SUPPLIES.-—As noted pre- 
viously, the demand for incubators and 
brooders is quite satisfactory. Fancy 
eggs are in short supply all over the 
country and prices to the consumer are 
high. It is not to be wondered at that 
poultry supplies are wanted by the re- 
tail trade. 


We quote from Boston jobbers’ 
stocks: 
incubators.—Buckeye line, oil and 
ee heater, No. 1, $26.25 each, net; 
2, 1.15: No. 3, $40.43; No. 4, 
$47, 60; No. 5, $74.90; No. 14, $11.55; 
No. 16, $19.25; No. 17, $25.73. Queen 
line, style K, No. 70 egg capacity, 
$16.50 each; No. 21, 120 eggs, $27.50: 
No. 22, 220 eggs, $36.75; No. 1, 85 
eggs, $27.50; No. 2, 135 eggs, $37.50: 
$44.50; No. 4, 275 
400 eggs, $68: No. 
No. 35, 800 eggs, 


600 eggs, $103: 
Dis- 


$132; No. 45, 1000 eggs, $157. 
count, 30 per cent. 
Brooders.—Buckeye No. 
18, $15.05 each net; No. $18. 55; 
oil burner, No. 20, $8.23; No. 21, 
$10.85; No. 22. $13.30; No. 25, coal 
burner, $21: No. 27A, oil burner, 
$12.25; No. 28A, $14; No. 29A, $15.75; 
Queen line, No. 1, 600 chick capacity, 
$21.50 each; No. 2, 1200 chick capac- 
ity, $26.50. Discount 30 per cent. 


PYREX OVEN WARE.—Bookings for 
immediate and future pyrex oven ware 
requirements are in order. While some 
jobbers say the fall season is opening 
slowly, others are fairly encouraged 
over the business outlook. Demand, 
collectively, probably is as good as 
could be expected. 
We quote from Boston jobbers’ 
Pyrex oven ware stocks: 
Ne ge oe No. 100, 
$1.67 each; No. 101, 2-qt., "$1. 33; 
No 102, 1%-qt., $1.17; No. 103, 1-at., 
$1; No. 104, %- -at., 67c. Round, shal- 
ow, No. 112, 1- -qt., $1; No. 113, i 
1.17. Oval, shallow, No. 18 3, 
1-qt., $1; No. 184, 1%-qat., $1.17; No. 
185, 2-at., $1.33; oval, No. 193, 1-at., 
$1; No. 197, 1%-at., 


$1.17: No. 194, Q- 
qt., $1.83; No. 190, 3-qt., $2. Square, 
No. 110, $1. 33 e 


ach. 
Pudding Dishes. —Round, deep, No. 


line, coal, 


120, 2%-qt., 93c.; No. 121, 2-qt., 80c.: 
No. 122, 1%- -qt., 67c.; No. 123, 1-qt.. 
57c.; No. 124, 1-qt., 40c. Round 
shallow, No. 132, 1-qt., 57¢c.; No. 155 
rat. 67c.; No. 18B, 1-qt., 57c. 

No. 184B, 11%4-at., 67c.; No. 185B, 2- 
at., 80c.. Oval, deep, No. 193B. 1-qt., 
57c.; No. 197B, 1-qt., 67c. Round, 
standard, No. 463, ¥4 -qt.. 40c.: No. 
464, 1-at., 57c.; No. 465, 1%-qt., §7c.; 
No. 466, ats 80c. Square, No. 800B, 
1%-qt., 83c. 

Bread Pans. —Oblong, No. 212, 60c.; 
No. 214, $1. 

Cake Dishes.—Round, shallow, No. 
220, 50¢e.; No. 221, 50c.; Square, No. 
809. 67c.: No. 810, $1. 

Pie Plates.—No. 202, 50c.; No. 203, 
60c.; No. 206, 33c.: No. 207, 40c.; No 
208, 50c.: No. 209, 60c.; No. 210, 67c.: 


No. 211, 73c. 
Custard Cups.—Round, No. 422. 6- 


0z., 17¢c.; No. 423, 4-0z., 13c.: French 
pattern. No. 424, 4-o0z., 13c.; No. 426, 
6-0z., 17c. 
Ramakins.—Round, No. 432, 3%- 
oz., 10c.; No. 442, 4-02z., 13c. 
ROOFING MATERIAL.—Super Jap- 


roid 12%-in. strip shingles heretofore 
$7.25 are now $7, and 10-in. stock 


marked down from $6.35 to $6. Lock 


top shingles have dropped from $5.25 to 
$5; straight slate surface roofing has 
advanced from $3.40 to $3.50, while 
Japroid plain slate, standard stock, has 
dropped from $2.40 to $2.30 on red, 
green and blueblack and from $2.65 to 
$2.55 on weather brown. 


We quote from Boston jobbers’ 
stocks: 

Roofing Paper.—Japroid line, slate 
surface, imprinted, $3.50 per roll; 
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plain standard, $2.30 and $2.55; 
Leader, . ¥P (35 lb.), $1. a medium 
(45 Ib.), $2. heavy (55 Sete 65; 


Rockroid, fight, $1.05; me Bay 
heavy, $1. 0. 

Shingles.—Japroid line, lock top, $5 
per square; super giant, 12%-in., $9; 
individual, $6.25; super strip, $7; 
strip, 10-in., $6. 

Paper.—Bermico sheathing, $85 a 
ton; Japroid sheathing, $67.50; tarred 
felt, larger rolls, $64.50 a ton; smaller, 

0 a ton. 

Roof Coating ge liquid, 
— and red, 5-gal., $3.40 per gal.; 
l1-gal., $3.50; plastic roof cement, 5- 
gal., 32c. list; 1l-gal., 35c. Discount 
331% per cent. 


Roof Coating. als," Bl black, in 


drums or barrels, $1 per gal. net; 


; in 5-gal. lots, $1.27; 
$1. 34. Other colors cost consid- 


erably more. 

Roof Cement.—Plastic, black, in _ 
lb. lots, $12.67 per 100 Ib.; in 25-1 
sote, $12.74; in 10-lb. lots, $14; in 5. 

lots, $14.67; in 1-lb. lots, $16.67. 
Other colors cost more 

Primers.—In 1-gal. lots, $1; in 5- 
gal. lots, 94c. a gal.; in 10- gal. lots, 
84c. a gal. 

Roofing Cement.—In 1-lb. cans, 32 
to the case, 15c. per lb. net; in 3-IDb. 
cans, 12 to the case, 13c.; in 5-Ib. 
cans, 12 to the case, 12c. 


SHEARS.—At least some of the manu- 
facturers of japanned and _ nickeled 
shears and scissors have made a slight 
reduction in prices—approximately 2% 
per cent—and jobbers have made simi- 
lar changes in their quotations. 
SHEET ZINC.—New prices were re- 
cently issued on sheet zine by jobbers 
as follows: 


We quote 
stocks: 
Sheet Zinc.—In 300-lb. casks, $11.35 
per 100 lb.; in 200-lb. casks, $11.60; in 
100-Ib. casks, ie 85; in less than 100- 
lb. casks, $12.35 
STAPLES.—Along with the downward 
adjustment in wire nails and barbed 
wire, there has been a cutting of prices 
on staples amounting to about 10 per 


cent. 


from Boston jobbers’ 


We quote from Boston jobbers’ 
stocks: 
Staples.—Galvanized fence, from 


stock, $3.85 per keg; from factory, in 
car lots, $3.55 per 100 lb.; in less than 
car lots, $3.80 f.o.b. Pittsburgh. Poul- 
try wire staples, from store, in full 
kegs, $6.70 per keg; from factory, car 
lots, $5.10 per 100 Ib.  f.o.b. itts- 
burgh; in less than car lots, $5.10. 
STOVES.—Air tight stoves are still 
among the most active lines of mer- 
chandise being purchased for future de- 
livery. Indications are more of them 
will be used this season than last, which, 
it will be recalled, was a remarkable 


year. 
We quote from Boston jobbers’ 
stocks: 
Cook Stoves.—Oil, 1-burner, $9.50 
each list; 2-burners, $17.35; 3-burn- 


ers, $22: 4-burners, $28. Discounts, 30 
per cent; in lots of ten, 30 and 5 — 
cent. Detroit Jewel line, 2-burn 
without high shelves, $12.50 and $13. 50 
each net; 3-burners, $15. 50 and $16.50; 
4-burners, $19.50 and $20.50. Shelves 
for 3-burners, $4 and $4.50; for 4- 
burners, $4.75. 

Water Heaters.—$45 each list. Dis- 
counts, 30 per cent; in lots of ten, 30 
and 5 per cent. 

Air Tiaght Stoves.—Conco line. No. 
418, $3.15 each net; No. 421, $3.65; 
No. 424, $4.40: No. 427, $5. 


THERMOS GOODS.—In a majority of 
cases there has been a reduction of 
about 10 per cent in the Thermos line 
of jugs, carafes, jug sets and carafe 
sets. The new prices are guaranteed 
against a decline during 1924, but are 
subject to an advance without notice. 


Reading matter continued on page 96 
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Sagging, sticking, slamming, warping—these 
are the evils which accompany the use of old- 
fashioned swinging garage doors. 





Many Times the Life of Swinging Doors 


Slidetite assures your customer of long service 





Your Tose 


For long and _ satisfactory 
service, recommend and sell 
Slidetite Garage Door Hard- 
ware to your customers. 
a wili later thank you for 
it. Send today for Catalog 
A-29, which fully describes 
this profitable item of 
nationally-ad vertised hard- 
ware. 


It stands to reason that even the strongest hinges can’t long support the 
excessive weight of swinging garage doors. Sagging, sticking, warping 
and other attendant evils soon result. Only by hanging garage doors 
from above can long years of satisfactory service be assured. 











Garage Door Hardware 


supports garage doors in the only practical way. The doors are sus- 
pended from an overhead track, making sagging and sticking impossible. 


Slidetite provides a doorway that can’t be blocked by drifting snow, 
and by preventing slamming also does away with the danger of per- 
sonal injury and damage to the car. The doors slide inside, away from 
snow and ice, and fold flat against the wall where the wind can’t pos- 
sibly get at them. 

Slidetite equipped doors slide smoothly on their faultless track. A 
slight push opens or closes them. Yet they fit the opening snugly 
when closed, securely sealing the garage against the weather. 

Time has proved S/rdetite to be the only practical door-hanging system 
for openings of any width up to 30 feet. Even in openings of this ex- 
treme width, S/idetite provides a clear, postless entrance. 


Exclusive manufacturers of “AiR-Way”—the original sliding-folding window hardware 





New York 
Boston | 


Cleveland 
Cincinnati 
Indianapolis 
St. Louis 


Philadelphia 





> : Wil Chicago 
tichards 11COX’ eg 
ANHanevertorany Door that Slides Kansas City 
AURORA, ILLINOIS.U.S.A, Los Angeles 
RICHARDS-WILCOX CANADIAN Co., LTD. ag tom ag 
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TRAPS.—There is a call for both mouse 
and game traps, but the fall buying 
movement cannot be said to be fully 
ander way. 
We quote from Boston jobbers’ 

stocks: 
Rat and Mouse Traps. — Genuine 
Marty French line, No. 1, 22-in. (24 


to crate), 3 crate Kr $20.22 per doz.; 
one crate lots, $21.78; broken crates, 


$23.34. No. 8, 16-in. (fifty traps to 
crate), $3 crate lots, $12.22 per doz.; 
1 crate lots, $13.14; broken crates, 
$14.10. No. 3%, 15-in. (72 to crate), 


3 crate lots, $9 per doz.; 1 crate lot, 
$9.68; broken crates, $10.38. No. 5, 
8-in. (150 traps to crate), crate lots 
$5.60 a doz.; broken crates, $6 net 
Game.—Game, No. 0, single spring, 
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with chain, $1.70 ner doz. net; No. 1, 
.95; No. 1%, $3; No. 2, double 
spring, with chain, $4. 70; No. 3, $6.50; 
No. 4, $7.80. 
WASHING MACHINES.—Jobbers are 
still endeavoring to bolster up sales of 
washing machines, but comparatively 
few are moving out of stock. 


a quote from Boston jobbers’ 
stoc 

Washing Machines. — Haag line, 
cylinder type, wood tub, No. 10E, 
62.65 each net; galvanized tub, No. 
0E, $87.50 metal cylinder, No. 75E, 
$8 7.50. Eveready, galvanized tub, No. 
Sak ae $104.65; copper tub, No. E41, 


WINDOW GLASS.—Window glass is 
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in good request. Jobbers’ stocks are in 
fair condition and prompt deliveries are 
being made when requested. Most of 
the business placed by retail dealers of 
late is for delivery a little later in the 
season. 


We quote from Boston jobbers’ 
stocks: 

Window Glass — Single A, 25 
bracket, 85 per cent discount; 34 to 
40 bracket, 84 per cent discount; 
larger, 82 per cent discount. Double- 
A, all sizes, 83 per cent discount. 
Single B, 25 bracket, 85 per cent dis- 
count; 34 to 40 bracket, 85 per cent 
discount; larger, 83 per cent discount. 
on B, all sizes, 86 per cent dis- 
count. 





Business Consistent in Pittsburgh Market 


—Jobbers Expect Active Fall Buying 


(Pittsburgh office of HARDWARE AGB) 


ARDWARE business has no hustle and bustle about 
H it, but at the same time jobbers are experiencing 
a steady and reasonably satisfactory trade. and the 
common expectation is that now that the vacation season 
is pretty well over and people are getting back to their 
homes, we shall soon swing into a more active gait. The 
fall business is ahead and it is quite generally believed 
that it will show a gain over the recent average. Prices 
for 1925 goods are coming out rather slowly, and this 
possibly may explain why there is not more activity. 
New prices on farming tools for 1925 are out and, while 
changes are quite numerous, they run in both directions 
and the new price average is quite close to that for 1924. 
New prices for scythes also are out and show no change 
from 1924. It must be said in passing that the 1925 
prices which have appeared so far have not fulfilled the 
expectations so commonly held that for the new season 
prices were going to be appreciably lower all around. 
As has been pointed out in these reports previously, the 
tendency will be for manufacturers to let the law of sup- 
ply and demand regulate prices and that reductions will 
not necessarily follow merely because raw materials prices 
may happen to be down at the time lists are compiled. 
Indications still point to a good deal of home construc- 
tion in the Pittsburgh district this fall and there con- 
tinues to be a strong belief that a good deal of builders’ 
hardware will be required. The coal industry seems to 
have turned the corner from the recent depression, and 
that is likely to be a helpful factor in the development 
of business from coal company general stores, which has 
been light for several months and should assist collections 
from that source, which have been slow because of the low 


rate of mine operations and unprofitable coal prices over 
much of this year. 

Spectacular changes in the steel and iron situation are 
lacking. As a rule, the improvement in business which 
began about the middle of July continues, although 
lately there have been some notes of an opposite tenor. 
Steel-making capacity is not yet sufficiently fully en- 
gaged to permit the manufacturers to make a really firm 
stand on prices, and so long as buyers are not convinced 
that prices have stopped declining, they are prone to hold 
to a hand-to-mouth buying policy. August ingot produc- 
tion was at the annual rate of about 50 per cent of ca- 
pacity, as against about 41 per cent for July, which ex- 
pressed in figures would mean an August annual rate of 
27,000,000 tons against a 22,000,000 ton rate, as indi- 
cated by the July production. The March rate was 
above 49,500,000 tons a year. 

It may be that a stronger tendency in the primary 
materials will eventually give backbone to the steel mar- 
ket. It is noted that pig iron prices have stopped declin- 
ing and that foundry grades have actually made a small 
advance. This development, more than any other, is re- 
sponsible for a firmer market in coke and with coke dis- 
posed to advance, there is a sympathetic tendency in coal 
prices. Great as has been the decline in steel, it still 
averages much less than that in the primary materials 
and it is an oft-repeated remark that unless pig iron 
and other primary materials advance, then there is room 
for more concessions in steel prices. Such arguments 
usually are met by the assertion that labor costs in steel 
have advanced more than those in raw materials. But 
opinion in that respect is not uniform, and actually, 
statements as to increases in labor costs are unfounded. 


BOLTS, NUTS AND RIVETS.—tThere 
is no reason to change local jobbing 
prices. Demands upon jobbers are mod- 
erate and do not seem to be stimulated 
much by assertions from manufactur- 
ing sources that higher prices are 
ahead. Higher quotations will prob- 
ably be made by producers, but they 
still have much low-priced business to 
work off before such a change could be- 
come effective. 


We quote out of jobbers’ stocks, 
as follows: 

Machine bolts, small rolled threads, 
60 and 10 per cent off list; all sizes 
cut threads, 60 per cent off list; car- 
riage boits, small rolled threads, 60 
per cent off list; all sizes cut threads, 
50 and 10 per cent off list t; nuts, hot- 
pressed blank or tapped, 4c. to 4.5c. 
off list; c.p.c. and t. bank or tapped, 
4.040. off list; - aA, small wagon 
gna tinners, 60 and 10 per cent off 


BICYCLES. — Suggestions that 1925 
prices were to be lower than those for 
1924 are stoutly contradicted by leading 
manufacturers, who will probably con- 
tinue present prices on the ground that 
costs do not permit of a downward 
change. 


BUILDERS’ HARDWARE. — Fairly 
good business is being done and leading 
jobbers continue to predict that the 
fall business will be good. No im- 
portant price changes are reported. 


FARMING TOOLS.—American Fork & 
Hoe Co. has issued its 1925 price list. 
As compared with the 1924 list, there 
is very little average change. Adoption 
of a new method of cost accounting dis- 
closed that former prices were too low 
in some instances and too high in 
others; the new list adjusts these dis- 


crepancies and a carload of goods 
bought at 1925 prices wi!l run about the 
same amount as on the 1924 schedules. 
Scythe prices for 1925, which have 
come out, show no change to speak of 
as compared with the 1924 quotations. 


WIRE PRODUCTS.—Fair demand is 
observed in nails, but not much activity 
is noted in other products. Mill prices 
are fairly steady and jobbers’ prices 
also are holding at recent levels. 


Jobbers quote retail trade from 
stocks as follows: 

Wire nails, $3.15 to $3.20 base, per 
keg; galvanized, 2-point cattle re, 

.15 per spool; galvanized, 2-point 
og wire, $3.35 per spool; galvanized 
4-point cattle wire, $3.35 per spool; 
galvanized, 4-point hog wire, $3.65 
per spool; No. 9 =e fence wire 
3.10 per 100 Ib.; 9 galvanized 
ence wire, $3.50 per O08 lb.; woven 
wire fence, 7 bar, 26-in., No. 11 gage 
$27.12 per 100 rods; same size, all 


No. 9 gage, $36.14. 
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It takes Disston skill to make 


such steel as Disston makes, could 

not make Disston Saws without 
the skill of master saw makers, trained 
to the standards first set by Henry 
Disston, 

In the Disston Shops today are 304 
men who have been making Disston 
Saws 30 years or longer; 80 men with 
40-year records; 36 with 50 to 62 years 
of service; and 1245 who have served 
ten years or longer. 

These are the kind of men who make 
Disston Cross-Cut Saws, to the same 
_ as “The Saw Most Carpenters 

se. 


Bi HE finest steel in the world, even 


These saws, which are examples of 
the highest grade cross-cut saws made 
by Disston, will prove ready sellers for 
you: 


Suwanee 


One of these saws, in use near Stevens 
Point, Wisconsin, cut through an 18% 
inch Grey Elm log in 15 seconds. An- 
other saw, in Herkimer County, New 
York, cut through a 14 inch Hard Black 
Ash log in 12 seconds. 


The combination of the finest Disston- 


made Steel, design and workmanship 
developed through the same experience 
that produced “The Saw Most Carpen- 
ters Use,” gives you, in the Suwanee, a 
cross-cut saw that you can sell your 
customers with the assurance that you 
are giving them the best cross-cut saw 
made. 

Tapered 14 to 20 gauge; “four-cutter”’ 
type; used mostly for ““bucking” or cut- 
ting ‘fallen timber to length. 


Virginian 


Exactly the same as the Suwanee in 
material, shape of plate, and workman- 
ship; the same fast, easy cutting and 
edge-holding qualities. Made for those 
who prefer the “two-cutter”’ type. 


Cedar Savage 


A one-man saw as good as the best 
cross-cut saw. Made for fast, easy 
cutting and long life and for use in all 
kinds of timber. Narrow blade, ground 
to special taper, gives ample clearance 
with small amount of set in teeth. 

The handle has an extra large and com- 
fortable grip. It is made with two horns 
to give a firmer grip and prevent the 
hands from slipping. 


cross-cut saws to the Disston standard 


For medium width cross-cut saws (the 
style used for ‘“‘felling’’ or cutting down 
timber and for “‘felling’’ and “‘bucking”’ 
timber of medium size) of the same 
quality as the Suwanee and Virginian, 
specify the Disston Buzz, similar to the 
Suwanee or the Disston Zip, similar to 
the Virginian. 

For still narrower cross-cut saws, the 
kind used for “felling’’ and ‘“‘bucking”’ 
small timber, choose the Disston Beaver, 
similar to the Buzz, but narrow and 
hollow back, » the Disston Kennebago, 
a narrow, ow back saw similar to 
the Zip. 


Cross Cut Book Free 


Write for “Diss- 
ton Cross-Cut Saw 
Book” — worth 
money to any 
hardware man. 
Address Dept. Z. 





Henry Disston & Sons, Inc. 
Philadelphia, U. S. A. 


DISSTON 


SAWS TOOLS FILES 
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Anticipating Futures 


Becoming Obsolete 
in New York 


Anticipating future requirements is 
rapidly becoming an obsolete practice 
in the New York retail hardware trade. 
The reason for this is attributed to the 
fact that dealers in and around the 
metropolitan district are close enough 
to their source of supply to have their 





orders filled within a comparatively | 


short time. Furthermore, the metro- 


politan dealer has more than one source | 
of supply for both staple and season- | 


able goods. 


trict are able to have their orders | 


filled by either jobber or manufacturer. 

In view of the fact that the retailer | 
in New York is able to get supplies on 
short notice, the custom of placing 
orders several months in advance for 
seasonable goods is gradually being 
discontinued, although it has not en- 
tirely disappeared, nor is it considered 
likely that it will ever be suspended 
altogether. 

Jobbers still have to anticipate their 
possible requirements for seasonable 
goods in order to fill the retailer’s 
orders. From long years of experience 
they have learned to judge with a re- 
markable degree of accuracy the ap- 
proximate amount of stock their cus- 
tomers will require. 

This tendency on the part of the 
metropolitan trade has established a 
strong and active pick-up market in 
New York, which is probably different 
from any other hardware market in the 
country. 


Nails More Active 


The New York nail market is more 
active, although prices have not stif- 
fened. Jobbers say that there is a bet- 
ter all-around demand for nails than 
there has been since spring. Few, how- 
ever, anticipate any upward price move- 
ment. 


Jobbers’ quotations 
f.o.b. New York: 
=... Nails.—Wire nails, 


to retailers, 


$3.75 


Cut nails, $4.15 to $4.35 base per keg. 
Wire nails and brads, in small lots, 
70-10 per cent off list, in 1-Ib. 
Roofing nails, 1 x 12, 
per 100 Ib.; galvanized, $8. 20 per 
ex 


100 Ib. 
Galvan- 


base per 


American felt roofing nails, 
10%, plain, $6.50 per case. 
ized, $10.25 per keg. 


Batteries in Demand 


Continued activity features this line. 
Prices are firm and stocks fair. 


Jobbers’ quotations to retailers, 
f.o.b. New York: 

Batteries.—Red seal, 26c. each. 

Radio batteries, No. 771, 42c. each; 


No. 763, $1.05 each; No. 768, $1.33 
each; No. 764, $1.22 each; No. 766, 
$1.40 each; No. 767, $2.62 each. 


Pails Fairly Active 


Activity continues for galvanized 
pails. Prices are holding and stocks 
are said to be ample. 


Many dealer’s in this dis- | 


} 


: 
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Jobbers’ a to retailers, 


.o.b. New York: 
Galvanized pails, 8-qt., 19%c. each; 


10-qt., 22%c. each; 12-qt., 24%c. each; 
14-qt., 27%c. each; 16-qt., 334%c. each. 


Cleaners Slow 


Interest in this line is somewhat lim- 
ited. Prices are firm; stocks fair. 


Jobbers’ quotations to _ retailers, 
f.o.b. New York: 

No. 24, $4 per doz.; No. 26, $5.95 
per doz.; No. 27, $8 per doz.; No. 28, 


$9.50 per doz. 


Tree Stand Interest Mild 


Little interest is being shown futures. 
Tree stands are in smaH demand, al- 
though some inquiries have been re- 
_ported. Prices are firm and stocks are 


ample. 
Jobbers’ quotations to. retailers, 
.o.b. New York: 


Tree Stands (Crown).—No. 2, 66c. 
each; No. 3, $1.10 each. Gem, 35c. 
each 


Scoop Orders Growing 


Better interest is reported for furnace 
scoops. Stocks are fair, prices firm 
and jobbers anticipate good fall busi- 
ness in this and kindred lines. 

Jobbers’ quotations to 

f.o.b. New York: 

No. 2 steel “D” handle, $5.50 per 
wood ‘‘D” handle, $7.25 


doz.; No. 2, 
long handled furnace 


per doz.; 
scoops, $5 per doz.; Ideal ‘‘D’’ wood 


and long handle, $10 per doz. 


retailers, 


Mild Interest for Shelf 
Brackets 


One of the reasons attributed for the 
fair interest that has developed for 
shelf brackets is the number of new 
dwellings and apartment houses that 
have been built during the spring and 


summer. Jobbers’ stocks are fair, ard 
prices are holding. 
Jobbers’ . quotations to retailers, 
f.o.b. New Yor 
Shelf brackets, 3 x 4, 7 1/6q@ per 
pair; 4 x 5, 914. per pair; 5 x 6, 


12 1/6c. per pair; 5 x 7, 14c. per pair; 
6 x 8, 16%c. per pair; 7 x 9, 20%c. 


per pair; 8 x 10, 22%c. per pair; 10 x 
12, 33c. per pair; 12 x 14, 51%c. per 


pair; 16 x 18, $1.21%4c. per pair. 
Axes Active 


Good demands are reported for axes 
of all types. Prices are firm and stecks 


fair. 
Jobbers’ quotations to retailers, 
f.o.b. New York: 
Long Island axes (Kelly), 2% to 
3 Ib., $19.25 per doz.; Connecticut 


patte rn, 2% to $ y-s $19. 25 per doz.; 
3% to 3% Ib., $19. 5 per doz.; 3% to 
4 Ib., $19.75 per rig to 5 Ib., 
$20.40 per doz. Columbian pattere. 
3% to 4% Ib., $20.40 per doz. ; to 
5 Ib., $21 per doz.; to 51% * 
$21.65 per doz.;: 5% Ib., $22.25 per doz. 
Champion pattern, 3 to 4 Ib., $16.25 
per doz.; 3% to 4% Ib., $16.55 per 
doz.: 4 to 5 Ib., $17.65 per doz.; 4% to 
5% Ib., $18.25 per doz.; 5% Ib., $19. 40 
per doz. 

New England pattern (Plumb), 2% 
to 3% Ib., $19.60 per doz.; 3% to 4 Ib 
$20.05 per doz.; 4 Ib., . 05 per doz.: 
Jersey pattern, 2% to 3% Ib., $19.60 
per doz.: 3% to 4% " $20. 05 per 
doz.: 4 to 5 lb., $21 per doz. 








| advance. 
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Buying Improvement 
Continues to Grow 


in New York 


Improvement in buying continues in 
the New York wholesale hardware mar- 
ket. Orders that are being placed by 
retailers with jobbers and manufac- 
turers are reported to be more numer- 
ous and larger in volume. It is also 
said that a greater variety of items 
are being bought by retailers. 

With Labor Day passed and the vaca- 
tion period practically over, retailers 
are getting their stocks in_ better 
shape, and it is reported from most 
sections in and around the Metropoli- 
tan district that retail sales are sub- 
stantially better. 

Few of the dealers, however, in this 
"locality are placing orders very far in 
They are filling their imme- 


_diate requirements and are not antici- 


pating on futures. 
Some jobbers say that fall specifica- 


_tions this year have been smaller than 
_they have been for several years. The 





reason for this is attributed to the fact 
that many retailers as well as jobbers 
were affected last spring and last fall 
by adverse weather conditions, which 
made it virtually impossible for them 
to dispose of all of their seasonal goods. 

That is said to be the reason for the 
disinclination on the part of retailers 
to place offers very far in advance. 
The New York market at present, how- 
ever, enjoys a good pick-up business 
for all kinds and varieties of items. 


Demand for Bolts Better 


Improved interest is reported for 
bolts of all kinds. The recent advance 
of 5 per cent has not been made effee- 
tive by local jobbers, primarily, it is 
said, because of competitive conditions 
in the local market. Jobbers have ab- 
sorbed the advance, and will probably 
not put it into effect until their present 
stocks are low enough to recessitate 
the placing of new orders. 


Jobbers’ quotations to _ retailers, 
f.o.b. New York: 

Bolts.— Common carriage bolts, 
small, 50 per cent; large, 40-10 per 
cent. 

Machine bolts, small, 50 to 50-16 
per cent; large, 50 to 50-10 per cent. 


g screws, 50 to 50-10 per cent. 

Stove bolts, 75 to 75-10-5 per cent; 
both flat and round head. 

Sink bolts, 75 to 75-10-5 per cent. 

Tire bolts, 45 to 50 per cent. 

Step bolts, 33% per cent. 

Screw anchors, 75-10 per cent. 

Lag screw shields, 80 per cent. 

Machine bolt shields, 65 per cent. 

Prices vary in different sections of 
the city. 

Spring cotters, 30 per cent. 


Copper rivets and burrs, 40 per 
cent. 
Round head iron rivets, 60-5 per 


cent; Tinners’ rivets, black and tin, 


60-10 per cent. 
Cap screws, 80 per cent. 


Sash Cord Holding 


No price changes have been made in 
this line during the past week, although 
some firms have made slight conces- 


Reading matter continued on page 100 














September 11, 1924 HARDWARE AGE 99 


emninnaneaieiians 


een 
















: é 
4 


‘Seeveeeeee = ta, 2 . od Rh R ADD DD AN 
—— @ 
P _ . - . ~ 
5 . = 3 % et 
% a a7 I ro i), () r( # Rat 
inter { 
& A 


A***AAAAA BADE hs mar enne 
"SOO ABAPAA BAB e eee 
BARA RAR 


- ri 
ae 4 nha Act y’ 
ngs B t Re € GO. y 
vrevev riveree * , 
BOSTON Woy c pee 
{} ; : = 4 
! US zal é ‘ FOR ee bs 4 ‘ 
rere AAS SMO OIA Bille” ae 
‘T¥y rv¥¥ery ow Fo wae ; 








Made for Every- 
body’s Satisfaction 


Packed for Your 


Convenience ——~ 


The trade appreciates 

especially the conve- 

nient and attractive 
packing of 


BULL DOG 


FRICTION TAPE 














We put it up in 1, 2,4 and 8-oz. rolls 
packed in containers as follows: 





32 1-oz. packages (2 lbs.) 16 4-0z. packages (4 lbs.) 
16 2-0z. packages (2 lbs.) 8 8-oz. packages (4 lbs.) 


The containers are beautifully printed in color needing only to be 
set on the counter to begin their work. BULL Doc Tape is a quick- 
repeating item which the merchant finds very profitable because 
it is used by so many people for so many different kinds of work 











BOSTON WOVEN HOSE AND RUBBER COMPANY, Cambridge, Mass. 


— 
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sions, approximating %c. per lb. These 
are, however, house changes. 


Jobbers’ Satetons to retailers, 
f.o.b. New York: 

Sash Ry Phenix “oe No. 7, 
te = r lb. base; No. 8, 48%c. per 

hy 

a cord, Etna brand, No. 7, 42c. 
per Ib. base: No. 8, 4lc. per Ib. base. 

Prices vary in different parts of the 
city according to quality and brand. 


Butts Strong 


Strong demands continue to be re- 
ported for butts. Prices are firm, stocks 
fair. 

Jobbers’ quotations to _ retailers, 

f.o.b. New York: 

Butts.—3% x 3% case lots, 24%c. 

per pair; in less than case lots, 26%c. 

per pair. 

Garage Sets.—(Stanley, 1776J). Lots 
of 6, $2.95 r a, In lots of less 
than 6, $3.10 p 

Garage Holders. se(17745). $2. 


Stove Goods Beginning 
to Move 
Better demands are being made for 


stove goods, and shipments are already | 


being made in some sections by local 
jobbers. Prices are firm and stocks 
ample. 


Jobbers’ quotations 

f.o.b. New York: 
Dampers, 4% in., 10c. each; 5 in 

10c. each; 5% in., llc. each; 6 in., 12c. 


to retailers, 


each; 7 in., 18c. each. 

Stove pipe eg 414 in., 13c. each; 

in., 14c. each; 5% in., 16%c. each; 
6 in., 18c. each. 

Stove lifters, 1 in., 6c. each; 2 in., 
Tic. each. 

Stove pipe collars, 4 in., 3c. each; 
4% in., 4c. each; 5 in., 4%c. each; 


5% in., 5c. each; 6 in., 54%c. each. 
Stove boards, 24x 24, $7.90 per doz.; 
26 x 26, $8.55 per doz.; 28 x 28, $9.6 0 
per doz.: 30 x 30, $11. 40 per doz.; 32 
x 32, $13. 45 aa -— 35 x 35, $16.75 
per doz.; 30 x 36, $15. 40 per doz.; 40 

x 42, $19. 05 per ae 


Interest in Tackle Blocks 


Continued demands are reported for 
tackle blocks, although orders are 
mostly for small lots. Prices are hold- 
ing; stocks are fair. 

Jobbers’ yonatons to retailers, 

f.o.b. New Yor 

Tackle ne any single, 3-in., 42c. 
each; 4-in., 5lc. each; 5-in., 54c. each; 
6-in., 66c. each: 7-in., 78c. each; 8- in., 
99c. each: 10- in., $1. 65 each. 


Tackle blocks, double, 3-in., 78c. 
each; 4-in., 96c. each; 65-in., $1.05 
each; 6-in., $1.20 each: 7- > $1.44 
— 8-in., $1.71 each; 10-in., $2.7 
eacn. 


Cider Presses Still Selling 
Well 


Good sales are still reported for cider 





presses. Retail sales this year are re- 
ported to have been large. Prices are 
firm and stocks fair. 
Jobbers’ quotations to _ retailers, 
f.o.b. New York: 
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Cider presses (Boss), No. 1, $6.25 
each; No. 2, $7 each; No. 21. $9.50 
each: No. 3, $12 each; No. 4, $15.50 
each. All of these have either wood 
or iron — Presses with hinged 
tubs add $1.5 

Cider A. $6.25. 


Fruit presses, 2 qt., $2.98 each; 
4 qt., $4.85 each; 6 qt, $6.50 each; 
12 qt., $9 each. 


Screw Trend Uncertain 


Many of the local jobbers express 
uncertainty about the future develop- 
ments in the screw market. Prices at 
present are firm, demands are fair and 
stocks are apparently ample. Few job- 
bers, however, will commit themselves 
about possibilities. 


Jobbers’ quotations to retailers, 
f.o.b. New York: 
Screws, fiat head, steel machine 


screws, 70-10 per cent. 
und head steel machine screws, 

70-10 per cent. 

Flat head brass machine screws, 
65-10 per cent. 

Round head brass machine screws, 
65-10 per cent. 

Flat head steel wood screws, bright, 
full packages, 75-20-5-5 per cent. 

Galvanized iron, 60-20-5-5 per cent. 

Flat head brass, 70-20-5-5 per cent. 

_— head blued, 7214-20-5-5 per 
cent. 

Round head nickel plated, 6214-20- 
5-5 per cen 

Round head brass, 671%4-20-5-5 per 
cent 

Prices vary in different sections of 
the city. 


Weather Strip Active 


Good sales are reported for this item 
by local jobbers. Stocks are fair and 
prices firm. 


Jobbers’ quotations 
f.o.b. New York: 

Weather Strips. — Double edge, 60- 
10 per cent; special, extra quality, 
40-10 per cent; flexible, all rubber, 
60-5 per cent. 

b= and er a Q, $18: No. 1, 
$18: No. 1%, $25.5 2, $29; No. 4, 
$36; No. , $43. 50; ay per’ te ft. 

Fiextble’ rubber strip, N we 
No. 9, $2.30; No. 10, $3. B: 1 
$3.80, all per 100 ft. 

Metallic, No. 38, $2.15: No. 39, $2.55; 
No. 40, $2. 90, all per 100 ft. 

Felt, No. 18, $2.15: oe ®, $2.75; 
No. 20, $3.15, all per 100 f 


Square Mesh lesh Still Sells 


Sales are still being made im square 
mesh wire cloth. Prices are firm; 
stocks small. 


Jobbers’ quotations 
f.o.b. New York: 
Square mesh cloth, 2 x 2, $4.50 per 
1s a. ft.; 3 x 3, $4. 15 per 100 sq. ft.; 
, $5 per 100 sq. ft.: 6 x 6, $5.50 per 
100 5 x ft.; 8 x 8, $6 per 100 sq. ft. 


Solder Unchanged 


No change has been made in this 
market during the past week Prices 
are substantially firm, and sales are 
said to be fair. 


Jobbers’ quotations 
f.o.b. New York: 


to retailers, 


rh 


to retailers, 


to retailers, 
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Bar solder, 38c. per Ib. Strip solder, 
48c. per lb. Kester solder, acid or 
rosin core, 62%c. per Ib. 


Buck Saws Moving 


Buck saws are being moved in small 
quantities to suburbam and rural dis- 
tricts. Stocks are reported adequate 
and prices firm. 


Jobbers’ quotations to retailers, 
f.o.b. New York: 

Buck Saws.—30-in. blades, No. 50, 
80c. each; No. 40, $1.20 each; No. 45, 
$1.28 each. 

7 bucks are being quoted at 54c. 
eac 


Quotes on Winter Goods 


Ames long-handle snow shovels are 
being quoted locally at 82c. each. Sled 
backs are being quoted at 75c. each. 
Snow pushers are being quoted: 18-in., 
$1; 24-in., $1.40; 31-in., $2.75 each. 


Wire Quiet 


Practically all buying that is being 
done at the present time for wire goods 
is confined to pick-up requirements. 
Most prices are holding; stccks are 
broken. 


Jobbers’ quotations to. retailers, 
f.o.b. New York: 

Barbed Wire.—50-ft. coil, 52c.; 100- 
ft. coil, 95c. 


Wire. a gi “ne Wire, 12- Ib. 
stone, plain, No. , 85c.; No. 18, 
No. 19, 065. 

Galvanized wire, No. 16, $1.08; No. 
18, $1.25; No. 19, $1.35. 

Galvanized steel se gs “7 bun- 
dles, No. 4, $5. 75; No. - No. 8, 


No. 14, $8.35 





“Stormtight” Active 
S 


Interest is recorded for Stormtight 
throughout this section. Prices are firm 
and stocks are said to be ample. 

_Jobbers’ quotations to retailers, 


Liquid Stormtight, 5-gal. cans, black, 
$1.90 per gal; maroon, $2.40 per gal.; 


red and green, $3.40 per gal.; 1-gal. 
can, black, $2 per gal.; maroon, $2.50; 
red and black, $3. 

Plastic Stormtight, 5-lb. cans, 


' black, 22c. per 1lb.; maroon, 27c. per 
lb.; red and green, 87c. per Ib.; 1-Ib. 
—_ black, ane. per lb.; maroon, 30c. 

er can; red and green, 40c. per can. 
Discount 33% per cent off list. 


Mop aniliies Up 5 Per Cent 


An advance of 5 per cent was made 
during the past week by local jobbers 
on mop handles. Stocks are said to be 
in fairly good condition and the de- 
mand is fair. 


Jobbers’ quotations 
f.o.b. New York: 
Mop handles, 
11%c. each; janitors’ 

each. 





to retailers, 


No. 1 Gem pattern, 
pattern, 25c. 








A Good Plan 


HE Mohr-Jones Hardware Co., Racine, Wis., uses outdoor billboards to advantage at points of van- 
tage, as far as traffic is concerned. A large number of people pass these boards daily—pedestrians, 
autoists, passengers in street cars, etc. Frequent changes keep new, interesting matter before 

the public, and it is a bit of advertising that pays for itself easily. 
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sood profit-producing 


item to add to your stock 


THE Griswold Combination Meat 
and Food Chopper is a seller. 

It cuts meats, fruits, vegetables 
into just the right size without 
squeezing or messy juice dripping. 
It has a self-sharpening, reversible 
steel knife; three reversible steel 
plates with fine, medium, coarse 
openings; a firm table-grip; easy- 
turn handle; large hopper; im- 
proved straight ribs and open face 
for rapid discharge. It is quickly 
adjusted and easily cleaned. Coated 













Sich. 


with pure block tin to prevent acid 
action. Durably built for lifelong 
satisfaction. 

You don’t have to explain these 
choppers. National advertisements 
in The Ladies’ Home Journal, the 
Woman’s Home Companion and 
Good Housekeeping-are explaining 
them for you. Just show them. A 
window display of Griswold Chop- 
pers will challenge attention and 
make sales. Good profits—as in all 
the Griswold line. 

Have you received the new Gris- 
wold trade mark window and coun- 
ter display card in beautiful colors? 
Free for your asking. 


THE GRISWOLD MBG. Co., Erie, Pa., U.S. A. 


Makers of the Bolo Oven, Extra Finished Iron 
Kitchen Ware, Waffle Irons, Cast Aluminum 
Cooking Utensils, Gas Hot Plates, Food Choppers, 
Fruit Presses, Reversible Dampers and Mail Boxes. 


THE LINE THAT’S FINE’ AT COOKING TIME 
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Flohr’s Have It 


small Ohio city, D. F. Flohr 
has successfully conducted a 
general hardware business there for 
forty years. His son, Whalend, is 
today a very active part in the busi- 
ness and has been instrumental in 
putting in new lines and putting 
those new lines across. Sporting 
goods, for example, have been a 
hobby with him and a very profita- 
ble hobby at that. He has created 
for the firm a community reputation. 
When sporting goods are needed 
people say “Flohr’s Have It.” 
Born, raised and schooled in Bucy- 
rus, the younger Mr. Flohr naturally 
knows the ins and out of the local 
sporting activities, he knows local 
requirements; points of sales con- 
tact and other details which help 
make his sport goods department a 
successful all-year investment. 
His chief delight is the introduc- 


B smal 0} is a typical friendly 


tion of new lines or articles hith- 
erto unknown to local stores and 
sportsmen. He recently purchased 
six genuine English archery sets, in- 
terviewed four boys of fairly well-to- 
do families and sold them four sets. 
First however he sold them on the 
sport of archery. He did this by 
letting them understand that: it was 
a sport, which required great skill 
and constant practice. These boys 
were young enough to tell the world 
that they were the first archers in 
town to own imported outfits, Mr. 
Flohr soon sold his other two sets 
and six more. 

The country around Bucyrus is 
very flat. Skiis are a great curi- 
osity. Mr. Flohr bought a pair to 
decorate his winter and fall sports 
window displays. He knew a pair 
of skiis would attract attention be- 
cause they were seen only in pic- 
tures, in the flat country. The 


thought *then occurred that there 
must be some place handy where a 
slide or hill would provide skiing for 
the local young bloods. He found 
three such places, tried the sport 
himself and ordered some stock. 

Each young man who entered the 
store last winter was broached on 
skiing. He was told it was a sport 
which had a peculiar thrill all its 
own, a skill of balance easily ac- 
quired and he was told just where 
skiing was to be had. Mr. Flohr 
sold 22 pairs of skiis last year. 
These are said to be the first skiis 
ever sold in the town, 

Dumbbells, basketballs, footballs, 
boxing gloves, Indian clubs, discus, 
javelins, vaulting poles, shoes, socks, 
clothing and supporters are regular 
items in the Flohr’s sports depart- 
ment. Discus throwing and javelin 
throwing were introduced to the 
town by this merchant. When the 


Reading matter continued on page 104 
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LAWN: MOWERS 





A 1925 Feature 


You know that the ordinary cast iron roller bracket 
is one of the most fragile parts of a lawn mower. A 
sharp blow is liable to break it. 


When this happens, the owner goes to you for a new 
part, and he is apt to chafe at the inconvenience and 
condemn the whole mower. 


We have thoroughly investigated this subject and 
have found that by making roller brackets of malleable 


BRere weg enpen at ders eres 


ae at eS 


iron, which is both strong and tough, this trouble can be 
entirely eliminated. Therefore, we have standardized 
on malleable iron roller brackets for our entire lines of 
Universal, Automatic and Hercules Lawn Mowers 


for 1925. 


These improved roller brackets cost more than twice 
as much, but are ten times better. In spite of this, we 


have reduced our prices for 1925. 





Grand Universal, Self-Adjusting Ball Bearings 


Bfevem Inch Traction Whee 
cible Steel Lipped Edse re Knife 
automatically Sharpened 


Let us put you on our mailing list to receive our booklet, 


Five Crucible Steel Drawcut Wiper Blades 
Compensating Cutter Bar Adjustment 
Mould Fitted Adjusting Screws 


Sizes: 14 inch, 16 inch, 18 inch, 2) inch 


the “Drawcut,” regularly. The current number illustrates 


and describes the new Hercules Lawn Mower, the wheels of which run on Hyatt Roller Bearings. 








BLAIR MANUFACTURING CO. 


ABLISHED 18 


SPRINGFIELD, MASS. 
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American Legion held a recent box- 
ing exhibition for the benefit of dis- 
abled veterans of the county Mr. 
Flohr sold the gloves and received 
not only a sale but much publicity. 
He displayed the gloves in the win- 
dow along with an announcement 
card and told every one the gloves 
were intended for the big exhibition. 

Each high school paper contains 
sport goods advertising from Flohrs. 
Whalend calls on high school athletes 
(both boys and girls) at their 
homes, in the gym, at meets, at try- 
outs, on the track and field and fur- 
nishes data regarding past records, 
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rules and regulations. He offers 
prizes, sells equipment and trophies 
and gives his own time coaching, 
starting or acting as referee. On 
special goods needed he puts through 
special orders. He has made himself 
generally useful to the community’s 


sporting activities—he is in fact — 


practically indispensable. 

Photos of leading athletes, local 
and national, of candidates for the 
recent Olympic meet, and clippings 
of sport news are all pasted on his 
windows to attract attention to the 
goods displayed. | 

Mr. Flohr organized a county bas- 


+ ee 


Special Aluminum Ware Gift Boxes 
Expected to Increase Yearly 


Sales 


To give aluminum ware for gift pur- 
poses a stronger year ’round selling 
appeal, the Aluminum Goods Manufac- 
turing Co., Manitowoc, Wis., has cre- 
ated a new design for its gift boxes. 
The new cartons are lithographed in 
nine colors, which give them a rich 
quality appearance, making an excep- 





tional gift package. The scroll back- 
ground design is in gold and gives the 
boxes an attractive appeal at Christ- 
mas time, but does not limit their ap- 
propriateness for the other gift »scca- 
sions of the year. 

The most unique feature of the new 
boxes, however, is the “power of sug- 
gestion” the design gives them. The 
illustrations that appear on tke pack- 
age portray all of the important cele- 
brations of the year at which it is the 
custom to give presents. For instance, 
one picture shows a bride admiring an 
aluminum casserole she received as a 


wedding present; another snows a son 
presenting his mother with a roaster, 
conveying the idea that aluminum is 
also most appropriate for gifts on 
Mother’s Day. There are also illustra- 
tions suggesting gifts for birthdays, 
Christmas, showers, wedding anniver- 
saries, etc. 

The new boxes, it is believed, also 
will tend to stimulate the buying of 
gifts of utility rather than novelties or 
luxuries, The manufacturer is repre- 
senting aluminum as the perfect gift. 

This merchandising innovation is an 
aggressive step toward meeting pres- 
ent-day conditions, and is in keering 
with the progress of modern retail sell- 
ing methods, 

In order to introduce its merchandise 
in the new gift boxes, the Aluminum 
Goods Manufacturing Co. is placing an 
introductory gift-day deal on the mar- 
ket consisting of two each of eighteen 
of the best selling gift items. 

Because of the great care with which 
the utensils have been selected, coupled 
with the fact that over two-thirds of 
the items retail for $1 or less, a rapid 
stock turn is said to be assured. 

The deal costs the merchant $28.93. 
It retails for $44.40, providing a margin 
of $15.47, or 35 per cent on selling 
price. (The deal retails for $54.30 in 
extreme Western and Southwestern 
States.) Half packages may also be 
purchased. Extensive advertising is 
planned to introduce the deal and gift 
boxes to the public. 





Little Change in Price Structure This Year, 
Say Oliver Bros. 


é<¢ E would be the gloomiest kind 

of pessimists,” say Oliver 

Brothers, Inc., 71-73 Murray 
Street, New York City, in their Market 
Letter on Business Conditions, “if we 
failed to take note of the very genuine 
improvement in the atmosphere of 


business which is being so extensively 
advertised just now; at the same time 
we would be lacking in common sense 
if we endorsed the view of a prominent 
banker whom we quoted a few days 
ago as expressing the opinion that the 
fall nentie of 1924 would witness a 
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ketball league for the high schools, 
offered a silver cup for the winning 
team and attended most of the 
games. The prize is known as 
Flohr’s Basketball Trophy, and 
brings not only comment but busi- 
ness to the store. 

It is this devotion to local sport- 
ing events that causes Bucyrus folks 
to say “Flohr’s have it” when talk- 
ing about new or up-to-date sport 
goods. It is.safe to say that Flohr’s 
hardware store maintains the lead- 
ing sport goods department in the 
town. 


‘boom.’ We have had enough of 
‘booms’ in recent years, with the in- 
evitable and protracted periods of de- 
pression following them. 

“Let us consider the high spots. in 
recent developments. In agriculture 
we have recently witnessed rapid ad- 
vances in the prices of wheat and corn 
and live stock and we cannot overlook 
the vital importance of these conspicu- 
ous evidences of the returning economic 
equality of the farmer. We recognize 
that agricultural recovery is not yet 
accomplished and there are still a num- 
ber of readjustments and realignments 
to be effected before that condition will 
actually exist. But, conservative as 
we are, we cannot fail to be cheered by 
recent developments, 

“We now come to a consideration of 
the condition of our industrial plants, 
independent of outside factors like 
agriculture and European conditions. 
The curtailment of production in most 
of our basic industries in the past five 
months has been so gerne and 
has gone to such lengths that we can- 
not reasonably suppose that production 
can be further curtailed; in fact it 
appears that moderate increases in the 
rates of production have already oc- 
curred in several instances. 

“As the matter of predicting the 
course of the rate of activity in the 
immediate future is closely identified 
with the question of the probable trend 
of prices, we shall have to consider 
them together. As we see no reason 
for assuming that the demands of con- 
sumers in a general way will be very 
conspicuously increased during the fall 
months, we cannot share the view that 
prices are about to show an advancing 
tendency. In some cases advances in 
prices may be noted and in others we 
think that a moderately improved de- 
mand will prove to be an incentive on 
the part of the sellers to compete more 
intensely for business, which in most 
cases will mean that prices will be 
sacrified to some extent. Briefly speak- 
ing, we look for little change either 
up or down in the price structure in 
a general way for the balance of this 
year, and we believe the jobbers can 


exercise a reasonable degree of con- 


fidence in anticipating their require- 
ments for the fall months. In most 
cases this confidence may be complete 
on account of the growing tendency 
of the manufacturers of many products 
to guarantee their prices against: de- 
cline for certain periods. Our view of 
a broad general buying policy as just 
outlined is necessarily subject to ex- 
ception in individual instances. 
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Roaster Sales pie Just Ahead — 
Now Is the Time to Stock! 


November and December are your big’ 
roaster months. LIFETIME Roasters are 
going to sell better than ever. Look over your 
stock today—Now! Order early for early 
sales! 


LIFETIME Aluminum Ware is guaran- 
teed for life by the imprint on each separate 
piece. This is your guarantee—your custom- 
er’s protection. 


When you sell LIFETIME Ware you sell a 
line that 1s complete in every detail; a /ine 
made from heavy wetght, hard, cross rolled 
flat sheet aluminum. It is a line of unusual 
merit, durability and quality. Four factories 
and our own rolling mill, assure prompt and 
efficient service. | 


ALUMINUM PRODUCTS CO. 
La Grange, Illinois 


BRANCH OFFICES: 


New York Philadelphia 
1133 Broadway 403 Drexel Bidz. 





SS 













Chicago Oakland 
111 W. Washington St. 201 E. lith St. 


Los Angeles Cincinnati 
420 8S. San Pedro St. 6th and Vine Sts. 


eECISTERE 
vs TRADE as 
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TMARK . 
MADE INUS> 






Oval Roaster made in various 
sizes. Self-Basting—Deep Setting 
Cover—Heavy Flat Steel Handles. 
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The Manufacture of Golf Clubs 


T first blush, golf strikes the uninitiated as an 
easy game, and because of this belief, the 
novice is often burdened with absolutely im- 

possible clubs. With a bag full of clubs not adapted 
to his needs, the beginner will find progress in the 
game despairingly slow in spite of diligent practice 
and a natural enthusiasm. Unless the advice of 
one competent to judge is sought and the proper 
selection made, discouragement results and the be- 
ginner soon joins the ranks of those who play ‘“be- 
cause it gets them out in the air.” 

The beginner may through lack of knowledge 
select a deep face Driver and Brassie when he should 
have them with a shallow face to assist him in rais- 
ing the ball. The Mashie he selects may not have 
the proper loft; the Niblick may be too heavy; the 
Mid Iron too light; the Putter flat when it should be 
upright; in fact, anything might result, when, if 
depending upon his knowledge of clubs the beginner 


goes forth to make his selection. Sad, but true this 


applies not only to beginners. | 

Proper clubs not only embrace clubs that are the 
right length, the right weight, the right lie, the 
right face, etc., for a certain player, but should be 
made of the best material and in such a way that a 
club of correct balance and perfect in every way 
results. 


The Shaft 


Aside from the workmanship of a good golf club 
the most important part of its construction is the 
selection of the shaft. A good shaft not only makes 
it possible to drive a longer ball but aids greatly in 
driving it straight. The shaft of the best golf club 
is made from choice hickory, preferably second 
growth, obtained from the central regions of the 
United States. In this is found the toughness and 
springiness one looks for in a perfect golf club; the 
kind that functions most accurately; the snappiest 
in response. The butt end logs are sawed into inch 
squares and air seasoned two years. They are then 
turned into rounds or dowels and undergo a further 
seasoning, after which they are turned to the proper 
shape for a shaft. To pass the test for a good club, 
they must show the proper degree of stiffness and 
be close and straight grained. If there are im- 
perfections, such as knots and knurls, cross or open 
grain, if there is a loggy or soft feeling, the shaft is 
rejected. 


The Wood Head 


Different woods, such as dogwood and beech, have 
been and are now used by many in the manufacture 
of wood heads, but during the long period of time 
over which golf has been played, persimmon wood 
has proved to be best suited because of its peculiar 
grain and toughness. In the manufacture of a Burke 
club, persimmon only is used. The same care is 
exercised in the selection of persimmon block after 
it has been thoroughly seasoned as is used in the 
selection of the shaft. It must be free from knots, 
sap stains and other imperfections. 

The rough block is placed in a copying lathe and 
turned according to the model desired. The machine 
performing this operation is fitted with revolving 
knives, before which the rough block is placed. On 


the other end of the iron shaft holding the block, 
the iron model revolves slowly against a wheel turn- 
ing in the opposite direction to the models. By this 
turning the block is forced against the revolving 
knives and is cut exactly the same shape and size as 
the model. After the head is turned, it is examined 
for imperfections. If found to be perfect, and is in- 
tended for a Driver, the back is cut and filled with 
lead to give it proper weight, the sole is cut for the 
fiber slip, and should it be a Brassie, the brass plate 
is fitted. A small, but decidedly important feature 
is that of boring the neck into which the shaft is 
fitted. Should this be a trifle out of line, an im- 
perfect club results when the head is joined to the 
shaft. 
The Assembling 


Here enters the important factor of craftsmanship. 
A head and shaft of the proper weights to make a 
perfectly balanced club are selected. The Driver 
and Brassie to be what is generally accepted as 
standard weight and length are 42% in. to 43 in. in 
length and weigh from 1314 to 1334 ounces. Too 
light a club is apt to get out of control and one 
too heavy is tiresome and does not necessarily mean 
distance. Many use too long or too heavy a club 
and try to get used to it. Few players can swing 
clubs of this nature through fast enough to get per- 


‘fect rhythm. The difference in physical strength and 


stature, however, may make it necessary to depart 
a trifle’ from standard specifications. In making 
clubs to meet these the proper balance should be - 
maintained. bee, 

A shaft for a head of a certain weight must when 
planed be of the required stiffness to give the proper 
“feel” or balance to the finished club. They. are 
joined with a special glue and the neck sanded to a 
point where it is hardly possible to distinguish where 
the union is made. 

The shaft is then planed and sand papered. It is 
then treated to bring out the grain and allowed to 
dry and again worked smooth with fine sand paper. 
After treating in this manner, it is hardly possible 
that the grain will ever again raise above the sur- 
face. The shaft is then coated with pitch and passed 
back and forth through a hot flame until it is burned 
into the wood. This not only gives to it a certain 
degree of stiffness, but protects it; afterwards ren- 
dering it impervious to moisture. <A coat of shellac 
is then applied and allowed to dry, after which it is 
gone over with fine sand paper and a coat of finish 
is applied. When this is dry the shaft is polished 
by hand. The head is stained and varnished. For 
the several coats applied, about a week or ten days 
is required for the drying process. Before being 
stained, however, the neck is tightly wrapped with 
pitched twine and shellaced. The final operation is 
the gripping process. Here care must be exercised 
in the selection of leather as cheap inferior leather 
can easily cause sores and callouses to appear on 
the hands. Soft, smooth calfskin is mostly used. 

In facing the finished club the face is simply 
smoothed as the proper degree of loft for the Driver 
and Brassie are obtained when the head is turned. 
They are faced usually with a slight bulge which is 
recommended to counteract the tendency to hook or 


Reading matter continued on page 108 
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the most smaller 
dependable and ie 
Automatic lighter 
Windshield thanthe | 
Cleaner built “Universal.” 


It is operated on the same 
principle as the famous 
“Universal” Model. 


It is used as standard 
equipment by 38 auto- 
mobile manufacturers. 




















This is Your Business! 


Selling Folberth Automatic Windshield Cleaners is a sure way 
of building up a permanent, profitable business. They have es- 
tablished themselves so firmly in the confidence of motorists 
that a minimum of effort is required to sell them. And when ° 
they are sold they stay sold! There are no servicing costs later 
to eat up your profits, because Folberths are built to last! 

If you are not sharing in Folberth business, you are neglecting one of the 


best profit-making opportunities in the automotive field. This business is 
your business. When are you going to start? Ask your jobber or write us. 


THE FOLBERTH AUTO SPECIALTY CO., Cleveland, Ohio 





The Folberth “ Parts- Kit” contains an as- 
sortment of Folberth parts —a free set of 
installation and adjustment tools and a 
liberal supply of advertising folders. Every 
Folberth dealer should be provided with 


these kits, aus 
List Price 
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slice or with a straight face. Here it might be said 
that a wood club with a medium depth face is best 
suited to beginners and the average player. With 
a deep face club it is extremely hard for the average 
player to raise the ball and nothing depresses a 
golfer so much as to find himself unable to raise 
the ball from a wooden club. 


Iron Head 


In the greater number of iron clubs, two kinds of 
heads are used; hand forged and drop forged. The 
hand forged heads are made by skilled smiths 
whose knowledge of lie and loft is thorough and relia- 
ble. The head is hammered from a bar of iron accord- 
ing to the model desired. A drop forged head is made 
with a trip hammer on a bar of iron operated by 
steam pressure and controlled in a manner not wholly 
unlike that of turning a wood head. These heads are 
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New Winchester Rifle 





September 11, 1924 


then heated and worked over by hand in the same 
manner as the hand forged head. The difference 
between a drop forged head and one forged entirely 
by hand is so slight that there is little if any differ- 
ence. 

When the head is forged the decided important 
operation of boring the neck follows. This at one 
time was done by hand; the advancement of mechan- 
ical methods has demonstrated that this could be 
more accurately accomplished by machinery. After 
the head is bored, it is ground on emery wheels to 
the exact shape of the model and polished. A head 
and shaft of the proper weight, just as in the manu- 
facture of a wood club are selected and joined. The 
treatment of the shaft is the same. 

This article was prepared by The Burke Golf Co., 
Newark, Ohio. 


tainly was a wreck when it reached 





Winchester Model 55, recently placed 
on the market by the Winchester Re- 
peating Arms Co., New Haven, Conn., 
is a light weight, high powered rifle, 
which will be on the market this fall. 

The new rifle weighs about 6% Ib. 
and is chambered for the .30 Win- 
chester center fire cartridge, which is 
popularly known as the Winchester .30- 
30. The magazine holds four cartridges, 


handles perfectly. The forearm is 
tapered to conform with the graceful 
lines of the barrel, and the butt stock 
is of the shot gun type fitted with a 
steel butt plate, cross scored to prevent 
the gun from slipping on the shoulder. 
The .30 Winchester cartridge for which 
this gun is chambered is loaded with 
a bullet weighing 170 grains and is 
furnished in both soft point and full 














which, with one in the chamber, gives 
the shooter five shots. The action used 
in this Model 55 is the same as that 
of the Winchester Model 94. The action 
is fitted with’a graceful, light weight, 
tapered round barrel, 24 in. long, of 
nickel steel, equipped with a flat top 
sporting rear sight with an elevator 
permitting quick adjustment, and a 
Lyman gold bead front sight. The 
rifle has splendid lines and balances and 


metal patch. The jacket of the bullet 
is made of Winchester Gilding Metal, 
which is said not to foul the inside of 
the barrel. 

This popular cartridge as now loaded 
by Winchester has a muzzle velocity of 
2200 ft. per second. This velocity is 
attained without any sacrifi¢e in the 
weight of the bullet, thus securing a 
high remaining energy at hunting 
ranges. 





Old Bill Prophet Sums It Up 


6é ELL, Jim, I see as how them 
V \ city vacationists are vacatin’. 
They sure kept things hum- 

min’ around these parts.” 

“Yes, sir!” the baggage-man agreed. 
“But I’m one that’s glad to shed croco- 
dile tears over the departed.” 

“There you go bustin’ up a perfectly 
good proverb: ‘A fool’s speech is a 
bubble of air.” Why, just look over on 


Main Street. Do you see as many cars 
parked there as you did this summer? 
Didn’t the town council calculate we 
had over two thousand prosperous vis- 
itors, not countin’ old home-week?” 

“There’s the whole darn trouble with 
some of our bashful merchants. 


Re- 


member how those real estate fellows 
started this “country estate boom,” as 
they called it? The first thing they 
did was to pick out all the pretty spots 
in town and sent pictures of them 
around to their customers. It wasn’t 
very long before farms and houses 
were so scarce people were turnin’ 
barns into bungalows. They were so 
glad to get away from the hot pave- 
ments they just dropped things and 
ran a 

“Wasn’t that just what I told you?” 
the baggage man interrupted. “I sup- 
pose that big kitchen oil range you 
hauled over to those people on the 
Smith farm was dropped, too. It cer- 





here.” 

“If you stop interruptin’ me long 
enough I’ll tell you about that range. 
When those new neighbors hired the 
Smith farm for the season I saw as 
how the butcher, the baker and even 
the newsman was payin’ ’em visits. 
I sort of figured they might be glad to 
know I grew farm products and I just 
took a few vegetables along to show 
‘em. They acted like they was glad to 
see me. [I never met up with such 
good-natured folks. Why, I sold them 
the whole shootin’ match! 


“The lady of the house asked me if . 
I could haul a new oil range she was 
expectin’ by your freight. I was glad 
to, I told her. When I saw what you 
fellows had done to that crate I was 
xshamed to charge her for hauling a 
banged-up range. The minute she laid 
eyes on it she just sat down and cried 
it out. I waited around ’till the cryin’ 
spell was over and then I asked her 
why she didn’t buy that range right 
down at our local hardware store. 


“‘Hardware store!’ says she. ‘Do 
they carry these same ranges in a hard- 
ware store?’ 

“*Why, sure. Didn’t you know Jones 
was an agent in this town?’ 

“Know it!’ she snapped right back. 
‘Do you suppose I would have gone all 
the way back to the city to buy one if 
I had any idea that I could have saved 
all this trouble and expense? Did I 
know you were selling farm truck be- 
fore you called and told me? Why, we 
rented this farm simply because the 
agent took the trouble to send us let- 
ters and pictures of the plate. . .. 

“And are you going to tell Jones 
about the lost sale?” questioned the 
baggage-man. 

“No. I’m going to tell him how the 
real estate fellows rented the farm— 
and how I let them know I raised veg- 
etables.” 

Bill’s moral is: Opportunity doesn’t 
always have a bell on the door. 

Don’t neglect the vacationist. USE 
THE MAIL BOX! 

By W. A. Stone. 
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The penetration test shows 
how firmly Viskalt is knit- 
ted together internally to 
resist years of weather 
strain. This severe test is 
only one of many which 
prove its fitness as a vital 
part of Richardson Roofing 
Products 


Note under the microscope 
how the sturdy Duramen 
fibres interlock to catch 
and bind the Viskalt intoa 
solid weatherproof armor. 
Billions of these tiny fibres 
&ive Viskalt Roof Coating 
and Viskalt Cement super- 
endurance 


Definite selling points make these 
roof preservers profitable 


Your customers will be quick to appreciate 
these methods of renewing old roofs at a 
small fraction of the cost of reroofing jobs. 
And you can easily show them why Viskalt 
Roof Paints, Cements and Coatings are su- 
perior to ordinary kinds. That means ready 
sales—with generous profits for you. 

The unusually durable materials of these 
products give you definite selling points. 

The waterproofing base is Viskalt, un- 
usually durable because vacuum-processed 
and 99.8% pure bitumen. With it are mixed 
Duramen fibres by the patented Wooctey 
method, to give a reinforced protective coat- 
ing between the old surface and the weather. 

Look over the forms of Viskalt products 
listed here and recommend to your customers 
the one best suited for each job. 


Viskalt Roof Coating (Fibrated) 
When the felt in a roof has dried out and is 
breaking down, Viskalt Fibrated Roof Coat- 
ing will renew and protect it. 


RICHARDSON 


Viskalt Roof Paint 


Where the felt in an old roof is firm, but needs 


resaturation, use Viskalt Roof Paint. Its 


sturdy Viskalt base makes one coat outlast 
about four of ordinary roof paint. Easy to 
apply. Will not crack nor melt. 


Viskalt Cement (Fibrated) 


For resurfacing old composition, tin or metal 
roofs, this product is unusually durable and 
can be applied by unskilled labor. It is also 
unexcelled for general repair work, rustproof- 
ing and waterproofing. 

Why not enjoy the profits from these un- 
usual products! Write us. We will send you 
details on other Richardson products which 
are making profits for hardware dealers. Just 
use the coupon below. 


Xe RICHARDSON COMPANY 
Lockland (Cincinnati) Ohio 


Chicago New Orleans New York City Atlanta Dallas 


» 1924, The Richardson Company 


lay 





The Richardson Companv 
Dept. 61-J, Lockland, Ohio 


Gentlemen: Please send me further informa- 
tion on Viskalt Roofing Products, Lok-Top 
Asphalt Shingles and Rubbertex Roll Roofing. 
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Areade 
No. 4 
Crystal 
Coffee Mill 





Your Customers 


Like GOOD Coffee 


How often do you sit down to a breakfast 
table at home or in a restaurant and enjoy that 
feeling of complete satisfaction that comes with 
a truly good cup of coffee? 

Many men and women choose their eating 
places only by the coffee that is served. Hotels 
and restaurants can win fame or lose their trade 
by the coffee they serve. 

Women pride themselves in being able to make 
good coffee—and they’re quickly learning that 
good coffee is made by grinding it fresh from 
the bean in an Arcade Crystal Coffee Mill im- 
mediately before using. A pound of fresh cof- 
fee beans in the glass canister at all times— 
better coffee that costs less. 


ARCADE 


HARDWARE 
ana 'TOoYs 


Ask us for free dis- 
play stand—give it a '” 
prominent place in \ 
your window or on \ 
} 





— 








your counter. Let 
your customers ex- 
amine for themselves 
the superior features 
of Arcade offee 
Mills. Fully guaran- 
teed. 

Your jobber will 
supply you. Write us na 


for catalog No. 30-M. 


Arcade Mfg. | Z 
Company 
Freeport, Til. | 
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AMERICAN HARDWARB MANUFACTURERS 
ASSOCIATION CONVENTION, Atlantic City, 
N. J., Oct. 14, 15, 16, 17, 1924. Hotel head- 
quarters, Marlborough-Blenheim. F’. ‘ 
Mitchell, secretary-treasurer, 1819 Broad- 
way, New York City. 


ARKANSAS RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, Little Rock, May, 1925. 
L. P. Biggs, secretary, 815-816 Southern 
Trust Building, Little Rock. 


CALIFORNIA RETAIL HARDWARE & IMPLE- 
MENT ASSOCIATION CONVENTION AND Ex- 
HIBITION, Civic Auditorium, San Francisco, 
March 11, 12, 13, 1925. LeRoy Smith, sec- 
retary, 112 Market Street, San Francisco. 


IowA RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Des Moines, 
Feb. 10, 11, 12, 13, 1925. A. R. Sale, secre- 
tary, Hardware Building, Mason City. 


KENTUCKY HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION, Jefferson County 
Armory, Louisville, week of Jan. 19, 20, 21, 

2, 1925. J. M. Stone, secretary-treasurer, 
200 Republic Building Louisville. 


MICHIGAN RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Grand Rapids, 
Feb. 24, 26, 27, 1925. Karl S. Judson, 
248 Morris Avenue, Grand Rapids, manager 
of exhibits. A. J. Scott, secretary, Marine 
City. 


MINNESOTA RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, St. Paul Auditorium, St. 
Paul, Feb. 17, 18, 19, 20, 1925. CC. H. Casey, 
secretary, Nicollet Avenue and Twenty- 
fourth Street, Minneapolis. 


MONTANA IMPLEMENT AND HARDWARE 
ASSOCIATION CONVENTION, Helena, Feb. 13, 
14, 1925. A. C. Talmage, secretary-treas- 
urer, Bozeman. 


NATIONAL HARDWARE ASSOCIATION CON- 
VENTION, Atlantic City, N. J., Oct. 14, 15, 


16, 17, 1924. Hotel headquarters, Marl- 
borough-Blenheim. T. James Fernley sec- 


retary-treasurer, 505 Arch Street, Phila- 
delphia, Pa. 


‘ 
NATIONAL RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, Philadelphia, Pa., June, 
1925. Herbert P. Sheets, secretary-treas- 
urer, 130 E. Washington Street, Indian- 
apolis, Ind. 


NEBRASKA RETAIL HARDWARB ASSOCIA- 
TION CONVENTION AND EXHIBITION, Omaha, 
Neb., Feb. 3, 4, 5, 6, 1925. Convention 
headquarters, Rome Hotel, Exhibition, 
City Auditorium. George H. Dietz, secre- 
tary, 414-419 Little Building, Lincoln. 


NEW ENGLAND HARDWARDP DEALERS’ Asso- 
CIATION CONVENTION AND EXHIBITION, Me- 
chanics’ Building, Boston, Mass., Feb. 23, 
24, 25, 1925. George A. Fiel, secretary, 10 
High Street, Boston 9, Mass. 


NEw YORK STATE RETAIL HARDWARE 
ASSOCIATION CONVENTION AND EXHIBITION, 
Buffalo, Feb. 10, 11, 12, 13, 1925. Head- 
quarters, Hotel Statler. Exposition at the 
Broadway Auditorium. John B. Foley, 
secretary, City Bank Building, Syracuse. 


NORTH DAKOTA RETAIL HARDWARE ASSO- 
CIATION CONVENTION (place not yet se- 


lected), Feb. 11, 12, 13, 1925. C. N. Barnes, 


secretary, Grand Forks. 


HARDWARD AsS- 
EXHIBITION, 
ee. es 


NORTH DAKOTA RETAIL 
SOCIATION CONVENTION AND 
Grand Forks, Feb. 11, 12, 13, 1925. 
Barnes, secretary, Grand Forks. Mr. 
Barnes may also be addressed for infor- 
mation in connection with the exhibit. 


MISSOURI RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Statler Hotel, 
St. Louis, Jan. 26, 27, 28, 1925. F. X. 
Becherer, secretary, 5106 North Broadway, 
St. Louis. 


MOUNTAIN STATES HARDWARE AND IM- 
PLEMENT ASSOCIATION CONVENTION, Denver, 
Col., Jan. 27, 28, 29, 1925. W. W. Mc- 
Allister, secretary-treasurer, Boulder, Col. 


OHIO HARDWARE ASSOCIATION CONVENTION 
AND EXHIBITION, Columbus, Feb. 10, 11, 12, 
13, 1925. James B. Carson, secretary, 1001 
Schwind Building, Dayton. 


OKLAHOMA HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION, Masonic Temple, 


Oklahoma City, Feb. 3, 4, 5, 1925. Charles 
L. Unger, secretary - treasurer, Oklahoma 
City. 


PENNSYLVANIA AND ATLANTA SEABOARD 
HARDWARE ASSOCIATION CONVENTION AND 


EXHIBITION, Philadelphia Commercial Mu- 
seum, Feb. 16, 17, 18, 19, 1925. Sharon 


F. Jones, secretary, 604 Wesley Building, 
Philadelphia, Pa. 


SouTH DakoTa RETAIL HARDWARE ASSO- ° 
CIATION CONVENTION, Sioux Falls, Feb. 24, 
25, 26, 27, 1925. Charles H. Casey, man- 
ager, Nicollet Avenue at 24th Street, Min- 
neapolis, Minn. 


SOUTHEASTERN RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, Bir- 
mingham, Ala., May 12, 13, 14,1925. Walter 
Harlan, secretary-treasurer, 701 Grand 
Theater Building, Atlanta, Ga. 


SOUTHERN CALIFORNIA RETAIL HARDWARE 


ASSOCIATION CONVENTION, Los” Angeles, 
March, 1925. H. L. Boyd, secretary-treas- 
urer, 435 San Fernando Building, Los 


Angeles. 


TEXAS HARDWARE AND IMPLEMENT ASSO- 
CIATION CONVENTION, Dallas, Jan. 20, 21, 
22, 1925. Dan Scoates, secretary-treasurer, 
College Station. 


WISCONSIN RETAIL HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, Audi- 
torium, Milwaukee, Feb. 4, 5, 6, 1925. P. J. 
Jacobs, secretary-treasurer, Stevens Point. 


WESTERN RETAIL IMPLEMENT AND HARD- 
WARE ASSOCIATION CONVENTION, Kansas 
City, Mo., Jan. 13, 14, 15, 1925. H. J. 
Hodge, secretary, Abilene, Kan. 


WEsT VIRGINIA HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Clarksburg, 
Jan. 20, 21, 22, 23, 1925. James B. Carson, 
secretary, 1001 Schwind Building, Dayton, 
Ohio. 


WISCONSIN RETAIL HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, Audi- 
torium, Milwaukee, Feb. 4, 5, 6, 1925. 


George W. Kornely, Exhibit Manager, 1476 
Green Bay Avenue, Milwaukee. Be 
Jacobs, secretary-treasurer, Stevens Point. 
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The Story of Scheiderer and His Jack Knife 


(Continued from page 73 


out of wood. This was the first 
carving he had ever done. A little 
later he purchased a good pocket 
knife and began to carve in earnest. 
He went several places before he 
found just what he wanted and then 
he ran on to a hardware dealer who 
sold it to him. 

Now, Mr. Scheiderer carves more 
than he draws—that is when he is 
not busy at his occupation of flood- 
ing the rice fields around Ulm. He 
was so Satisfied with his pocket knife 
that he sent the manufacturer some 
of the carvings and they were so 
impressed that they asked for more. 
The Arkansas hardware dealers had 
a chance to inspect some of his handi- 
work at the last state convention. 
They all saw the exhibit and were 
loud in their praise, hardly believing 
that it was possible to do such ex- 
cellent work with a pocket knife. 
Illustrations show some of the ex- 
amples of the carver’s art as done 
by Mr. Scheiderer. Not only has 
Arkansas had the pleaslure of look- 
ing at these models but they have 
been shown a number of times in 
New York City and other places. 

It is a long cry from an Arkansas 


Socket Wrench Set for Radio 


Fans 


The Peck, Stow & Wilcox Co., manu- 
facturer of Pexto mechanics’ hand tools, 
Southington, Conn., has recently added 
a radio socket wrench set to its ex- 
tensive line of tools. The set consists 


EXT RADIO 
Socket Wrench 
Set , 





of handle and five interchangeable 
sockets, four for hex. nuts—sizes 4 
in., 5/16 in., 11/32 in. and % in.—and 
one for knurled nuts. The handle is 
nicely finished, shank is hexagon bright 
steel and the sockets are high grade 
steel, broached to size and hardened. 
This socket wrench set is for use on 
radio and electrical assembly and each 
set is in individual container as per 
illustration. 





Display Cartons for Superior 
Door Catches 


The Superior screen door catch, made 
by the Superior Door Catch Co., Su- 
perior, Wis., is now supplied to re- 


rice field to Broadway of the “‘white 
lights” but a pocket knife was the 
means of bridging the gap. Natural 
ability and industry were steps 
which helped to make the distance 
shorter as there was no elaborate 
set of carving tools or a fine art 
education with which to. start. 
Doubtless the hardware dealer who 
sold the pocket knife does not know 
of the pleasyre and satisfaction that 
piece of merchandise has caused to 
say nothing of the thousands of 
folks who have had the pleasure of 
enjoying the handiwork of the pur- 
chaser. 

There are a great many people 
who derive just as much pleasure 
from the hardware they buy as Mr. 
Scheiderer and in the hustle and 
bustle of this busy world where it is 
necessary to spend every minute of 
the working day in making a living 
it is gratifying to know that quality 
merchandise is causing happiness. 
In this particular case, Mr. Scheid- 
erer has never sold a drawing or one 
of his carvings. His work is in the 
rice fields but his art and his pocket 
knife are his pastimes. 


tailers in an attractive counter display 
carton, designed with a view of assist- 
ing the retailer in the sale of these 
popular catches. 

The new display carton holds a dozen 





of the enameled black screen door 
catches, each one of which is contained 
in a separate compartment. The car- 
ton is attractively painted in three 
colors, green, black and orange, and 
when displayed on the counter is a 
constant invitation to prospective pur- 
chasers to examine the door catches it 


contains at close range, and it helps 
in this way to materially promote sales. 

The company has gone to consider- 
able pains in developing the new car- 
ton, and the catches are compactly 
arranged. The display flap is always 
held in an upright position. 
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Winter Winds Blow 
Steady Profits 
To Comfort Brand 


Dealers 


_ Sill D Wool Felt 
Weather Stripping is 
now enjoying the popularity 
it deserves. That is only 
natural. It is the only form 
of serviceable weather strip- 
ping that is both inexpensive 
and at the same time easy to 
attach. 

Conservative Dealers will 
decide to stock it at once be- 
cause of the increasing de- 
mand. hey are bound to 
profit by their foresight. 
Winter time is felt weather 
stripping time! 


FELT WEATHER 
STRIPPING 


—made of Good Wool Felt 


absolutely suitable for the 
purpose. 

-the most flexible and dur- 
able felt weather stripping 
to be obtained. 

—a fair margin to dealer, 
assuring a legitimately big 
profit. 

—one of the best selling 1oc 
necessities in the winter 
market. 

—offered in attractive 
cartons that help sales. 

















Ask your wholesaler or write 
us today for profitable dealer 
offer and sample. 


Gerstein Brothers 


517 Broadway 
New York 
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National Advertising Campaign 
in 28 Leading Farm Publications 
with Total Circulation 
of 5,385,000 


starts the middle of August. Be pre- 
pared to take care of the demand in 
your territory that will undoubtedly 
be created for 


Cmbury 
SUPFREME 


LANTERNS 


Try this 
Experiment 


Put your regular line on 
display where your cus- 
tomers may pick them up 
and examine them. In- 
clude the line of Embury 
Supreme Oil Lanterns. 
Without any sales effort on 
your part, see which line 
you sell the most of. Then 
push the sale of that line 
and double your lantern 
sales. We know from ex- 
perience that Emburys al- 
ways win out. 





No. 160, illustrated, is one 
of the big sellers. Its ten 
candle power burner gives 
20% more light and burns 
35 hours. Dust, dirt, wind 
and rain-proof. 





Ask us 


to send 

you this 
Beautiful 
he and 
Fee Striking 
gauioped win imerme’ | Window 
"Sipe BEng | Display 


Guaranteed Wind - proof 


Bc Seer. 22"x 34", 


lithographed in 5 colors. 


Write for descriptive catalog and prices. 


EMBURY MANUFACTURING COMPANY 


WARSAW Dept. AB NEW YORK 
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FORTY YEARS OF HARDWARE 


(Continued from page 83) 


my time in Europe. It is somewhat difficult to manage 
a trade paper when you happen to be in Russia or in 
the Balkans. Nevertheless, under the able manage- 
ment of Mr. Roberts, Mr. Pratt, Mr. Cook and others, 
this paper, after a year of losses, as the advertising 
increased turned the corner and was soon a very profit- 
able investment. 

However, if you wish to see money go up in smoke 
quickly week after week and month after month, just 
buy a trade paper or any other publication that has 
not enough advertising patronage to carry the circula- 
tion. I have forgotten exactly, but I think for a 
period of months we lost $5,000 per month on this 
paper. As I was the largest stockholder, it was 
pleasant to receive these monthly statements while 
traveling in Europe and to realize that my losses in 
the trade paper were considerably more than my ex- 
penses in Europe! I remember that before sailing 
for Europe, I left a considerable deposit in the bank 
of my personal funds for the paper to lose while I 
was away. 

My friend who gave me the option on the paper had 
the job of printing The Hardware Reporter. He re- 
ceived his money every week while we were steadily 
losing. 

I finally decided to investigate the costs of printing. 
I asked for bids on our job from New York and 
Chicago. Their quotations were just 20 per cent less 
than we were paying. After a number of rather 
heated interviews and after we had threatened to 
move the paper to New York or Chicago, our printer 
gracefully came down 20 per cent. He certainly did 
‘“ham-string” us with his charges the first year we 
were getting our experience as publishers. 

Then we had another interesting experience with 
electro-types. The Hardware Reporter was pro- 
fusely illustrated. Illustrations may be very in- 
teresting to the casual reader but they are expen- 
sive. They mean the cost of artists and also the cost 
of half-tone work. After we were under full swing 
and probably the best customer in the city of St. 
Louis for half-tones, the engraving company who were 
doing our work announced an advance in prices of 
33-1/3 per cent. Again I got bids from Chicago and 
New York and I found we could have the work done 
in Chicago at less than the old price charged us by 
the engraving company. The advanced price looked 
very much like a hold-up. 

We therefore sent Mr. Pratt to Chicago and 
arranged to have our half-tone work done in a large 
shop there. We would send our photographs, designs, 
etc., to Chicago by express and receive the finished 
blocks of half-tones in the same manner. The service 
was excellent and the prices were right. 

Everything was running along smoothly when we 
were informed that the shop where we had our half- 
tones made was a “non-union” shop while the printers 
on our paper were “union” and if we did not stop 
getting these half-tones from this non-union shop, 
our printers would strike. This was a delightful 
situation and I[ tell this story for two reasons—first, 
to indicate that conducting a publishing business is 
not all beer and skittles. Such experiences as these, 
in addition to the fact that trade journalism, con- 
ducted on the daily paper plan, is a very strenuous 
life, actually led to my selling out the paper when I 
received an attractive offer from The United Pub- 
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lishers’ Corporation of New York, the owners and 
publishers of HARDWARE AGE. 

Another reason why I tell this story is to indicate 
how short-sighted the printer and the engraver were 
in trying to hold up the publication. Both of them 
reminded me of the Aesop Fable of the boy who put 
his hand in the jar of jam and attempted to take such 
a large handful that he could not pull his hand out 
through the neck of the bottle. By their attempt to 
hold up the paper with these unreasonable charges, 
they lost all of the business. 

When I sold out the publication, the printer ran 
true to form. He brought in a very large bill for a 
lot of extra services and printing that he had never 
mentioned or billed to us before. It was evident that 
he proposed to take a last bite at the good thing he 
had lost. We paid his bill and thankfully closed his 
account. 

A trade paper, however, is an interesting proposi- 
tion because you can figure out so accurately just what 
you earn or lose. You can also figure out almost to 
a cent what the results will be on the paper in the 
course of a year. A trade paper always appealed to 
me because you sell your subscriber 52 weeks or one 
year in advance and you usually make your advertis- 
ing contracts by the year. Therefore, as a matter of 
fact, the entire business of a trade paper is sold a 
year in advance. For this reason, it is a simple 
matter, figuring on a known rate of increase in adver- 
tising, to know exactly what the returns will be a 
year in advance. 

I enjoyed conducting The Hardware Reporter 
very much indeed. We employed an _ artist 
and every week we had full page cartoons depicting 
passing events in the hardware trade. I could write 
an amusing chapter on hardware trade journalism. 

We attempted, in conducting The Hardware Re- 
porter, to edit and run a trade journal very 
much upon the principle of our great metropolitan 
daily papers. We attempted to put life and pep and 
personality into every issue. Sometimes, I regret to 
say, we put a little too much personality into our 
issues! 

I remember on one occasion a certain committee of 
hardware men called on me and objected strenuously 
to some of our cartoons and editorials. They gave 
me to understand that if we continued on these lines, 
we would be boycotted. It is always a good idea to 
have an extra shot in the locker. I got up from my 
desk, went over to a safe in my office, turned the 
combination, produced some papers and showed them 
to this committee. The committee read these papers 
with the greatest interest. These papers gave a story 
which was exceedingly interesting. This story would 
have made the hardware trade all over the country 
sit up and take notice. I had all the facts, properly 
vouched for. I told the committee I had had this 
story in my possession for several months but had 
never published it. Now if they wished to have real 
trouble, they could go ahead, and possibly the hardware 
trade would enjoy reading this story. The committee 
departed and I never heard anything more about 
The Hardware Reporter being boycotted! 


Funny things sometimes happen. There was a cer- 
tain hardware manufacturer who was very loud in 
his public utterances against the mail order houses. 
He had gone on record as being very much opposed to 
them. This manufacturer happened to be a very good 
friend of mine. I knew he was sincere in his opposi- 
tion to the mail order business. Now it happened one 
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Four Facts 
to Remember 


For years Warren has set the pace in the 
development of Sectional Hardware Store 
Fixtures. And, in Warren Fixtures there is 
a built-in utility and individuality the mere 
duplication of dimensions cannot equal. 


Retail dealers recognize the fact that Warren 
leads in fine fixtures—because of our policy 
to build as well as the latest improved ma- 
chinery and human skill will permit. . 


No better materials for the purpose could 
be used. Is there any wonder then that 
Warren Fixtures last for generations? 


And, you cannot equal Warren quality, 
service and fixture satisfaction anywhere at 
Warren prices. Ask any retail dealer who 
has Warren Fixtures. 


Our Store Planning Department 
will gladly offer suggestions on 
store arrangement. 

Write us about your problems. 


“There Is No Substitute for Warren Fixtures” 


J. D. Warren Mfg. Company 
159 N. State St. 


Chicago, Illmois 
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2050 East 48th Street 
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This new modern merchandise cre- 
ates new and profitable business for 
you. 


Here is a big win- 
ner— 


Genuine Hand-Cut 
Glass Knobs 


They are different. 
Clean, sanitary and 
pretty and cost very 
litle more than 
common ones. The 


» faces are cut and 


polished. 


For sale by all 
leading jobbers. 
Write us for 
name of nearest 
distributor. 





This cut shows 
studded bottom 


applied for) 


Manufactured Exclusively by 


TECHNICAL GLASS CO., Inc. 


Los Angeles, Calif. 








day that a retail hardware merchant in Iowa sent 
me an interesting copy of a letter from this manufac- 
turer’s office to a farmer in Iowa. It seems that this 
farmer had tried to buy this manufacturer’s goods 
from the local hardware man. He was out of them. 
Then this farmer wrote direct to the manufacturer in 
the East. One of the highbrow clerks in the office of 
this manufacturer wrote a long letter to this farmer, 
telling him he could get the goods from Messrs. 
Sears, Roebuck & Company in Chicago. This young 
man not only did this but he went on at considerable 
length to tell all about the quantity of goods this 
manufacturer sold to these mail order houses—what 
good customers they were and how they distributed 
the goods all over the country. I also put this letter 
in my safe. 

One day my friend, this manufacturer, dropped in 
to see me in my little green editorial office. I asked 
him about his business with mail order houses. He 
stated that he sold them only a very small amount of 
goods and that he insisted upon their maintaining a 
price (which was true) with which the retail merchant 
could easily compete. “Well”—I replied—“I would 
like to show you a little correspondence I have in my 
safe.” I showed him the letter from his own office 
to this farmer. He was the maddest hardware manu- 
facturer I have ever seen and I regret to say that 
without my consent, when he left, he carried that 
letter with him! I was sorry for that embryo sales- 
manager at home! 


After a few years I received a very advantageous 
offer for The Hardware Reporter. I sold it to 
The United Publishers’ Corporation. After run- 
ning it almost a year, they decided to discontinue the 
publication. 

Here I am yielding to the temptation to tell a 
characteristic story of Horace M. Swetland, the 
President of The United Publishers’ Corporation. 
When I sold The Hardware Reporter to them, 
they asked me _ to enter into an_ exclusive 
arrangement with them to serve as editor and to take 
charge of the editorial policy of the paper for five 
years. They agreed to pay me a salary of $10,000 
per annum for this service. When they discontinued 
the paper, I still had four years to serve on this con- 
tract., 

Mr. Swetland sent for me and, sitting at his desk in 
his office on Thirty-ninth Street, New York City, he 
said—“Now you have this contract and it has four 
years torun. We have discontinued the paper and of 
course you know it is a perfectly good contract, but 
how much do you want for it if we release you 
immediately?” Without any discussion, I said simply 
—“‘Thirty thousand dollars.” The contract was worth 
$40,000 but I threw off one year for an immediate 
settlement. Mr. Swetland did not even argue the 
point. He pushed a button, the cashier came in and 
in a few minutes, I left the office with a check in my 
pocket for $30,000. 

Mr. Swetland recently passed away. He was one of 
the giants in the publishing business. I tell this story 
to illustrate how such men act quickly without any 
quibbling. Naturally it is a pleasure to do business 
with such people. How bored all of us do become at 
all the endless conversations it is necessary to indulge 
in when some people try to reach an agreement, even 
about very small and irsignificant matters! 

Mr. Swetland made a very good trade for his com- 
pany, as my contract was absolutely good and all I 
had to do was to sit tight and wait, when they would 
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have paid me the entire $40,000. The only risk I took 
was whether I would live or not. Of course if I had 
not lived, I could not have done my part in being pre- 
pared to continue to be the editor of a paper that did 
not exist! 

In the years 1911, 1912 and 1913, I spent almost my 
entire time in Europe. With my family I made my 
headquarters in Paris. In 1911 we visited eighteen 
capitals in Europe. Afterward one of my daughters 
went to school in Lausanne, Switzerland, while another 
daughter continued her art studies at the Beaux- 
Arts in Paris. With Paris as our headquarters, we 
took many delightful trips to various parts of Europe. 

In January, 1914, Mr. McKesson, of McKesson & 
Robbins, a large manufacturing drug and chemical 
concern of New York, wrote me to Paris, asking if I 
cared to buy out one of their retiring partners. I 
came to the United States in June, 1914, and decided 
to go into business with them. The War broke out in 
August, 1914. My family were caught in Frankfort, 
Germany. They were on their way from the North 
Cape trip to Switzerland. After a number of unusual 
adventures, they arrived in New York in September, 
1914. } 

The rest of my story since then has been in an en- 
tirely different business—drugs and chemicals. I 
think I could say, without contradiction, that through- 
out the period of the War and since, it has been just as 
exciting, if not more so, as the years I spent in the 
hardware business. 

And at the end of it all, I am inclined to feel, like 
the Prophet of old, 


“I returned, and saw under the sun, that the race 
is not to the swift, nor the battle to the strong, 
neither yet bread to the wise, nor yet riches to men 
of understanding, nor yet favor to men of skill, but 
time and chance happeneth to them all.”—Eccle- 


slastes, IX-11. 
The End 








Llew 8S. Soule, Editor, 
THE HARDWARE AGE, 
My Dear Mr. Soule: 


In a recent issue of THE HARDWARE AGE, I 
wrote in “Forty Years of Hardware” that Mr. 
Fernley and myself were the only two jobbing 
survivors of The Wholesale and Retail Joint 
Catalogue House Committee. 


This was a slip on my part as Mr. W. S. 
Wright of The Wright & Wilhemy Company, 
Omaha, Neb., is also living. I should have writ- 
ten that we three are the only survivors. 


Mr. Wright’s many friends will be glad to 
know that he is still living, although he has been 
away from business for the past seven years. 


I have just written Mr. Wright a letter of 
apology. When I next visit Omaha, I hope to 
call and express my apologies in person. 

Yours sincerely, 
(Signed) SAUNDERS NORVELL 
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The New Copyrighted 
Queen Chick-Chart 


is a remarkable development in 
the incubator industry. It is rev- 
olutionizing the merchandising 
of incubators, as it puts the re- 
sponsibility of hatching entirely 
upon the manufacturer and the user. 





By the use of the new Queen Chick-Chart 
one of which is supplied free to every pur- 
chaser of a Queen Incubator—we have prac- 
tically taken the guesswork out of hatching. 


The system is wholly automatic and accu- 
rate—all the operator has to do is to follow 
simple instructions and secure remarkable re- 
sults. By the use of this Chart we guarantee 
every Queen [Incubator to hatch 


Full Hatches of 
Strong, Healthy Chicks 


Don’t let your customers waste time and 
eggs on cheap incubators. Sell them Queens 
and they will be certain of big hatches of 
chicks that live and grow into early broilers 
and laying pullets. 


The New Air-Cell Control 


of the Queen Incubator is a wonderful im- 
provement. It cuts out the speculation. It 
makes it a pleasure to merchandise incubators 
to your customers and friends. Let us tell you 
all about it. 


QUEEN INCUBATOR CO. 
1124 N. 14th St., Lincoln, Nebr. 
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Steel Shelving 


Modern steel construction 


Strength —combines strength with light 


weight. 
eqs Fire-resistive—oil, water 
Durability ~~ and wear proof, 
Installed or rearranged 


Simplicity —easily and quickly, with 


ordinary tools. 
eqs: Arranged to store an 
Adaptability— (oresity, . 
10% to 30% greater 
° storage capacity. 
Economical ~ Moved or altered 
without depreciation. 


Sheloing, Files, Desks, Transfer Cases, Safes, 
Counier-heighis, Sectional Cases, Accessories and Supplies 


THE GENERAL FIREPROOFING CO. 
Youngstown, O. Dealers Everywhere 
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Profits from Wrought 
Iron Specialties 


OE RAYMER of the Raymer Hardware Com- 
pany, St. Paul, Minn., found out some time ago 
that the architects seemed to be running wild 
on special wrought iron designs in certain types of 
builders’ hardware. Mr. Raymer took the bull by 
the horns, so to speak, and advertised for a black- 
smith who could work in wrought iron. He found 





a farmer, a Belgian, located 15 miles from St. Paul, 
who had done this hand work in his own country. 
He had a little forge on the farm and it was not 
long until both he and Mr. Raymer were busy with 
their new department. It did not take the architects 
long to find out that the Raymer store was prepared 
to carry out their wildest dreams in special wrought 
iron designs. 

The picture, taken in the builders’ hardware dis- 
play room of the Raymer store, will give the reader 
an idea of how attractive this old-time wrought iron 
hardware is. The various items were all made up by 
Mr. Raymer’s blacksmith, and he has found the new 
department to be quite profitable. Such things as 
urns, electric light fixtures, push buttons, latches, 
knockers, lanterns, hinges, fireplace fixtures, candle- 
sticks, stand lamps, etc., are in vogue, and these are 
all made either from standard patterns carried by 
the Raymer store or on special order or design. 

The department had not been going very long 
until sales had reached the $5,000 mark. It is a 
mighty healthy department in this St. Paul hard- 
ware store, and no doubt other hardware dealers, 
who are not always able to buy just what they want 
in this line, will be putting local blacksmiths to 
work. 





& Ways to Use Electric Fans 


. To supply fresh air service to the home. 

. To cool and ventilate the kitchen. 

. To dry hair quickly. 

To dry white shoes after cleaning. 

To dehydrate fruits and vegetables. 

. To speed up the drying of laundry. 

. To aerate the refrigerator after it has been cleaned. 
. To speed up the drying of varnished floors, etc. 


GIR om ood 
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THE PAINT DEPARTMENT 


(Continued from page 77) 





panels for each line or kind of paint by the same 
manufacturer bear no resemblance in style, size or get- 
up to the others. In fact, the designers seem to visual- 
ize each kind as a distinct creation set aside by itself 
and bearing no relation to the other lines. The result 
is that when a dealer gets these abortions he is “up a 
tree” because of the size of the house paint panels 
he must suspend them from the ceiling or fix them to 
the front of a counter or he puts them back in the 
shed because his space is limited and he has no place 
to show them. They use an entirely different plan for 
showing varnish stains, still a different method for the 
decorative enamels. Flat finishes are probably only 
shown on color chips on folders and so on. 

If a uniform size chip or panel for every kind of 
material made were used much of the ridiculous con- 
fusion now prevalent would disappear. Some time ago 
I proposed a plan to a paint manufacturer, who said it 
was too radical. This plan took into consideration 
the urgent need of a uniform method of color chip dis- 
plays which would enable any clerk to escort the cus- 
tomer to the single panel showing all kinds and all 
colors. This method would eliminate the need of 
questioning the customer about the kind of paint he 
or she wanted or what kind of a job it was for. He 
would simply say to the customer, “Every kind and 
color of paint, enamels, varnish stains, etc., that we 
have in stock are shown right here.” In fact, the 
same principle would be used as in sampling tools 
and other items. 

Color panels (sometimes called “paddles’) should 
show the material as nearly as possible in its natural 
state when a job is finished. House paint ought to 
be shown on the soft wood panels done with the actual 
material and not covered with high gloss material 
such as varnish or clear celluloid, because people are 
too often disappointed when they see the high gloss 
on the panel is not comparable with their finished job. 
Materials intended for use on metal should be shown 
on metal and that intended for wood should be shown 
on wood and each in their own native element. 

One of the simplest and most effective ways of show- 
ing color cards is to spread them out on the top of 
a counter or ledge and cover them with glass, thus 
showing in a small space all the various lines and 
colors. This is a convenient and satisfactory way, 
except that the colors do not show naturally but it 
does away with the usual disadvantages of selling 
from color cards that are always misplaced, or from 
the counter book, which is either in use by someone 
else or has been carried to another part of the store. 
The color cards under glass are, at least, always in 
the same location and available at all times. 

It goes without saying that paint and varnish 
brushes should be displayed near the paint. They 
are so closely associated with paint that it is a mis- 
take to show them at any distance from there. No 
customer should be permitted to go out with a can 
of paint without being reminded of a paint brush. 
To insure a permanent reminder, the paint brushes 
should be sampled right at the front end of the paint 
department so that customers after buying paint will 
get a last glimpse of brushes, so that even if the 
clerk forgets to remind them, the sight of the brushes 
may possibly do so. 

The brushes should be sampled in the same manner 











Blackhawk 
“Q. D.’ 3” 
Build Business 


They sell by the set to me- 
chanic and car-owner—and 
they’re selling mighty fast! 





Blackhawk Q.D.’s are husky extra- 
duty tools, with all black finish 
(baked on) and sockets exactly 1/64” 
oversize. Blackhawks stand the 
ff’ as no other wrenches do— 
handles 54” steel instead of 1%”. 


Attractive display boards help you 
sell Blackhawk sets. “When you see 
a ‘Hex’ think of Blackhawk.” That’s 
the idea to build your wrench busi- 
ness on. 

JOBBERS: Stock the complete Blackhawk 
line—every mechanic and car-owner knows 


and asks for Blackhawks. Write for cata- 
log and discounts. 


AMERICAN GRINDER 
MFG. CO. 


Dept. E Milwaukee, Wis. 


Sales Dept. 
C. N. & F. W. PyONAS 
Chicago—Los Angeles 





Blackhawk Master Mechanics Q. D. 
set No. 27. Declared by the trade 
ee be the most and com- 

lete of its kin More than 275 

rench — — be made 
with this Q. D. set. § ano List 
price, $19.55. Eiberal iscounts to 
dealers. 


BLACKHAWK 


Welded@wrenches 


(Copy 1924 by A. G. M. Co.) 
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Waen a hardware man comes 
into The Mechanics & Metals 
National Bank of New York he 
is at home. Here he meets 
friends who know how he does 
business, who know vy hat he 
wants and who know how to 
provide for those wants. 





ee 


Let us demonstrate our knowledge of your 
business the next time you come to the city, 
or write us and permit us to visit you, 











THE 


MECHANICS & METALS 
NATIONAL BANK 


OF THE CITY OF NEW YORK 
Deposits June 30, 1924, $288.000,000 
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Manufacturers of 





















BOLTS NUTS WASHERS 
RIVETS SPIKES 
PLAIN AND UPSET RODS 
HARROW TEETH, HINGES 


WAGON IRONS 
SINGLETREE TRIMMINGS 
FLOOR HOOKS 
CAR FORGINGS 
GENERAL FORGINGS 
ANCHOR SHACKLES, CHAIN LINKS 
POLE LINE MATERIAL 
COTTON TIE BUCKLES 

















BAR STEEL, CONCRETE BAR, ETC. 
“TYRONE BRAND” 
PICKS, MATTOCKS, GRUB HOES 





CROWBARS, WEDGES 
















General Office and Works, Pittsburgh, Pa. 
Eastern Office: 50 Church St., New York City 
Pacific Coast Office: Monadnock Bldg., San Francisco, Cal. 







as has been, in previous articles, described for tools 
and small hardware. Sample doors (not necessarily 
paneled doors) should be mounted on the front of 
the shelves. The samples should be wired on so that 
when the stock is exhausted the sample can easily 
be removed and sold. The stock should be carried 
in stock drawers back of the doors. In the absence 
of drawers, the number corresponding to the sample 
number on the tag should be plainly marked on the 
reverse end of the original brush container so that it 
can be located at will in the shortest possible time. 
The same rule that applies to sampling tools regard- 
ing the price tickets should be used. The ticket should 
contain the sample number, the name of the article, 
the manufacturer’s name, the size, the manufacturer’s 
number, the cost and selling price. 

Dry colors, oils, glass and putty are so essentially 
a part of the paint department that to pass them up 
would be an injustice. Dry colors of the bulky kind, 
such as Mineral Browns, Venetian Red, Whiting, Plas- 
ter of Paris, Pumice Stone and a few others, usually 
bought by the barrel, are probably the only ones to 
consider because the finer grades of pigments are 
no longer in demand in a dry state. Colors in oil, 
however, are still needed to meet the demand. 

A counter arranged with large bins in the rear, 
each sufficient to hold a barrel of any material, will 
serve a double purpose. The dry colors being sold 
by weight require a scale. It can also serve as a 
wrapping counter and color card display. The front 
of the counter should be arranged with shelves on 
which a nice display of one-gallon pails of a fast sell- 
ing paint should be displayed. This counter front 
can serve the double purpose of display and stock. 
This use is usually overlooked—counters presenting 
only so much wood or blank surface to the public. 

Window glass is a profitable line when sold at 
retail and it should be located in a convenient place 
near the paint department because it is frequently 
an indirect cause for paint sales. Customers buying 
window glass should always be reminded that a little 
paint to touch up the putty to match the other color 
of the sash not affected will sometimes result in the 
sale of a small can of paint and a brush to apply it. 

A profitable paint department is within the possi- 
bilities of every hardware man. He must avoid the 
sin of all sins in the paint business and that is: car- 
rying duplicate lines. This foolish habit is the cause 
of most of all the dissatisfaction prevalent among 
those who deplore the necessity of carrying paint 
in stock. Let the motto be 


One Line, 
One Quality, 
: One Price. 
FRANK MAPPES. 








Editor, HARDWARE AGE, 

Dear Sir: e 
HARDWARE AGE, August 21, failed to arrive. 

Kindly mail me a copy at once. Can’t do without 

it. (August 28 copy has been received.) 
Thanking you in advance, 


(Signed) C. E. Bedell, 
Clark Witbeck Co., 
Schenectady, N. Y. 
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VACATIONS 


(Continued from page 72) 
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The Southern Jobbers’ Association, The American 
Hardware Manufacturers’ Association and The Na- 
tional Retail Hardware Association agree on a cer- 
tain month in the year—either July or August—for 
a hardware vacation month? Then travelers could 
be kept at home. Retail merchants, even if they did 
not take a vacation themselves, could have a rest from 
the solicitation of traveling salesmen. 

This idea may strike you as being theoretical, but 
it is not. The waste of our unsystematic, badly 
planned vacations in all lines of business today is 
simply enormous. Vacations are becoming more and 
more common. It is my judgment (from my limited 
experience) that more vacations were taken by people 
in July and August of this year than ever before 
in the history of the United States. I am confirmed 
in this opinion by the statement of my friend, the 
head baggage master at the Grand Central Station 
here in New York. He tells me they smashed more 
trunks this year than ever before in their history. 

Of course there are difficulties in putting any such 
plan into effect. There are difficulties about every- 
thing. That makes life interesting. 

When the conventions meet this fall, why not ap- 
point committees to take up this subject? Suppose 
we arrange a moratorium of business. This is where 
I show off. “Moratorium” comes from the Greek 
word “mores” and the Latin word “mors.” It means 
death or arrested development. A financial mora- 
torium means a delay or death of payments. A moron 
is not a vicious person, as some imagine, but simply 
an individual whose mental development has been de- 
layed. Some of us grow up to be twelve or fourteen 
years old and then mentally we stop. I am convinced 
at last, as I write this article, that something like 
this happened to me! However, it is not an alto- 
gether disagreeable thought. We may grow old in 
years but the moron is always young in his emotions. 

You have, of course, read the story of the girl who 
was walking on the edge of a glacier in Switzerland 
with her husband on their honeymoon. He slipped 
and fell into a crevice in the glacier. She returned 
to the valley and grew to be an old woman. Fifty 
years afterward his body, which had been in the ice 
all this time, came out at the bottom of the mountain 
and he was just as young as the day that he slipped 
and fell. Imagine the old lady, gray-haired and bent 
with time, taking the body of this youth into her arms 
and calling him her beloved. This is only another 
illustration of one of nature’s delays. This is a true 
story and it is even a cruel story to tell on a hot 
day like this! 

Now let us stop spoofing, get busy and save the 
hardware trade of the country two or three million 
dollars in vacations NEXT SUMMER. 

“THE SALES MANAGER.” 











A Good Motto 


This motto hangs in the office of G. B. Churchill 
of the Churchill Hardware Co., Galesburg, Ill. “Cold 
cash is often the means of expressing warm sym- 
pathy.” 
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Aim for Greater Profit! 


Drybak Garments 


Drybak hunting garments 
» > a 


Set the Mark 


are 


made for the most exacting 


sportsmen. 


Made of heavy 


Army Duck, thoroughly water- 


proofed 


| Full 








Write us for your 
copy of our new 
catalogue. 


by 
lined 
tailored. 
guarantee sewn in every 
carment. 


special process. 
and carefully 
Money back 


Attractive profits ior 
Jobber and Dealer. 


Ask your Jobber ior 
Drybak. Feature it to 
the Fisherman and 
Tourist. 

















LEWIS M. WEED CO., INC. 


Dept. 


Binghamton, N. Y. 





HA 
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Just off the press. The 
latest edition of our 
general catalog. Send 
for it. 






Wj ck 
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There is a Kimball Elevator built 
for every requirement. Light dumb 
waiters or heavy elevators, lifting 
upwards of 30,000 pounds, high 
speed passenger elevators, hand- 
power and electric elevators of all 
sizes and types are built and in- 


stalled by 


KIMBALL BROS. CO. 


1117-41 9th St. 
Council Bluffs, lowa 
KANSAS CITY 

ETROIT 


DES MOINES 
NEW ORLEANS 


15 E. Fayette St. 
imore, Md 

DULUTH 

MINNEAPOLIS 

DENVER 

SALT LAKE 

DALLAS 

OKLA. CITY 

FORT SMITH 
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per cent of the aggregate imports, were 
valued at $39,145,000. 


Half Exports 
Goods 


It is a significant and decidedly 

encouraging fact that no less than 44 
per cent of our exports consisted of 
manufactures ready for consumption, 
the total value of which was $118,- 
126,000. This is the largest percent- 
age of manufactured goods included 
in the statistics of our exports for 
many months. 
_ Crude materials for use in manufac: 
turing made up 20 per cent of our 
shipments in July, 1924, and were 
valued at $55,972,000 while manufac- 
tures for further use in manufacturing 
constituted 17 per cent of our exports, 
with a total value of $46,240,000. 

Fourteen per cent of our exports con- 

sisted of foodstuffs, partly or wholly 
manufactured, with a value of $37,- 
367,000. Foodstuffs crude and food 
animals made up but 5 per cent of 
our shipments, the total value being 
$12,673,000. 
- While there was a small balance of 
trade against us in July it will be 
noted that our exports of manufactures 
ready for consumption were almost 
double our imports of that class. The 
largest item in our imports was crude 
materials for use in manufacturing, 
an item that represents necessary 
supplies for American industries. 


Nearly Are Finished 


Bicycle Output Shows Big Increase 


The production of bicycles in 1923 
showed an increase of 122 per cent 
over the output of 1921, according to 
data collected by the Department of 
Commerce for the biennial census ot 
manufactures. No less than 487,077 
bicycles valued at $10,564,000 were 
produced in 1923 as compared with 
216,464 bicycles valued at $6,218,394 
in 1921. 

If there is anyone who regards the 
bicycle as a back number he will revise 
his judgment after examining the 
figures presented by the Census Bu- 
reau. 

Twenty-five establishments were 
engaged in producing bicycles in 1923 
as compared with 24 in 1921. Persons 
engaged in the industry in 1923 num- 
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Washington News 


(Continued from page 87) 


bered 3543 as against 2102 in 1921, an 
increase of more than 68 per cent. 
Wages paid in 1923 aggregated 
$4,877,406 as against $2,795,657 in 1921, 
an increase of approximately 75 per 
cent. 

Of the 25 establishments reported in 
1923, five were located in Massachu- 
setts; 4 each in Ohio and Indiana; 3 
each in New York and Illinois and 
the remaining 6 in Connecticut, Ken- 
tucky, Michigan, New Hampshire and 
Pennsylvania. 


Motorcycle Production Up 56 Per Cent 


The motorcycle industry also scored 
a big advance in 1923, the output 
numbering 41,894 motorcycles, valued 
at $10,024,570, as compared with 26,991 
motorcycles in 1921, valued at $6,- 
438,706. 

There was a big shrinkage in the 
number cf establishments engaged in 
the production of motorcycles in 1923, 
the total being but 13 compared with 
22 in 1921. This decline represents the 
general tendency toward concentration 
of industry which has been quite fre- 
quently noted in the figures for the 
biennial census for 1923. 

Of the 13 establishments reported 
for 1923, 3 were located in Ohio; 3 in 


New York and the remaining 7 in Con- 


recticut, Illinois, Massachusetts, Mich- 
igan, Pennsylvania and Wisconsin. 


Phonographs Increase, Records Decline 


The phonograph industry made a 
substantial gain in 1923 as compared 
with 1921, according to the figures of 
the Census Bureau. One hundred and 
nine establishments in 1923 reported 
products valued at $107,276,240, as 
compared with $98,212,784, the output 
of 154 establishments in 1921. 

Of the total output of 1923, 23,- 
981,635 phonographs were valued at 
$55,551,817; 15,824 dictating machines 
were valued at $1,485,243, while 98,- 
104,279 records and blanks were valued 
at $36,372,410. As compared _ with 
1921 this was an increase of 65 per 
cent in the number of phonographs 
produced; 347 per cent in the number 
of dictating machines and a decrease 
of nearly 7 per cent in the number of 
records and blanks. 
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Phonograph needles manufactured in 
1923 were valued at $1,456,192 as com- 
pared with $1,144,135 in 1921. 

Of the 109 establishments reporting 
for 1923, 24 were located in Illinois, 
17 in New Jersey; 16 in New York; 


-8 in Indiana; 7 in Michigan; 6 each 


in Connecticut and Pennsylvania; 5 
each in Massachusetts and Ohio; 4 
each in California and Wisconsin and 
the remaining 7 in Iowa, Minnesota, 
Missouri, North Carolina and Vermont. 


Automotive Trade with Noncontiguous 
Territories 


Shipments of automotive products 
from the United States to its three 
noncontiguous’ territories, Hawaii, 
Porto Rico, and Alaska, have amounted 
during the first six months of 1924 
to more than 65 per cent of those dur- 
ing the entire year 1923, according to 
the Automotive Division of the Depart- 
ment of Commerce. Over a period of 
ten years, these shipments have 
mounted steadily and rapidly. 

In the first half of this year, the 
number of passenger cars, trucks and 
busses shipped to the three territories 
was 4766, compared with 7196 in all 
of 1923. The value of these vehicles 
and of parts and accessories, was 
$4,213,135 in six months this year and 
$6,470,235 in twelve months last year. 


In the abnormal year of 1920, the 
number of vehicles shipped was 5465, 
considerably less than last year, but 
the value of vehicles and parts was 
higher, being placed at $6,722,372. 
Lower unit cost and a growing prefer- 
ence for medium and low priced cars 
explain this differential in value. 


Took Four Per Cent of Output 


The three noncontiguous territories 
last year accounted for about 4 per 
‘cent of the total exports of passenger 
cars and trucks from the United States. 


Development of the individual mar- 
kets shows many interesting phases. 
The largest is Hawaii, Porto Rico is 
second, and Alaska is third. All three 
showed a spurt in 1920 and a sharp 
decline in 1921, but since the latter 
year their growth has been uninter- 
rupted. 








It cannot be given to every man to walk in the 
lead at the head of the procession. 
some “buck privates” in every army. Whether it be 
the Nation’s Army or the Army of Business. 
both armies, the great difficulty is that those at the 
head proverbially feel that they were “born to com- 
mand,” whereas each private just knows intuitively 
that the proper state of affairs would see him switch 
jobs with the gold-braided chap up at the head 


Being a Leader 


There must be 


In 


trolled. 


of the line who carries a_ gold-handled sword. 

It is one of the marvels of a democracy that in it 
any man may rise to be a captain of industry. There 
are no class distinctions which preclude that, even 
though the President must be native-born. But, just 
as there is flesh which is fish and flesh which is fowl, 
so there are men who were naturally and normally 
born to control and men who were born to be con- 
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Important Trade Announcement 


We have purchased from the Van Arnam Mfg. Co. of 
Fort Wayne, Ind., their complete line of “EZYSQUEEZE” 
Mop Squeezers, including drawings, patterns, trade- marks, 
stock and good will. The excellent reputation of this com- 
pany and the high quality of their products is well known 
to Jobbers and Dealers. 


This expansion and our combining the Van Arnam line 
with the Boller Line of Crank, Roller and Pail Mop Wring- 
ers now enables us to offer the trade a Mop Wringer, 
Pail or Squeeze for every home and every requirement, 
giving you Thirty-four Different Styles as well as 

Mopping Tanks to choose from. 


We will be pleased to send Circulars showing both 
the “EZYSQUEEZE” and “BOLLER” lines and feel 
confident that with our increased facilities we can 
serve you even better than ever. 


PETER PjOLLER MACHINE WORKS 





126-128 N. Curtis St. Chicago, Ill. 
SALES REPRESENTATIVES: 

SAN FRANCISCO LOS ANGELES DALLAS 
Thayer & Bower Thayer & Bower F. L. Glover & Co. 
845 Monadnock Bldg. 923 E. 3rd St. 1322% Commerce St. 

autem -_ ef yy States DENVER 
. ea 0. J. H. Morrison 
satis dt ~~ eae 306 Sugar Bldg. 




















DEALERS! 


Carpenters, Contractors, Home Builders often ask you to sell them what in 
your opinion is the best. They put a lot of faith in your judgment because they 
feel you are better acquainted with the various brands and makes of hardware 
and are therefore in a position to decide for them. 





Why lessen that faith by selling them a line that fails to be as good as the word 
you gave for it? One failure means the loss of at least one repeat sale—you can- 
not tell how many more. Can you afford to continue without goods on your 
shelves which you KNOW is the best? 


FrantZ Builders’ Hardware is packed in boxes bearing bright orange labels. 
The trade is being educated to that fact and will call for it by its label. Better 
still, an iron-clad guarantee is packed in every package. Your customers have 
their satisfaction guaranteed when they purchase FrantZ Hardware. 


Write for our 1925 catalog, just off the press. 


‘RANT 


Manufacturing Co. 


Sterling, Illinois 
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The “‘“Home Town” Customer 


The Smiths, Browns, Jones—about every family 
in your town knows him. 


A word from him means a whole lot, especially 
when that word is “Perfect” and the product is 
Sereen Wire Cloth. 

Because every home his family visits and every 
family that visits his home usually bring up the 
subject of Screens. 

They just can’t help advertising “Perfect"— 
their Windows, Doors and Porches are all screened 
with it. One tells another. 


Keep supplied through your Jobber. 
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LUDLOW-SAYLOR WIRE CO. 


St. Louis, Mo. 


S| 
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A Sure Way to Hold Wrench Trade—Keep Stocked on Standard Sizes 


The next best thing to keeping Coes Steel Handle Wrenches 
in stock is to keep stocked on COES Wrenches in the 
seven standard stock sizes. 

Remember a 6” COES won’t answer for a 12” COES. 
The wrench must fit the work. When it does the best 
results are secured. 


That is the reason why dealers who carry complete stocks 
of the 6”, 8”, 10”, 12”, 15”, 18” and 21” sizes never lose 
trade. That doesn’t mean a big stock of all sizes. It 
does mean sufficient sizes of each to meet requirements 
in your locality. 


Coes Wrench Co. 


Worcester Mass. 
“In business since 1841” 
SELLING AGENTS 
5, € Ge eso 6 ct ws oe 29 Murray Street, New York 
John H. Graham & Co...113 Chambers Street, New York Fenwick Freres.......... 8 Rue de Rocroy, Paris, France 
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Are the Heirlooms 
of To-morrow” 


Many women speak of their “Ringco” Bath 
Room Fixtures as treasures of to-day. 


Of to-day because these fixtures are modern in 
all that the term implies—as heirlooms be- 
cause being made of SOLID BRASS they 
will last and serve even future generations. 


The latest “Ringco” Catalog illustrates and 
describes nearly 300 items. It permits choice 
of so many designs that selection is easy. Each 
pattern shows a skilled mastery of the art. 
Fach fixture delights the home owner and 
adds a quiet dignity to the bath room which 
customers appreciate. 


“The Treasures of To-day, MSA 
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And the everlasting service which these fixtures give 
makes permanent customers for dealers w ho sell them. 


The profit is pleasing, too. 


Your Jobber will supply you. 


Send for latest catalog. 


It gives full details about the complete line of nearly 


300 items. 


AMERICAN RING COMPANY 


Waterbury 


Connecticut 


Branch Offices: Boston—170 Summer St. New York—2 Hudson 8t. 
San Francisco—116 New Montgomery St. 
Chicago—29 B. Madison St. 











GRIEFFIN— 


the hinge that is designed 
and made for lasting beauty 
of finish, pleasing simplicity 
in design, lifelong endur- 
ance in service—the result 
of more than thirty years of 
experience in the manufac- 
ture of hinges. 





Griffin Hinges are made in 
a wide variety of sizes and 
designs—each butt wrapped 
in moisture proof paper and 
packed one pair in a box 
with screws to match. 


Write today for our price 
list and the catalogue of the 
complete Griffin Line. 
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We also manufacture 


Cellar Window Sets, Hasps 
and Safety Hasps, Door 
Handles and Door Holders, 
Brackets, Push Plates, 
Drawer Pulls, Door Stops, 
Sash and Screen Lifts, Bar- 
rel Bolts, Corner Braces, 
Corner Irons, Washers, etc. 


GRIFFIN MANUFACTURING CO. 


WARENOUSE 


45 Warren St.,New York 


ERIE, PENNA. 


WARENOUSE 


TAW. Lake St.,Chicago, Ii. 
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HOSE 
CLAMP 


| Adjustable to tit any Lose of ary size 


Good Workmanship 
Good Material 


Square Dealing 









































The dependability of Universal Hose Clamps is 
directly traceable to good workmanship and good 
material coupled with a fair and square merchan- 
dising policy. 

Good clamps and fair dealing have done more to 
make Universal Clamps the accepted clamps of 
the industry than any other factors. 


Yet Universals are not without their exclusive 
patented features—the “Bead” and the ‘Scores 
Between Holes.” 

These features and the genuine worth of Uni- 
versal Hose Clamps are your guarantees. They 
give you what you need—Service and Satisfac- 
tion. 


























By manufacturing 
Tubular and Clinch 
rivets that are made 
from the best of care- 
fully tested materials, 
that are scientifically 
designed to clinch 








‘ ” The ‘Scores 
The “Bead Between Holes”’ 


- . “ This patented bead or : 

firmly and drive easily, ee Gees bat ae These scores make i 
“bolt and nut” end very easy to break off 

h h th t th of the strip. The 0 —, and mer 

ressure of the nut eave the edge smoot 

t at ave es reng bears the overlapping and clean—also speed 
. . metal aray _aaninst ed _. og om . 

thi idge. . renching or twisting 

and uniformity neces- at a ge kg 
connection. with the fingers or a 


pair of pliers. 














sary to meet all de- 
mands and, finally, in 
establishing a reason- 
able selling price, we 
have made it easy for 
the dealer to get the 
best. 











One size—1 to 
3 inches—is ad- 
justable to fit 
any hosé¢ of any 
size. 


For occasional 
needs of small 
hose we also 
make a Junior 
clamp % to 1% 
in. 





MAKATI 


TUBULAR RIVET & STUD 
COMPANY 


BOSTON 


R = | Accepted by the Trade 
4 (O = Specify the genuine. Look for the name. , 


— Universal Industrial Corp., Hackensack, N. J. 





Universal Hose Clamps 
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**Allith’’ Trolley 
Traek Door 


Hanger 







“*Sixty-One” with 
Sixty” Track 






For Straight Sliding 
Barn, Garage and Warehouse 





Easy to Read—Worth Reading 
SEND FOR IT. 


It will help you answer questions 
that keen mechanics ask you about 
sheet sizes, roll-widths, grit sizes, 
shipping weights, etc. Also shows 
interesting views inside some of our 
mills. 


Free Samples, Too 


A handy book, size 214 x 4 inches, with 
samples of ten grits, ranging from 000 to 


No. 3%. 







No. 61 Hanger has positive lateral adjust- 
ment, roller-bearing steel wheels, one-piece 
malleable frame, hinged malleable pendant 
and two steel aprons. 

No. 60 Track, with its concave treads, is 
stronger and permits easier and straighter 
running of the hangers with less friction than 
other types of trolley track. 

This outfit is illustrative of our complete line 
of hangers, tracks and brackets of the trolley 
track type—comprising a range of sizes and 
varieties suitable for carrying all kinds of 
sliding and folding-sliding doors—equipping 
them in the better way that characterizes 
all A-P hardware. 












It will help you close quantity sales to 
contractors. 











Ask your favorite hardware source regarding y, 
A-P “erated write us. Catalog upon c “ 
request, A / 
Y WAUSAU ABRASIVES COMPANY 


Allith-Prouty Company YY 1017 Harrison Boulevard 
Danville, Illinois / Wausau, Wisconsin 


Representative Jobbers Distribute A-P Products 
throughout the United States 
















“THE SIGN 
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WOOD SCREWS 


IRON, STEEL, BRASS, BRONZE AND MONEL 





IRON RIVETS—ANY STYLE HEAD TINNERS’ AND COOPERS’ RIVETS 
PIPE COUPLINGS 


STEEL AND BRASS FINE WIRE 
MONEL WIRE 


BESSEMER AND BASIC 
STEEL WIRE 





STEEL AND BRASS SCRATCH 
BRUSH WIRE 


THE BRIDGEPORT SCREW CO., Bridgeport, Conn. 


Representatives: 


George E. Quigley, Detroit. 
Dan M. Bell, Dallas, New Orleans. 
Milton Pray Co., San Francisco, Los Angeles, Seattle. 








-e) - 
RESISTANCE WIRE BRIDGEPORT. CONN. 














Sales Representatives Wanted 





In a recent issue of this paper under the classification of ‘Sales 
Representatives Wanted,” were twelve different advertisements for 


salesmen calling on the retail hardware trade. 


It looks as if hardware concerns knew where to “go’’ for hardware 


salesmen, doesn’t it? 


And by this same reasoning it looks as if these concerns reckon that 


men know where to “go” to find these opportunities. 


It’s a good paper that serves the trade “both ways,”’ isn’t it? Try it 


and see. Address— 


Hardware Age, 239 West 39th St.,New York 


‘‘Classified Opportunities Section’’ 
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Wood Screws, Machine Screws, 

Cap Screws, Set Screws, Stove 
Bolts, Sink Bolts, Hanger Bolts, 
Nuts, Rivets, Burrs, Specialties 
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8 deen economy in the selection of Screw or Bolt Products 
consists in using those that are exactly suited for their 
particular service and that possess unexcelled quality and 
accuracy. 





REED & PRINCE MFG.CO.  ,,.. 
WORCESTER, MASS..U.S.A. 


WESTERN BRANCH arCHICAGO- 12] NORTH JEFFERSON ST. 




















~-( CHICAGO) ~ 
SPRING HINGES 


Architects 


and 


Builders 


Those who use the 
best in building 
specify Chicago 
“Triplex” Lava- 








No, 2242 tory Spring 
“Triplex’’ Lavatory . 
Spring Hinge Hinges. 


Dealers who sell these hinges hold trade 
and realize substantial profits. 

A type for every requirement 
door. 





a size for every 
Send for Catalog H-39. 


Chicago Spring Hinge Company. 
CHICAGO NEW YORK 
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READING 
CUT NAILS 


72% Greater Holding Power 
Than Wire Nails 


READING IRON COMPANY 
Reading, Pennsylvania 


t'< makers of headless cut foundry nails 








_=3 








Taplin 
Double Dasher 


CENTER DRIVE 
One of 28 sizes and 


styles embracing a beater 
for every purpose. 

The IRON frame gives 
great rigidity. It cannot 
give, bend or pull out of 
shape. The IRON drive 
gear and pinions provide 
thes solidity and bearing 
surface to keep the gears 
in perfect mesh. Undouwbt- 
edly the most durable and 
easiest running egg beater 
made. 

A handle comfortable to 
grasp. No sharp edges to 
hurt the hands. 

Kight Beating Blades of 
Correct Design. Center 
Drive, Lustrous Rustproof 
Finish. Attractive White 
or Ebonized Handles. 


The Taplin Mfg. Co. 
New Britain, Conn. 


New York Office. 
71 W. Broadway 


No. 477—White Handle 
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Growing demand for 


W. ROSE Tools 





No. 1111—6 inches Wide Heel Cut Back 


is the result of our use of choice ma- 
terial and skill. 


Wm. Rose & Bros., 


Selling Agents 


Wiebusch & Hilger, Ltd. 
New York 


Sharon Hill, 
Pa. 











Walden-Worcester Display 
Boards Will Make Money 
for You 


The board illustrated con- 
tains five each of eight of 
the fastest-selling stock 
numbers. 


It takes up little space in 
your store—3’9” x 1’, 


It will hang on a wall or on 
a post. 


The investment is small. 


The turnover should be at 
least five or ten times a year. 


Whether you are a large or 
small dealer, you will find 
our display boards profit- 
able. 


Walden-Worcester 
INCORPORATED 
General Offices and Factory 


Worcester, Mass., U. S. A. 

















=e... The Safety Valve 
Is Only One of the 
Many Improvements 


RNER BLOTOR( 


Suite us 2 Caseste 





JU 





There’s the one opening in the 
tank, above the fuel line, which en- 
tirely eliminates leaks possible 
from the many soldered connec- 
tions (necessary on_ ordinary 
torches for upper and lower pump 
brackets, filler inlets, etc.) The 
Baffle in the burner gasifies pres- 
ent-day gasoline or kerosene and effects more heat. 
The pistol grip handle is comfortable and convenient 
and allows for any size hand. 

Every Blow Torch is thoroughly tested and FEAR- 
LESSLY GUARANTEED. 

Order from your Jobber. Quantity production makes 
the price reasonable. 


aE TURNER Sere ee URNER BRASSWORKY ) 
¢ Edgewood Ave., Sycamore, Ill., U.S. A 


The World’s hangent sone Manufacturers of Blow Torches, Fire 
ote and Brazers 
a, REPRESENTATIVES 
San Francisco: Rice-Hitt Co., baa te Larkin 8t. 
Los Angeles: Rice-Hitt Co., N. San Pedro St. 
Seattle: Rice-Hitt Oo., 1427 ay ©. Smith Bldg. 
New York: The Turner Brass Works, 36 Murray St. 


No. 45 


Capacity 1 Quart 
Weight 44, Pounds 














“YANKEE” RADIO DRILL NO. 


Specially Designed for Radio Work 


A beautifully balanced, small, 
drill. Geared 4 to 1 for speed. 
special Radio Chuck 9/32” 
take the largest drill 
nished with the Radio ill Sets. 
over all 9%”. Weight 1% Ibs. 










the year. 


powerful 


capacity, to 
ints usually fur- 
h 


NORTH BROS. MFG. CO. 





This drill displayed in your window on the special display box will appeal 
instantly to Radio Fans and any other lovers of high grade tools. 
beautiful finish and high class workmanship, combined with the 
“YANKEE” quality, will sell it to all tool lovers at all seasons of 


The 


Your Jobber can supply 
Philadelphia, Pa. 
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fF ORSTNER ph ai asd Star 


Labor Saving 
AUGER BIT STAR 
v9 HACK SAW 


CLEMSON EXPERIENCE— 


STAR blades were first intro- 
duced in ‘‘1883.’’ Previous to 
this time the Clemsons were 
engaged for two generations in 
the manufacture of saws. Over 
120 years combined saw ex- 
perience has evolved this su- 
preme blade. 











Bores Any Arc 


of a Circle Many 


New Uses 


The Forstner Auger Bit, un- 
like other bits, is guided by its 
circular rim instead of its center 
consequently it will bore any are of 
a circle, and can be guided in any 
direction regardless of grain or knots, 
leaving a true polished surface. Takes 
the place of a chisel, gouge, scroll-saw, or 
lathe tool combined. ‘For core boxes, "fine 
and delicate patterns, veneers, screen work, 
scalloping, fancy scroll twist columns, newels, 
ribbon molding and mortising. 


Send for Catalogue. 


The PROGRESSIVE MFG. CO. 


TORRINGTON, CONN. 





CLEMSON BROS., INC. 
Middletown, N. Y. 


WE HAVE SOMETHING TO TELL YOU ABOUT 
HACK SAWS. WRITE FOR BOOKLET. 




















“IT’S MORE THAN JUST A RAKE” 
“OLE OLSEN” — 
WOOD LAWN RAKE 


SAVES THE LAWN—MAKES YOU MONEY 
Prices Quoted on Application 
THE PIQUA HANDLE & MFG. CO., PIQUA, OHIO 
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f STANLEY 97,2 cal 
one ~y : 
: BOX STRAPPING |). =p 7 [= 7 
= No. 3002 Self-Tightening ail re raemtstouse, ls 
e-0 Made of Stanley cold rolled steel. The ribs pre- am» ET + = 
= vent the nails from slipping in driving. Round Tl : =@ ie : 
o=9 edges of strap do not cut the hands. { mt Ah : 
oie THE STANLEY WORKS Tm int , : 
exe ~~, a New Britain, Conn. = sy + = 
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Recommend 
Tremont Nails 


for 
Shingling 
Slating 


Clapboarding 
Construction work 
Laying hardwood floors 


Scientifically Designed 





Tremont Hardened Steel Cut Nails 
win the approval of carpenters and all 
who use them because the carefully 
tempered high carbon steel from 
which they are made will not bend or 
twist while being driven. Tremont 
Hardened Steel Cut Nails are scien- 
tifically designed to shear their way 
into the wood with the grain in a man- 
ner that assures the strongest possible 
grip. 


The best you can buy and the best 
you can sell is the Tremont Brand. 


Tremont Nail Company 
205 Lincoln Street, Boston, Mass. 





That's what customers get with the 
[leo Dead Bolt Night Latch. One 
turn of the key backwards im this 
latch locks both bolt and inside 
knob. Once locked there is no forc- 
ing back the bolt or opening the 
door without the proper key. Big 
seller for homes and stores. 


We also make over 1,000 styles of 
Key Blanks. Write for Catalog 6 
and Prices. 


G@ INDEPENDENT IOCKCO,@@ 


Leominster Mass., U.S. A. 


Manwfacturere of linder Locks, Padlocks, and 
ey Blanks. 




















Heller Shelving to Payne-Oummings Hardware Oo.. 





North Adams, Mass. 


Quicker Selling 


The speed with which you can serve a customer is a 
factor that brings him in to you again. With Heller 
Swing Door Cabinets you can do more than serve a 
customer promptly, you can also create a prosperous 
appearance that advertises your service to every shop- 
per. Because Heller equipped stores are so thor- 
oughly prepared for quick selling, they get the busi- 
ness. Write for catalog No. 26-A TODAY. 


W. C. HELLER & CO. 


Main Office and Factory East Display Reeme 
700 Wabash Ave. “20 V = oa Bh. 
Montpelier, Ohio New Yor City 
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HART’S NUT CRACK 
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Hart’s Improved Sheet Steel Nut 
Crack to crack all kinds of nuts. 
Best seller out. One hundred thou- 
sand sold in three months. Nickel 
plated, lowest price. 


Also manutacturers of Stainless 


Steel Knives, Forks, and Spoons. 
Knives with Nickel Silver and Rub- 
ber Handles. 


SEND FOR PRICES AND DISCOUNTS 


Manufactured by H. C. HART MFG. CO., Unionville, Connecticut 

















No. 20 for No. 2 Stock 
Range %4—1” Right or Left 
No. 30—for No. 3 Stock 
Range 1—2” Right or Left 


Bridgeport 
Conn. 





Improved Nipple Holder 


The right nipple is always on the job 
when you carry one of these tools. 


The Armstrong Mfg. Co. 











HEY are well known to the building trades 
for their accuracy and superior wearing 


qualities. 
Now furnished with concealed rivet, a sturdy 


joint that stays “put.” 
Send for information re 


Metal Display Case 
And Latest Trade Price List 


KEUFFEL & ESSER CO. 


NEW YORK, 127 Fulton Street, General Office and Factories, HOBOKEN, N. J. 


CHICAGO ST. LOUIS SAN FRANCISCO MONTREAL. 
616-20 $. Dearborn St. 817 Locust St. 30-34 Second St. 6 Notre Dame St. W. 


Drawing Materials, Mathematical and Surveying Instruments, Measuring Tapes 

















The Only Mop Pail That Has Mop Guards 


The BULLDOG Mop Wringer has a feature found on no other make. 
The Pail is made with Patented Mop Guards which unfailingly prevent the 
mop strands from clogging the bearings. 

This feature alone soon saves the cost of the entire pail. Another 
BULLDOG feature is the Triple Rollers which squeeze out more dirty 
water in one operation than any other mop wringer. These Rolls are 


Seasoned Hard Maple. Pails are Cedar. Castings all malleable. 
in 2 sizes. Standard 14 qt. and Janitor 20 qt. Tested and approved _by 


Made in 2 
the Good Housekeeping 'nstitute conducted by Good ousekeeping Magazine. Big 
sellers to Office Buildings, Janitors and Housewives. Write for Folder and Prices. 


























Stot bor Approach Fell “Beit Manufactured by 
poe fs pone 
Ag 1 as Bushnell Novelty Co. 
it © rr 4 y} 0 
— b : Mansfield, Ohio U.S.A. 
Patented Le_—I Nap Established 1896 
April 18th, 1916 | Mop Guard SSS Gutord 
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WHITE MOUNTAIN 
Apple Parers 


Give Satisfaction in Thousands of 


Homes All Over the World 





GENUINE WHITE MOUNTAIN 
PARER, CORER AND SLICER. 


GREEN APPLE SEASON 


is here now. Are you ready to supply the de- 
mand for APPLE PARING MACHINES? 


WRITE your Jobber or to us for prices on THE 
WHITE MOUNTAIN and SIX other sizes we 
make. 


Goodell Company, Antrim, N. H. 








TRADE | [MARK 


Every 
One 
Warranted 


Dealers who push Anchor Brand Wringers are making 
the sales, therefore are getting the profits out of the 
wringer business. 


Anchor to Anchor Brand 


LOVELL MANUFACTURING CO. 
| ERIE, PA. 





Worlds Largest Manufacturers 
of Clothes Wringers 




















Carpet Tacks 





If you have never sold “O-B” 
Brand Carpet Tacks give them a 
trial. 

Their perfectly formed and cen- 
tered heads, sharp needle points and 
full count commend them to every 
customer. 

Also Cut Tacks, Basket, Clout 
and Trunk Nails. If your Jobber 


doesn’t carry them—write us direct. 
BAUR TACK CO. 


‘O-B Brand 


Indianapolis, Ind. 


“ IMPROVED ” 


GUARANTEED 
JERSEY 
Shoe Lasts and Stands 


They are lock bearing and absolutely the 
best of their kind. 

If you are stocking lasts and stands similar 
to, the JERSEY it will be to your interest 
to get in touch with us before placing your 
next order. 

We will show you that you will increase 
your sales on Lasts and Stands by stocking 


JERSEY. 





STAR HEEL PLATE Co. 


Louis Sacks, Inc. 











357-391 Wilson Ave., Newark, N. J. 
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“UNITED” PRODUCTS “7 
Potato, Onion é 





and Produce 


PICKING BASKETS 


Guaranteed to outlast sev- 
eral baskets constructed from 
wood or any other wire 
© baskets now being built. Made 
>t from galvanized wire to re- 
lems «6sist rust. Electrically welded 
saa NN ™ at every joint. 


No weak spots in the construction of any of Ru b b e T 


our products. Every article is built to es 
every requirement to which it will be put. This iol d N : ] 
can be secured only by the Electric Welding ea e al S 


process and scientific design. 














are used as bumpers on pianos, 


We also make Automobile Hose Clamps, closet seats, and to receive the 
Camp Grids and Stoves, Poultry Shipping thrusts - drawers, a 2 tag oe 
Coops, Exhibition Coops, Feeding Batteries, promagess oes ie amy pditaneedien y 
Bottle Carriers, Baskets of all kinds, Paper Sens Tine, seine dines inne, 
Balers, Shelves, etc. especially designed. for chair legs 


-_ sn mg the scratching of floors. 
‘ solutely noiseless. 

Write today for catalogs We make a large variety of rub- 
ber specialties. Send for catalog 


. « and prices 
United Steel and Wire Co. SE ASTIC TIP CO. 
30 Fonda Ave., Battle Creek, Mich. 370 Atlantic Avenue Boston, Mass. 

















THE NEW G-W 


SIDEWALK ICE CHOPPER 
TIMER FOR FORD MOTORS All-Steel 


The real quality timer for Fords. Practically Unbreakable 


Built on a different and better 
peincigte of Vord ignition, and Here's a tool your trade will like. Just the 
thing for fall and winter business, too. 


proven by tests over a period of 
seven years. 

This new G-W Sidewalk Ice Chopper is 
far superior to the ordinary wood handle 
type of chopper. Made of steel through- 
out—practically unbreakable! Blade of 
special alloy steel, 14” thick, welded to a 
hollow steel handle. Write for circular and 


prices. 





The Turner 2 in 1 Timer eells 
fast and stays sold. It brings 
the dealer a fair margin of profit 
and builds good will for him 
among his most exacting cus- 
tomers. List price $3.75. 





Our complete line of ice 
tools is described in Cata- 
log No. 70. Have you a 


copy? 










Pat'd 2-15-16, 9-18-23. 


TURNER 


Accelerator com- 
plete with hand- 
some foot rest, 
$1.25. 





INSTANT Main Office 
FOOT , 
ACCELERATOR Hill St., Hudson, N. \ 
A simple, convenient New York Chicago 
auxiliary throttle in- Bosten Pittsburgh 


stalled almost in- 
stantly by anyone. 
Permits positive, 
quick throttling in 
trafic. No wires, 
cables or spring s 
devices to shake = a - 2289-R 
loose. Does not in- — i * alll 

terfere with opera- 
tion of hand throttle. 


TURNER 


MFG. CO. at Me 
Dept. E ICE HANDLING MACHINERY Axp TOOLS 


Kokomo, Indiana 
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FER The Small (NAL Handy Helps That 
Make Motoring More ‘Weseebie 


Fernalds Sell Easiest 


Fernald Rattle Killers have been so extensively adver- 
tised and are put in such attractive self-selling display 
cartons—that they assure you a quicker turnover than 
any other similar article on the market. 


Fernald Steer-Aids 


For Fords and other light cars—applied instantly, end 
steering rod rattles and wheel wobbles. Tempered steel 
wire baked Japan finish. The most efficient and best ad- 
vertised device made for the purpose. Retail readily 


at 50c. 

Little B-R-A-T-S 
End brake rod rattles on 90% of all cars. Tempered 
steel wire, baked Japan finish. Advertised and exten- 
sively sold for years. Set of 4—sells at 50c. 


The Fernald SasaR 


Steering Arm Shock Absorber and Anti-Rattler for Fords. 
Easily slipped into place. Same material and finish as 
Steer-Aids. Motorists pay 50c, readily for the relief 
they give to steering annoyances. 


Gas and Spark Rod Anti-Rattlers 


Attach to steering column and prevent vibration of 
parallel rods. Take up all looseness, eliminate rod 
rattles and prevent rods from slipping and letting 
the engine race. Retail at 50c. a pair. 


Ford Emergency Brake Handle Springs 

Make it unnecessary to remove brake handle if flat 

wire spring is broken, and also will replace flat 

spring to prevent rattle at that point. Retail price 

regularly 25c. each. 

Our new $2 Combination Box of Rattle Killers 

is a brisk mover every month in the year and 

will be a wonderful holiday seller. 

Write for literature describing entire line and trade prices. 
Fernald Mfg. Co. 

Dept. A, North — Pa. 


—— Departm 
12nd St., oy York City 
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American Steel & Wire 
is | RE =z _ 
wWaskegen, Beker Perecty Ellwood Junior, Lyman 


PING INSULATED FEN 8 American, Royal, Anthony, 
Nation U. S. osTs 


ARR P 

CONCRETE REINFORCEMENT 
BALE TIES: Old reliable brands 

TELEPHONE WIRE 

WIRE for every purpose 


Quick Delivery. Write us for selling plans. 


peer nal 
on RL eg gy AD 
Portland, Seattle 
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all profes- 
barbers, as 
well as many home users, 

find complete satisfaction in Koken Razor 


sional 


Strops. A profitable line of ready sellers 


listed in our catalog. Write for it. 


Koken Companies, St. Louis, U.S.A. 


DODROFPOARSASISAOORATELTLOLANTOTOLEUOLOQDGOERNERRAORDORASOSGSARODOSDSGRACODAEOLEL \ , 





| In 10c packets your customers want 


4 Sizes Advertised for 
No. 24—10 in Pkt. 24 Years 
No. 25— 6 in Pkt. Great Demand 
No. 27— 3 in Pkt. Good Profit 
No. 28— 2 in Pkt. Attractive 


24 packets to a carton Counter Displays 





















Moore Moore 
Push-Pins Push-less Hangers 
(Glass Heads-Stee! Points) “The Hanger with the Twist’? 


To “Hang Up Things” in Homes, 
Offices and Schools. Ask your Jobber. 


Moore Push-Pin Co. (,W*7¢ ) Philadelphia, Pa. 











New List Prices—Revised Discounts 





No. 2-4-i—List 45c 


AJAX PLURAL SOCKET PLUGS 


NationAlly advertised, approved by Good Housekeeping and Modern Priscilla 


No. 22—List 50c No. 33—List 75c 


Guaranteed against all damage from heat, moisture 
Large profits. Free window display. 


testing laboratories. 
and breakage. FEstablished values. 
Circulars and price tags. 
Free Sample No. 22 and five price tags to dealer advising name of 
jobber from whom they wish to purchase. 
Liberal Discounts to Trade 
Write fer Complete Price Sheets on Radio and Electrical Specialties. 
AJAX ELECTRIC SPECIALTY COMPANY 
1926 Chestnut St., Louis, Mo. 

















= f =a MILBRADT 
: of Seat LADDERS 


Will pay for themselves in a 
short time by enabling you 
to wait on more trade, save 
the wear and tear on your 
fixtures and goods, as well 
as bring the appearance of 
your store up to date. 


Write for catalogue show- 
ing a large number of styles 
suitable for all kinds of 
shelving. 


Milbradt Mfg. Co. 
2411 N. 10th St. 
St. Louis, Mo. 











The ELECTRICAL GOODS 
MARKET 


For practical, commonsense hints on How to 
Sell more Electrical Merchandise watch the 
fourth issue of HARDWARE AGE each 


month. 


This number will contain feature stories on 
the merchandising of electrical goods through 
hardware stores and a special electrical mer- 
chandise advertising ineert. 
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You Get More 
Heat 


No. 298 Torch having improved 
Double Needle Burner "‘warhe 
modern low grade fuels perfectly. 
The generator is extra powerful, 
superheating the gas before it is 
burned, resulting in over 300 
degrees more heat. This heat is 
maintained by using the upper 
needle which cleans the gas ori- 
fice. Lower needle regulates flame. 
Double Needle Burners overcome 
enlarged orifice and other burner 
troubles. Jobbers supply at fac- 
tory prices. Get a catalog. 


Clayton & Lambert 
Mfg. Co. 


10619 Knodell Ave. 
DETROIT, MICH., U. S. A. 


LPNTONS Mpc, 
: MFG.CO ‘ 


, Ner208 . 
YETROIT MICH.US” 


a © 
—— ATENTE 





No. 208 Torch 
Ask for latest price. 











HAVE cold-drawn (Allen process) sockets, guaranteed unbreakable 
in practical use. Box Sets and Bag Sets, in the handiest possible 
combinations for mechanics and car owners. Features and prices 
in new Allen catalogue; send for copy if you sell—or use—wrenches. 


THE ALLEN MFG. CO., 


139 SHELDON ST. 
HARTFORD, CONN. 




















G. F. Wright Steel & Wire Co. 


Manufacturers of 


UPERIO 


Galvanized 


Hardware Cloth 


Wire Clothes Lines—Wire Lathing 
Hex Mesh Poultry Netting 
WORCESTER, MASS. 














An EXPANSION SHELL 


With a Sure-Dependable Hold 
Superior advantages: 

(1) It gripe at the bottom of the hole by 
(2) Burying its jaws in the sides of the 


ole. 
(3) By Underwriters Laboratory test it 
holds until the bolt or the material, 
into which it is placed, breaks. 
(4) he ong properly set it will not come 


oose. 
(5) Quickly installed. 
Overcomes these disadvantages: 
(1) It is NOT a friction hold. 
(2) No waste from broken or misfitting 


parts. 
(3) Vibration does NOT affect it. 
Made in two types for 15 sizes of bolts. 
Practical in any Solid Material. 
A trial order for testing will soon con- 
vince you. 


Samplea on request—No charge. Send for Bulletin No. 565. 


THE PAINE COMPANY 


2951 Carroll Ave. 
33 Warren St. 








Chicago, Ill. 
New York City, N. Y. 





INVISIBLE HINGES 


In making cabinets of many kinds it is desirable to use 
hinges that leave no projections. 


For this purpose Soss Invisible hinges 
are used. They have all the rugged- 
ness of the common hinge, but cannot 
be seen at all when cabinet is closed. 
They can be easily installed by any- 
one who can bore a hole. 


There is a size and style for each 
purpose. Just the thing for radio and 
music cabinets, etc. 


SOSS MFG. CO. 
775 Bergen St. Brooklyn, N. Y. 








(SOSS) 


LIC-WID-LES DOOR CHECK 


Needs no attention and meets every emergency to which a door 
check and closer is subjected 

















Jobbers! 


Let us tell you about our Real proposition 


Dealers! 


The No-Liquid Door Check Co. ° Columbus, Ohio 

















PUMPS 


A Type for Every Service 


THE GOULDS MANUFACTURING COMPANY 
Seneca Falls, N. Y. 


GOULDS 























RS cusiion| 
TIRE | 


Insure perfect shelf service for any line of mer- | 
chandise. Deep tread steps, properly spaced, with 
convenient full length handholds on both sides of 
ladder permit mounting or descending with ease. 
Both hands free to remove or replace stock without 
danger of falling. Cushioned Tired Trolley and 
Truck Wheels eliminate noise and prevent vibra- 
tion. Erection as simple as A, B, C. Utilize 
small space. Make top shelves safely 
available for stock purposes. One 0 
style—neat of design—nicely ah 
finished—any height ceil- 

ing. Thousands in p 


ar MY E RS ca 
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DEALERS WANTED EVERYWHERE lron Fence, Gates 


Lawn Vases 
Settees 
General Iron 
and Wire Work 
(| CHAIN-LINK 
WIRE FENCE 




































































Tees | |) 
Bact 





Ask for Catalog 


THE STEWART IRON WORKS CO., Inc., 225 Stewart Block, Cincinnati, 0. 








| SAMSO CORNAGE| WORKS 
MANUFACTURERS OF AM 


a oN SASH CORD, CLOTHES 
BRAIDED CORDAGE it Si? LINES, SMALL LINES 


AND COTTON TWINES Ate ETC. swans 
MASS 


BOSTON 











STRATTON "2 ,,crameed_ in 
HANDLES 


For Smali Tools, Utensils, Electrical Goods, Etc. 
Enameling, both baked and air dried. 


STRATTON MFG. CO., Stratton, Maine 















“VULCAN” 
"C”*" CLAMPS 
Superior for HEAVY SERVICE. 


iterature ? 
- H. WILLIAMS & CO. 


“The Drop-Forging People” 
New York BUFFALO Chicago 











Cleaning Cloths 


Caulking Cotton — Chemical Cotton 


Send for samples and prices 
MASSASOIT MANUFACTURING CO. 
Fall River, Mass., U. 8. A. 
New York Office ~ - - 350 Broadway 








Waste — Mops — Wicking | 





NEW quick seller. Pure liquid glue made 

from codfish skins, by America’s largest 

users of codfish. Full oz. bottles and 
tubes. % gill, gill, % pint, pint, quart and 
gallon sizes. Stock now. 


Gorton-Pew Fisheries Co., Gloucester, Mass. 
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Gorfons"Glue | 











Wright’s Jennings 
High Grade 
Auger Bits 


The Conn Valley 
Mfg. Co 


Centerbrook, Conn. 
eo & a 














_ Makers of Every 
eNO Kind of Screw 
Nut and _ Bolt. 


The Corbin Screw Corporation 
The American Hardware Corporation, Successor 


229 High Street New Britain, Conn. 
Western Factory: Dayton, Ohio 











THE FOWLER & UNION 
HORSE NAIL CO. 


HORSE SHOE NAILS 
OF HIGHEST GRADE 


Plant at 


1000 MILITARY RD., 





Fe 


BROWN & SHARPE 


MACHINISTS’ TOOLS 


The first choice of skilled mechanics for three generations 


= WE PROTECT THE DEALER. 
[ BS 


Providence, R. I., 











BROWN & SHARPE ee co. 





Ezyrun Ball Bearing Pulleys 


Meet the demand for better pulleys. Will 
take any size clothes line—Long wearing, 
Rustless, Noiseless—Are easily operated and 
cannot freeze. Completely enclosed. Line 
cannot tangle or slip off. If your Jobber does 
not stock them, write us for prices and 
details. 
BROOKLYN PULLEY CoO., Inc. 
85 5th Ave., Brooklyn, N. Y. 











58 YEARS AGO 
Priest’s Clippers were 
Today 


PRIEST’S CLIPPERS 


meed ne introduction. 
They sell on their cutting 
quality. 


American Shearer a Company 
Nashua, N. H. 








BUFFALO, N. Y. 








Rocking Table Apple Parers 


LITTLE STAR and DAISY 


Apple Parer, Corer and Slicers 
Mazufactured by HUDSON PARER CO., Leominster, Mass. 


LIVINGSTON-COOPER CORP., Agents 
131 East 23rd Street New York City 





_— 






A Faster Selling Mop Offers More 
Profit and Quicker Turnover— 


Convince yourself by selling SQUEEZ-EZY. 
The mop that wrings by a twist of the 
handle. Keeps hands out of water. Saves 
time and back-bending. 


SQUEEZ-EZY MOP CO., INC. 
New Orleans, La. 


a 


re 4, Pail) ») 














UNIVERSAL 


BOX STRAPPING 


CARY MANUFACTURING CO, 
Manhattan Bridge Plaza, Brooklyn, N. Y. 











e 99 33 
cLass “J JR, NOX” curtersé 
mnt aes 2 
UNIFORMITY SERVICE 
) 
“The Toots in Lhe Plaid Bor” 
AMERICAN SAW & MFG. CO. SPRINGFIELD. MASS. © 


HACK SAWS - BAND SAWS — SCREW ORIVERS - GLASS CUTTERS 
COEF OOEER ESOS EA OES 














September 11, 1924 HARDWARE AGE 137 


: 'y . S. HEADQUARTERS 
DOPTERS dacrciiprens oS impor 






Fire Arms and Ammunition 







LIE IMPORTED 
WIRE CUTTERS 
















For cutting bolts, rods and 
wire, ‘7~ e a size from 
% inch to % inch sed in 
garages, repair ‘plants, 

arms, homes, shops, etc, 
po a time and labor. 

The name PORTER ig 
assurance of reliability — 
protection against inferior 
— and poor workman- 


Seery PORTER tool is 
built for efficiency and dur- 
ability. 

H. K. PORTER, Inc. 
EVERETT, MASS. U. S. A. 





Sy mestic Firearms and Ammunition 
Distributor y of Lending Doms Do af te Genuine, Orioinal 


““MAUSER Rifles, MAUSER and LUGER Pistols 


Leng barrels for Mt a Pistols in 6”, 8”, 10”, 12”, 14” and commatie 
Ww. 


Pist 1 Metailt A oe ‘ee 
_ ‘i ie- we Guns; Cal. 32—10-shot Automatie Police 
u ee . 

















con 


Wwe re) ON he 





Famous 

Rifles, Shot Guns; Smell Calibre ‘‘Over and Under’’ j Mnaoy 

Famous Spanish Revolvers; Revolver Ammunition; Leather a Jane 
Holsters, idge and Shell pelts; Gun Cases and Covers; Field and 
Marine Glasses; Binoculars, Telescopes, Compasses; Shooting Accessories. 

Repair Parts for MAUSER and LUGER AR} 

A. F. STOEGE R 224 East 42d Street, New York 
0 Page _*- Catalogue mailed upon request. 


























Fine Precision Tools 


Two generations of metal workers 
have come to know Starrett Tools as 
the best they can buy. They're good 
tools to sell. 

Write for Catalog No. 23“A” 


THE L. S. STARRETT CO. 


World’s Greatest Toolmakers 
Manufacturers of Hacksaws Unexcelled 


oe ATHOL, MASS. ... | | Robertson “Horse Shoe Magnet Hammers” 








THE HAMMER 
HOLDS 
THE TACK 








a high grade line with a good profit to dealers and 
jobbers. Catalogues and discounts on request. 
Silver Medal (Highest Offered) Panama-Pacific Exposition 


ARTHUR R. ROBERTSON, 94 Portland St., Boston 


wa r Be. Ey) 


























ADJUSTABLE 
PIPE WRENCHES 


RUSSELL JENNINGS’ . 
SOLID HEAD EXPANSIVE BIT KEYC 





THe ofBYCO, ~ 


ne ME FG eq 





PATENT APPLIED FOR 


Creeping of the bit cutter is absolutely pre- er aS eR Ey er eee 


vented. Precise adjustment is remarkably by our own process. The most durable Wrench on_ the 
market. Light in “tee can be used with one hand on 


eas nuts or studs. u uaran 7 as 
They are made with rad yore Carton. ws. for Diecpunte, "7 ipa ai 
PRECISION SHA : 
SHANK and The Keystone Manufacturing Co. 
The Russell Jennings Mfg. Co. Buffalo, N. Y. 


Sales Representatives—Surpless, Duna & Ce. 





CHESTER, CONN. 




















Easy to Sell 


No. 6380 


Builders Level 


to builders who demand rapid, 
accurate work. An exceptional 
instrument reasonably priced. 





mon - — Satisfies trade; profitable to you. 


diameters; horizontal 
tircle, 334 in. diameter, EUGENEDIETZGENCO. 


complete accessories, ae De ale: ieee nario, Berets 
— Washington 


Diener Mfg. Co. om Hi ' -" tripod ? box, etc. 


400 N. Monticello Ave., Chicago, lil. Philadelphi. 











HARDWARE AGE 












YY 





(ei (/ 
Y Y } 












September 11, 1924 








; ' Set Solid, Minimum 50 words 
An Effective Low Cost Contract with Hardware Man- i AE MOM sc. ov nin cundeecahogenewieneee 06 
. ne ~ gia 
ufacturers, Manufacturers’ Agents, Jobbers, Jobbers’ ~ ne ae ae 
Salesmen, Retailers and Retail Salesmen. Ei TU udanechendassdnskeneviceeces ib ndahdsovkseee Mee 
Each additional inch.......... hpiiinn ads  cemences .ee. 4.08 


No illustrations accepted for these pages. 


Allow seven words for Keyed Box Number Address. sen 
o 





4 insertions, 10% off; 8 insertions, 15% off 


Remittance Must Accompany Ord 


er 
off the above rates for Positions Wanted Advertisements 





Business Opportunities 





Help Wanted 


BULLDERS TL ARDWARE MANUFAC. 





DESIRES high executive office in an industrial TURER require caee ie dace “ae 
concern facing big problems of sales, distribution ; J! — Ne erie oes «By: ee po 
or promotion. Holds two degrees from technical | York and vicinity to cover the jobbing 
institute Eighteen years’ practical engineering | hardware trade. This is a real agg Tas A for 

ail ie ' ncefull, | al aggressive, energetic young man of expert- 

ce. as cces sfull | an agere SSive ® Clie ree , ; : 
and organization experience Has succes 7 | ence to build up a permanent business for him- 


directed sales work and established policies na- 
tionally known corporations. Closely conversant 
with industrial conditions here and abroad. Re- 
cently director of sales of War Department of 
U. S. Capable business man and highest type 
gentleman. Detailed summary of experience on 


self and to grow with a progressive concern. 
Write fully. giving complete details as to age, 
education, experience, present position and com- 
plete record of previous employment. Address 
tox G-281, care of Harpware Ace, New York. 


Sales Accounts Wanted 








} Cleveland Firm 


Calling on Hardware, House Furnish- 
ing, and Variety Store Trade desires 
suitable lines for Cleveland and sur- 
rounding territory. 


Address Box G 288, care of Hardware Age, ) 
0 New York f 


—_—™~ -- en 

















request. Address Box G-256, care HarDWaRE 
Ace, New York. 


— 





Positions Wanted 


RARE OPPORTUNITY: Excellent chance | —— aa 
for reliable partner to join or invest $3,000 to ite ‘ 
$6,000 in a money-making hardware and repair ee ee ai York ae 
business just growing up in the richest com- eee : - ~ Thonael ne ae Pigg roman 
munity in Kansas. We also manufacture wash- ate + + Ag yo sealer sake i + agent 
ing machines and some other sellable articles. tract. Will work salary or straight somaiasion 

















. a Box G-258, care Harpware AGE, new | Furnish own office if necessary. Earned $5,000 
naahans | last three years. Replies treated confidential. 
Address Box G-237, Harpware Ace, New York. 

FOR SALE: Hardware business, established 


Stock will invoice 


¢ MAN, 27 years of age, with 4 years’ inside 
No dead _ stock. 


1904, eastern Massachusetts. 
experience with wholesale hardware house and 


about $9,000. Sales $25,000. 








Reasonable rent. Good reason for selling. Ad-! five years selling on the road, desires to connect 
dress Box G-260, care Harpware Ace, New| with reliable hardware jobber with the opportu- 
York. nity to work into a share of the business. Best 
| of references can be furnished. ddress Box 
E | G-264, care Harpware Ace, New York. 
WANTED: A _ good clean stock of General | : ; en sancecenpatsivnssoniestsiatie 


MARRIED MAN with twenty years’ whole- 
sale and retail hardware experience, capable of 
handling any position in the hardware business, 
desires connection with some concern where he 
will have an opportunity of getting some stock 
iu the business. Address Box G-275, care of 
| LiARDWaARE AGE, New York. 
| POSITION WANTED by experienced hard- 
ware man as bookkeeper or salesman. Age 26. 
Want permanent connection. Will consider posi- 
tion with a live retail store offering atractive 
opportunity for acquiring interest in business. 


HARDWARE BUYER ) 
ANTE est of reférences. Address Box G-261, f 
W D Harpware Acr. New York. Ox care o 


| | | | = 

} ASSISTANT HARDWARE BUYER WANTED . > - “er . ‘ 
WOULD PREFER MAN WHO HAS HAD knowledge and over twenty years’ valuable ex- 
DEPARTMENT STORE EXPERIENCE, BUT perience in all branches of the business, both 
buying and selling. 


Hardware (and building preferred) in exchange 
for A-l apartment building; Income of 15% 
Send full description to H. I. Martin, Room 903, 
77 West Washington St., Chicago, III. 


Help Wanted 

















WILL CONSIDER ONE WHO HAS HAD Ten years in last position. 
LARGE EXCLUSIVE HARDWARE STORE Good salesman and worker for employer’s inter- 
} EXPERIENCE. MUST HAVE ADEQUATE ests. Highest business references as to character. 
KNOWLEDGE OF STOVES, REFRIGERA- ability and qualifications. Address Box G-284. 


GARDEN SUPPLIES, PAINTS AND care of Harpware Acr, New York. 


SHELF HARDWARE. IN YOUR REPLY 








( GIVE FULL DETAILS OF YOUR HARD- 
} WARE EXPERIENCE, AMOUNT OF BUSI- 
NESS ACCUSTOMED TO HANDLING AND 
} AMOUNT OF SALARY REQUIRED. ALL 
REPLIES KEPT STRICTLY CONFIDENTIAL, 7 
‘) ADDRESS BOX G-270, CARE OF HARD- ‘SALESMAN, 12 years’ edlling experience, éo- 
() WARE AGE, NEW YORK. }| sires to make connections with manufacturers of 
builders’ hardware, sheet metal goods, fencing, 
roofing, bolts and nuts for exclusive representa- 
tion - ee State of Iowa. ddress Box G-285, 
Cc T , 7 
AN INDUSTRIAL MANUFACTURER with | “2% Of “ARDwARE Ace, New York. 
an established staple product requires a sales- 


Sales Accounts Wanted 























REPRESENTATIVE 





man with an gers yrs a the mill sappy. say igig wid tong calling om hardware 
ak Maggy: ~ Meer dl ee ae Fe ae housefurnishing and department stores, golf sup- 
+ ane: oe lay + net Aetlention “oa te lies, etc., is desirous of securing lines of merit 
— - oS ‘tice: a Gamma ealemenilliags for Pacific Coast and adjoining territory. Have 

: : . good sales force. _ Address Box G-283, care of 


ment unless you are a producer and can furnish 
best of references. Address Box G-287, care of 
Harpware Ace, New York. 


SMALL OHIO MANUFACTURER will have| @ 
opening soon for man under 25 as salesman. Let Us Help You Word ) 
Your “Want.” 


Position will have adequate compensation, and 
experience is not as essential as character and 

HARDWARE AGE 
“DEPENDABLE WANT ADS”  }) 


Harpware Acer, New York. 











aggressiveness. The company is small, growing. 
and has no full time salesman now, which makes 
position one of excellent prospects. Send details 
of education, a present salary, three 
references and photo if possible. Address Box 
(-292, care of Harpware Ace, New York. ~~ 

















MR. MANUFACTURER: I sell to the large 
wholesalers in the big trade centers over the 
whole country. If you can handle volume 
orders, and your prices are low enough to war- 
rant this kind of business, I can get it for you. 
Straight commission. Address Box G-252, care 
Harpware Ace, New York. 


WETROIT FIRM warehousing and selling a 
staple line to hardware and paint stores and 
factories in Detroit and Michigan is in position 
to take on an agency for another staple line or 
fast selling specialty that they can stock in 
troit and sell to their trade. Firm has been 
established four years and is well and favorabl\ 
known to the trade. Address Box G-289, care of 





| Harpware Ace, New York. 





Sales Representatives Wanted 








) Wanted live wire salesmen with experi- 5) 
ence in sporting goods to sell high quality , 
baseball bats on commission basis for 1925 
season. Men qualifying must be ready 
for service October Ist. Three references ) 
required and photo. Address Box G 

220 care Hardware Age. 














EASTERN MANUFACTURER of builders 
hardware has the following territories open for 
representation: Western Pennsylvania, State of 
Ohio, and the cities of Baltimore and oer 
ton. Write full particulars as to lines handled, 
experience and exact territory covered. Address 
Box G-272, care of Harpware Ace, New York. 





PATENTED DEVICE, sells to all hardware 
stores. Excellent side line. Vest pocket sam- 
le. Moss-Schury Mfg. Co., Guaranty Trust 

dg., Detroit, Mich. 








Salesmen calling regularly on retail bardware 
trade to sell our Carbo Magneto Sharpening 
Stones and Grinding Wheels. The line that 
brings repeat orders. Liberal commission basis. 
Some excellent territory now open. Preference 
to those covering territory by automobile. 
Goodrich, Inc., 1500 W. Madison St., Chicago. 





A REPUTABLE NEW ENGLAND MANU.- 
FACTURER desires to get in touch with repre- 
sentative for New England States, calling on 
hardware, drug sundry jobbers and commercial 
stationers. Line consists of nationally adver- 
tised articles which have been known on the 
market for a number of years. Address Box 
G-282, care of Harpware Ace, New York. 





SALESMAN WANTED: A real opportunity. 
Large national manufacturer desires salesman 
with an established trade to carry as a side line 
one aluminum alloy skillet, a new development. 
Commission 10% on all sales. Write fully, giv- 
ing references. Address Box G-286, care of 
Harpware Ace, New York. 








September 11, 1924 HARDWARE AGE 139 


oom 


pees Seca Rene oat (@tenee isfitss..: so Spaestsss a see oan oe CF sab ee 
' : "* essen onan Sicisecwpeeecs yersid safitta,-y eit Sits ictugabecens: ; 
hie) We 


y | = ‘ 
ica For y, je rt a oe =** lian sas: le nwt: 


| Jae ba 
| , pay Se sdeecels seemay ae edeee | aret 
a om 2E2 > | qs — Say Noles a de Pe 








5 (a 








ih s < rie 4 ae ry 


sic i i 


759) 
sseass sateen 


ieee ony 
IAA tay 


sul ml ee Te 





is the total number of replies for 1924 which have been received up to the closing date of this 
issue and forwarded through this department to advertisers using Box Numbers. This does not 











2946 





Sales Representatives Wanted 





Salesmen interested in attractive assortment of 
dog collars, dog harness, etc., to sell direct to 
retail trade. Recently organized manufacturer of 
long experience in this line has good territory 
open for the right men. Only hard workers and 
those with representative lines need apply, ving 
all details, territory, etc., in first letter. Ser 
Box 130, Patterson Post Office, Baltimore, Md. 





SALESMEN and 
wanted to call on Hardware, 
trades, to sell several very tine 


REPRESENTATIVES 
Electrical and Radio 
tools which have 


the broadest possible market. Also seeking 
agents throughout the country. Well paying 
proposition. In writing for details, state terri- 
tory travelled and experience. Address Box 


G-290, care of Harpware Ace, New York. 





trade 
brass 


SALESMEN now 


to carry popular priced line of plumbers’ 


calling on hardware 








include replies that have gone direct to advertisers using their signature. 





Sales Representatives Wanted 





Salesman—aAttractive side line, liberal commis- 
sion, sell patented garden implement to jobbing 
trade. Illinois, Indiana, Michigan, Georgia, Ala- 
bama, Florida still open. State experience, age, 
etc. Address Box 156, care Harpware AGE, 


1420 Widener Bldg., Phila., Pa. 





LIVE WIRE SALESMAN WANTED: To 
sell Advertising Tire Covers, Top Recovers, Seat 
Covers, etc.; Tents, Wagon Covers, etc. Com- 
mission basis, to retail trade. State territory, 
selling experience and age. Address Box G-251, 
care HarpwarRE AcE, New York. 





SALESMAN WANTED: A-No. 1 Salesman 
to represent an old established line of hardware 
specialties on a 10% commission basis, to cover 
the entire State of Michigan with the exception 





Sales Representatives Wanted 








. SALES REPRESENTATIVES WANTED 


Men now calling on hardware, department 
store and house furnishing trade to carry 
a line of high grade bird cages, leathe: 
) goods and specialties on liberal commission 
basis. Reply stating age, territory now 

covering and lines you are now handling. 
Replies will be considered strictly confiden- 
{) tial. Address Box G-278, care of Hakp- 

WARE AGE, New York. 











SALESMEN: To sell on commission: Hard 
ware, Tools, regular goods, specials and job lots, 
one to cover Chicago and vicinity, St. Lonis 
and vicinity, New Orleans and vicinity. No ob- 
jection to side lines, providing they do not con- 








and rubber goods, on a commission basis, for a | of the jobbing trade in Detroit. Reply giving flict. Will pay Cen. ee mail orders as 
well-known house. State territory you now | age, lines now representing and references. Ad- | Well as orders taken. We have customers in 
cover and lines selling. Address Pox G-279. dress Rox G-291, care of Harpware AcE, New all territories. Address Box G-236, care of 
care of Harpware Acre, New York. York. HarpwareE Acer, New York. 

——r —-y 








Osborne High Grade Punches 





and Upholsterers’ 


Besides Punches Our Line Includes: 


A varied and attractive line for the Hardware Trade. 
and Plumbers’ Tools of superior quality. 
The above tools will please your customers as well as our famous Round and Oval Punches. 
Remember we have had 94 years of successful manufacturing experience, 
skilled workmen and use the finest quality of materials in making our products. 
We stand back of every tool we make, Try us. 


C. S. OSBORNE & CO., NEWARK, N. J. 
ESTABLISHED 1826 


Also: Leather Workers’, Trimmers’ 


employ only 


Write for Catalog and Prices. 











The “TORREY” 
A Real Man’s Razor 


Send fer Catalogue of Full Line 
J. R. Terrey Razor Co., Worcester, Mass 








“They Have a 
Bull Dog-Grip” 


Manufectured by 
DU. &. Clethes Pin Ce., Mentpelier, Vt. 


Seles Dept. 
1018 Unier Bank Bidg., Pitteburgh. P=. 














Economy 
Hose Attachments 
Fer cennecting hose to smooth 
faucets. Slipse'on and off easily. 


Beonomy Mfg. Co. 
5860 Germantown Ave. 
Philadelphia, Pa. 











“Barre’”’ stone-working tools— 


backed by 30 years of experi- 
ence and knowledge. 


Trow & Holden Company 
Barre, Vermont 


SCY THES AXES 


Pons . 1013. Axes since 1886. 


RIXF ORD 4 Highgate, V« 





















n Can 


TOMTAINTAS OF Tin fl iC a mh ' ito 1.0” 


American Can Company 


SILVER ae 








SASH CORD 


NET WEIGHTS FULL LENGTHS 
Sliver Lake Co., Newtonville, Mass. 








Oil, Molasses and 
Dairy Gates 
Perfection Pattern 
Made in All Styles 


Syracuse Stamping 





10. 
New York 


Syracuse, 


ELEVATORS 


i Dum bwaiters 








fer Hous Store or Warehouse. 
Write for r particulars State your 

to size, capacity 
and a. 








The SIDNEY ELEVATOR Mf¢.Ceo. 
Sidney, Ohie 














BALE TIES 


Best Made — Prompt Shipment 


Baur Bale Tie Co. 


INDIANAPOLIS, IND. 











J. L. THOMPSON MFG CO. 
Waltham, Mass. 


Viteted and Mittal 


= Rivals 





ELEVATORS 
DUMBWAITERS 


Write fer eur catalog 
Energy Elevator Co. 
211 NewSt., Philadelphia 


CRAYONS 


FOR EVERY PURPOSE 


STANDARD “Ppxere Maes.” 














EYELET TOOL CO. 


Manufacturers of Punches and Sets (Hand 
Drive and Foot Power) for Leather, Cloth and 
Metal, Punch bes, Punches and Dies. All 
kinds and sizes made to order. Write jobber. 
Booklets free. Established 1858. 


190 Dorchester Ave., Boston, Mass. 
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THE ADVERTISERS’ INDEX is published as & convenience and not as a part of the advertising contract. Every care will be taken to index eorrectly. 
No allowance will be made for errors or failure to insert. 
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Chatillon & Sons, John ................. oY MS suiediedunecennssevonds 119 Syracuse Stamping Co., The .............. 139 
CORD SET GIR, wc cccccccccccccccccces 62 ee 48 
Chicago Spring Hinge Co. .............. 127 Koken Companies, Inc. ................. 134 1 
Clayton & Lambert Mfg. Co. ............ 135 
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“The 
ATABOY - BARO 








ASSRVICEASLE wheelbarrow ts an essential part of the home and 
garden equipment. The wheelbarrow might just as well be attrac- 
tive and convenient, as to be unattractive and cumbersome. 


ATTRACTIVE AND CONVENIENT 


Describes the Ataboy-Baro. Not only is it convenient for the user, 
either child or adult, but it is likewise convenient for the dealer to han- 
dle. It is cheap also from the standpoint of delivery and storage. 


The Ataboy is made of the same high-grade materials as embodied in our standard line—just smaller. 


Catalogue No. 37 shows Wheelbarrows for every Wheelbarrow Service. 
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Members of the American Rifle Team on Board the “President Harding”’ 


hemington Carried the American Colors 
to Victory at the Olympic Games 


mr The wonderful marksmanship displayed by American Rifle Teams in 
Kemington, Ammunition the International and Olyimpic contests each year is directly traceable to 
Won at the improvements in firearms and ammunition in which Remington has 
— taken a leading part, demonstrating this conclusively by winning four 
out of five of the Government ammunition tests held since 1920. New 
records have been established by these Teams and by individual rifle- 
men, all of which records were made with Remington 180 Grain 


Palma Olympic .30 Springfield Cartridges. 


The American Rifle Team won the International Competitions at 
Rheims, France, this year from all nations with a total score of 5284. 
Sergt. Morris Fisher of the U. S. M. C., a member of the Team, won 
the World’s Individual Rifle Championship with a score of 1075. Mr. 
Walter Stokes won the Prone Championship. All were shooting 
Remington Palma ammunition. 























In the Olympic Games on June 26th, at Chalons, the American Team 
won the Olympic Team Championship from seventeen countries with a 
total score of 676, France being second and Haiti third, all three coun- 
tries shooting Remington Palma ammunition. 


The Running Deer Event 


was won by Major J. K. Boles, U. S. A. with a score of 40. It is especially interesting to 
note in this case that Major Boles used the fastest cartridge in the world, the .30 Springfield 
Remington 110 Grain Hi-Speed cartridge developing 3500 feet per second velocity. 
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